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Founded 1855 





1926 . : Three Dollars a Year 





Why ATKINS Hack Saws 
Are the Best 


Examine the tooth edge of an Atkins Blade and you will find the mark of the 
celebrated ATKINS FILE TEST. It proves the material and temper. 
Every Atkins Hack Saw Blade is made from selected Tungsten-Alloy 
Steel—Atkins exclusive formula, and given the famous gas and oil 


temper. You cannot buy better Hack Saw Blades or Frames. 


E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y, 


Branches Carrying Complete Stocks In The Following Cities: 
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Atianta San Fi oom 
Memphis New Stuns Seattle 
New York City paris, France 


hica, 
Minncepotie Portiand,Ore. = vancouver, B.C ee 


1SK YOUR JOBBER TO : 
SUPPLY YOU WITH AT. Wy f- =F 
KINS’ AAA BLADES : 
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“INANNAACA NUON 


Write for Plans to 
Sell More Hack Saw Blades 
Made by 
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CAPTURE THEIR INTEREST NOW...FEATURE 


PIECES of fe) vemwaie 








For window display material, 
write the Sales Promotion De- 
partment, International Silver 
Company, 

















Now. .. while it’s new ... while 


women everywhere are talking about it . 

feature “Pieces of 8.” Eight of each is a new 
idea in silverware—an innovation that has 
captured the housewife’s fancy . . . for she 
knows sixes are not enough . . . and twelves 
are sometimes too many for the needs ot the 


average family. 


You can offer “Pieces of 8” in all of the 1847 
RoceErs Bros. classic patterns and in a variety 
of charming trays, or in the gorgeous Spanish 
Treasure Chest. Also, you can offer a com- 
plete line of hollowware—tea and dinner sets 
and tableware to match each pattern. 


‘1847 ROGERS BROS: 


SILVER PLATE 
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published weekly by the IRON AGE 
‘lass matter May 22, 913, at 


PUBLISHING CO., at 239 West 39th Street, New York, N. Y., U. A. Entered as 
Office at New York, under the Act of March 3, 1879. (VDrinted in U. B&B. A.). $3 00 ‘per year. Single ennies 
25c. each. Vol. 118, No. 11. 
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Ifs Fun to Sell this 
UNBREAKABLE 
V&B Drop forged 
Steel Plane 


Said a well-paid Wisconsin hardware store salesman:— 


“T used to get discouraged when the 
carpenters and cabinet workers came 
in and asked for cast-iron planes like 
their fathers had used before them; 
but now I’m just tickled to have a 
man make that demand, for I know 
that I have good news for him that 
will make him my friend and perma- 
nent customer. 





“I know I have good news for him” 


“You see, carpenters as a class, 
while intelligent men, are strong on 
their trade traditions, and slow to 
make any change in their tools. 
Most of them never knew there was 
such a thing as an _ unbreakable 
forged steel plane bottom; and they 
all expect their planes to break if 
they drop them any distance. This 
gives me my chance to demonstrate 
the V & B, and I purposely make a lot 
of noise about it. I have a demon- 
strator forging which I had the boss 
ask for on his first order for a dozen 
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“The result is that when I make a 
sale—and I rarely fall down—my man 
is sold for the rest of his life. What’s 
more, he tells his fellow workmen, 
and, little by little, this whole com- 
munity has been converted to the ‘re- 
ligion’ of the V & B unbreakable drop 
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“I make my prospect do his own planing” 


forged plane. Not only that, but our 
store has become ‘tool headquarters’ 
and our sales of V & B Vanadium 
Steel Hammers, V & B Hatchets, 
Braces, Chisels, Punches, Drills, Nail 
Sets, Pincers, Pliers and other Fine 
Tools have shown a steady increase 
and a very satisfactory profit.” 


Store proprietors and their sales- 
“I bang it with a sledge” men are invited to send for the big 
planes. It’s a rough forging just as V & B catalog and other literature. 
it came from the hammer, and always 
holds my customer’s interest. VAUGHAN & BUSHNELL 
“After letting him examine it, I MANUFACTURENG COMPA! iw 
b : th led + a] = xs @ Fema Maatts 
ang it with a sledge, throw it slam- Qiga-earsrsetl Ave. Chicago, Al’ USA. 
bang down on a vise which I have 
lying on the store floor—and other- 
wise put it through a tryout that 
would shatter any cast plane into 
scrap iron. 




























“I make my prospect do his 
own planing on a block I’ve 
rigged up for the purpose; 
and it’s a joy to see his 
eyes bulge out when 
he sees the clean, 
ribbon-like shav- 
ing, and notes 
the entire 
absence of 
chatter. 
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Look 
for the 
Words 
“Drop 
Forged” 


Here 





‘It Pays to Use 
Good Tools”’ 








“ Tiny 92) cee CELE Det be 08 
a ay: Le Kita a: oe 
1 Pie BRAC ae 2 - RRS al 













HARDWARE AGE September 9, 1926 


4: 
; 
Ps 
OLED 0.0 


WHEELBARROW 


FOR EVERY MAN— 
Built FOR EVERY JOB 


Light enough for individual use and sturdy enough for heavy 
OY duty service, this new and improved steel tray Bull Frog No. 


101 is the very last word in a low-priced, all-purpose barrow. 


It is virtually the culmination of years of experience in wheel- 
\ \ / ork barrow building. 


See how rigidly and firmly the sturdy legs support the tray. 
Note the strong cross-piece where the strain comes. And 
remember, too, that this No. 101 has the Bull Frog non-break- 
able, easy-running, patented wheel; a seamless rolled rim tray; 
and other exclusive Bull Frog features and advantages. 





















All wooden parts are painted a bright, flashy red, giving this 
life-time, all-purpose barrow distinction and individuality most 
attractive to purchasers. If your jobber hasn’t a No. 101 Bull 
Frog in stock, write directly to us for detailed specifications, 
catalog, and prices. 


The Toledo Wheelbarrow Company 
Toledo, Ohio 


Branch Offices and Warehouses 


Philadelphia Chicago 
233 North 12th Street 337 River Street 
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Bull Frog bar- 
rows are made in 
specialized models 
for gardeners, flor- 
ists, contractors, 
miners, and _ all 
mill and factory 
purposes. There 
is a Bull Frog 
for every wheel- 
barrow job. 
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CONFLICTING 
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E call this an age of speed but the slow 
stride of other and older days still per- 
sists and occasionally checks our haste. 

However much better a new standard may 
be, and long after it is proven and adopted by 
millions, other millions fail to recognize im- 
provement. 

Every year for several years new thousands 
have learned about, tested and proven a new 
and higher standard of tirequality in Mansfields. 

But other thousands still pay as much for 
tires that go onthe scrap heap when Mansfields 


rdersell, 


NEW AND OLD SI 


‘The Cost of Distribution i is Lower Miah Standard of Quality is Higher 





but = 


Mansfields. 


would still be good for the thousands ot 
extra, troubie-free miles which they regularly 
deliver. 

A lower cost of distribution effected by the 
great Hardware Wholesalers makes possible 
the Mansfield higher standard of quality at no 
higher price, which of course means a lower 
cost per mile of tire service. 

A newer and better standard which costs 
no more, triumphs with ever increasing speed. 


Every month, ever increasing thousands 
buy their first Mansfields. 


THE MANSFIELD TIRE ©& RUBBER COMPANY, MANSFIELD, OHIO 


Balloon Cords Truck Cords 


Heavy Duty Cords 


Regular Cords Fabric Tires 


to Overserve 


Every month, 
ever increasing thou- 
sands buy their first 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 19 


No. 1717 


[ Sto rm Sash Hanger | 


1. Hook arrangement has great strength. 


oe. Hook and eye fit together so that sash 
rors Falalel am eiieh melim cil temiame) el-1am elel-thdlelae 


3. Permits sash being easily hung up or 
taken down from inside the building. 


Easy to apply. 





OU can tell your customers this fact— 
that storm sash on windows save 15% 
of the coal bill. This saving over a few 
years will more than pay for the cost of 
equipment. 
But more than that, there is the comfort 
of a warm, draftless home. 


No. 1717 Hanger holds the storm sash 
firmly in place, either closed or when open 
for ventilation. 





Stanley Storm Sash Hanger No. 1717 









With every pair of hangers sell a pair of 
storm sash fasteners. They are needed for 
holding the windows open or locking them 
when closed. 





Stanley makes a complete line of 
wrought hardware of the highest quality 


KEEP A CLEAN CUT STOCK 


SELL THE LINE 


Thistrade-markis a means of identification 










THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle | STAN LEY § — 


STANLEY HARDWARE 
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Year “Round Profits From 
U. §. Poultry Fence 


U. S. Poultry Fence really knows no selling season. Because of its 
wide variety of uses it is in demand the year ’round. 
U. S. Poultry Fence is as versatile as it is unique. It alone fulfills 





Made and every requirement and meets every demand be it for poultry parks, 
Stretches tennis courts, stucco reinforcement or the score or more of other uses 
Like Farm to which it can be put. 

Fence Every day brings new uses for this superior netting. The dealer 



















who discovers these varied avenues of distribution and recommends U. S. 
realizes profits accordingly. 
Below are a few of the many uses for U. S. Poultry Fence. You 
may know of many others. 


Poultry Parks Tree Guards 
Pigeon Pens Vine Trellises 
Rabbit Hutches » Tennis Courts 
Animal Cages Baseball Backstops 
Dog Kennels Factory Partitions 
Flower Bed Guards Machinery Guards 


Stucco Reinforcement . 


Representative jobbers all over the country maintain complete stocks. If 
you do not know the U.S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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OMPLETE—a full 

line; ten styles of 
carpenter’s and mason’s 
levels in pine, mahog- - 
any and aluminum. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 


MILLERS FALLS 
TOOLS 
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VELCHEK 





Take Off the Tools You Want! 





All Have Homes and Most of Them Have Automobiles 


NV OST of the men who come into your store are automobile owners. 
‘BR. They’re more interested in their cars than in anything else. they own. 


The Velchek Automotive Board, with its attractive display of handsomely 
finished tools, is sure to attract their attention. Very few car owners have 


all the automobile tools they’d like to have. The Board reminds them of their 
4 
need. They buy. a 
You can reach out for new buyers with this tool board. Letus give youcom- —_,¢” 
plete details. Send the coupon. F 
¢ 
Pg 
o 
¢ 
The Velchek Tool Company The Vale 
4 oo O., 
3000 E. 87th St., Cleveland, Ohio oe mm a 
e Please give me full in- 


oa formation on the Velchek 


Pa Automotive Display Board. 
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October 9-16 Means More 
OSLEY’S STANDARD UNI 





BOSLEY'S 





Trade-Mark Reg. U. &. Pat. Office 


The All Metal 
WEATHERSTRIP 


in “Standard Units” 


The first fool-proof, efficient 
consumer applied all metal 
weather strip. In“STANDARD 
UNITS.” The customer tells 
you how many doors or windows 
he wants to weather strip. You 
have what he wants already 
packaged with instructions and 
bronze nails. enclosed. A fast, 
clean sale. 


EASILY APPLIED. Your 
customer CAN’T apply it wrong. 
A hammer, a pair of scissors 
and two unskilled hands does 
the job in thirty minutes. No 
come-backs. 


PERMANENT. Outlasts the 
life of a window. 


EFFICIENT. Absolutely in- 
sulates the window or door 


from drafts and dust. Stops 
rattles. 
APPEARANCE. Invisible 


from the inside. 


This is the first practical, all 
metal strip for your counter. 
It comes packed in “standard 
units,” a simple, profitable item. 
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in “Standard Unit” Lengths 


Now, all-cush- 
ion weather strip 
of a reliable, 
sound guality in 
“standard units.” 
Your customer 
doesn’t have to 
measure his 
doors or win- 
dows. He simply tells you how many he 
wants to strip. You sell him “Heat Seal” 
measured and boxed with rust-proof 
tacks to match and simple instruction 
sheet. 

No time lost in measuring. No sales 
= No strip returned. No customer 
ost. 

Buy it in the orange and blue 40, 60 and 
100 ft. multiple unit boxes—or if you wish, 
on beautiful orange and blue all steel reels 
for counter display. 

We have taken all the guesswork and the 
“misery” out of weather strip buying and selling. 
The “standard unit” idea changes a little under- 
stood specialty material into a standardized, eas- 
ily bought, easily sold—and now doubly wanted— 


necessity, that any unskilled home owner can buy 
and apply quickly. 
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e Profit on Weather Strip for You 


WEATHER STRIP WEEK 











National 
Advertising 


We are telling this story about Heat 
Seal and Economy Weather Strip in 
“standard units” to nearly five million 
homes. This new idea is going to work 
to bring customers to your store 
through national magazines. Our ad- 
vertising will carry the news to the 
readers of The Saturday Evening Post, 
Good Housekeeping, House and Garden, 
American Builder. 


Advertising 
in Your Store 


FREE 


Everybody who lives in a house with 
doors and windows will learn how easy 
This beautiful window display, 36” x 36”, it is to buy and apply this necessity for 

in three colors, is furnished on request. Also 
a beautiful counter display card. Buy Heat the home. That ae more profit, 
more and better business for you. Pre- 


ae on -~ ——— —— omg ee all <0 

reel, with tack holder. sk the jobber’s sales- : . 

‘* man to see that you receive these valuable dis- omar now for a bigger weather strip 
business. If your jobber’s salesman 


plays when you place your first order. 








Economy equipped. 

Demonstration model window for your coun- 
ter. Sells Bosley’s Economy all metal strip. 
It’s the best salesman that you have in your 


doesn’t speak to you about Bosley’s 
Weather Strip week, you speak to him. 
Get your share of this growing weather 


store and it costs you nothing. Ask the job- 
ber’s salesman for further particulars. 


Cash Prize Window 
CONTEST 


October 9th to 16th is Bosley Standard Unit Week. The great selling 
event for the Bosley dealers of America. We are offering special cash 
prizes for the most attractive window display originated by our dealers. 
This contest is open only to dealers who had Heat Seal in stock or on order 
at the time of the first announcement of this contest. The window dis- 
play is free of charge to you. Ask your jobber’s salesman. The contest 
will be judged from photographs. The cash reward, $250.00 for the best 
window and $100.00 for the second best window, will be given to the 
dealers whose window displays are best from a sales viewpoint. All photo- 
graphs of window displays must be in our hands by the close of business 
November 1st. Ask your jobber’s salesman for further particulars. 


BUSiLas. “& O. 


1901 CARROLL AVE., CHICAGO 





strip business. 
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Bigger Sales Value! 


STOVER “Red Spindle” 


Trade-Mark 


DAMPERS 


Made with 


—_ REVERSIBLE 
yf W ire Grip Nickel Plated BLADES 


Good as they have always been, Stover Dampers 
have been further radically improved. They are 
now made with reversible blades and can be easily 
identified by the “Red-Spindle” trade-mark. Yet 
they cost no more than any good damper. It will 
pay you to carry the best. 


Note These 


Outstanding 
Features: 







GRIPS: Either 
coiled nickel plat- 
ed wire or black 
enameled wood, 
SPINDLE: One- Style “B” Wood Grip 

piece steel. “Hammer Proof” 
SPRING: Unus- 
ually strong and larger than in most dampers. 
LUGS: Form positive pan | device which holds 
blade rigid on spindle. REVERSIBLE BLADE: 
Spindle can be inserted from either side. REAM- 
ER POINT: Easily penetrates pipe. Wood han- 
dled type can be driven with a hammer. All these 
points make Stover “Red-Spindle” Dampers par- 
ticularly desirable. Stock them now and prepare 
for an unusual demand. Made in 3 to 12-inch sizes 
with round blades; 5% to 8-in. sizes with oval 


blades. 
Ask Your Jobber 


STOVER 
“RED-HEAD” 


Trade-Mark 


MOP-STICKS 


Are absolutely rustless. Comes 
in standard domestic size with 
a fine waxed hardwood handle. 






Rustless! Packed one dozen in a sealed 
— shipping carton to reach the 
ag ew dealer in an undamaged condi- 


tion. Next time you order, 
specify Stover “Red-Head” 


Handle 


Mop Sticks! The Stover “Dirt Hound” line of 
mop sticks includes 20 sizes and styles for every 


kind of service. 


If Your Jobber Hasn't Them, Write to 
Stover Mfg. & Engine Co. 


HARDWARE DIVISION 


802 East Street . - Freeport, Ill. 


Also Makers of Waffle Irons, Spring Hinges, Andirons 
and Other Hardware Specialties 


















































A Sales Insteadof 1 


LASS very rarely leaves a store 
La without a group of companions. If 
intended for windows it is often ac- 
companied by putty, tacks and hammer 
and more than likely putty knife and 
glass cutter too. If designed for picture 
frames—nails, screw-eyes, picture wire 
and hooks are the logical escorts. Many 
of these are small items, to be sure, but 
in the aggregate the profits are certainly 
worth going after. 


Taking all in all, a glass department is 
usually one of the most profitable depart- 
ments considering the small initial invest- 
ment, the small space it occupies, the 
rapid turnover because of its many uses, 
and the many other items it helps to sell. 
Now the right way to create a glass de- 
partment is to start with a product that 
is bound to give satisfaction. Make sure 
that you get 


“% BEST #*" 


It is superior to ordinary window glass 
because of its clear vision, perfect flat- 
ness, freedom from defects, uniform color 
and great tensile strength. And the 
beauty of it all is it costs no more! 


Sold and distributed by leading jobbers in 
the principal cities of the United States 
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“VULCAN Grip-strength 


a strong selling point 


: A REAL mechanic doesn’t buy a vise on looks only. He 

wants to see it work. Put a GENUINE WILLIAMS’ 
“VULCAN” Chain Pipe Vise on your counter. Grip a 
piece of pipe in it. Have him try to budge it. Watch it 


sell itself right there. 

Made entirely of wrought steel—no castings are tolerated. Unbreak- 
able, compact, rapid in action and with positive grip, the “Vulcan” 
is a small steel-jawed giant. If you want larger vise sales get “Vulcan” 


on the job. Literature? 


J. H. WILLIAMS & CO. 


“The Drop-Forging People’ 
New York BUFFALO Chicago 


GENUINE 











DROP - FORGED 
CHAIN PIPE VISE 
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The Fall Rush for 


—Are you ready for the 


VECTO SALES 


are reaching new heights 


A NEW SOURCE OF PROFIT has been opened 
up for heating contractors. Ideal Vecto Heaters are 
revolutionizing the business of thousands of heating 
shops. 


And the reason for this great change—the reason 
why Vecto has become so popular—is that every 
sale means a real profit with very small labor ex- 


pense. 

Last Fall we sold every Vecto Heater we could 
make. This Spring and Summer saw Vecto sales 
go higher and higher. That is why it will pay you 
now to plan for your Fall Vecto business. 







THOS. SMiil #& COMPANY 








See the New Vecto 
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SUMMER 
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make Vecto sales 
soar even higher 
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Vecto has started 


business that 1s sure to come? 


| A 


NO MATTER how rushed your journey- 
men are with regular Fall work, you need 
not pass up a single Vecto order. For Vecto 
installation requires no more attention and 
work than an ordinary stove. 


Our direct mail service will help you 
cash in on the flood of FaJl Vecto business. 
It will bring more Vecto prospects to your 
shop by establishing you as the Vecto ex- 
pert in your community. And it doesn’t 


cost you one penny. 


All you have to do — 


Send us your Vecto 
prospects’ names and 
addresses. We will send 
each one a series of 
forceful illustrated let- 
ters and booklets con- 
taining the Vecto story. 
And we will refer each 
prospect to you as our 
authorized distributor. 


Do some local advertis- 
ing in your newspaper, 
at your fair or with local 
exhibits. This will tie-up 
with our direct-by-mail 


HARDWARE AGE 


serviceand direct people 
to your shop as Vecto 
headquarters. 


3. Install the attractive 


Vecto display (which 
we will send you) in 
your window. 


4. Keep one Vecto in your 


shop for demonstration 
purposes. 


5. Offer Vecto on the Par- 


tial Payment Plan—for 
that’s the way people 
like to buy. 
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The coupon below will bring you full information. 





AMERICAN RADIATOR COMPANY 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, 
Baltimore, Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, 
Chicago, Milwaukee, Indianapolis, St. Louis, Se. Paul, Minneapolis, Omaha, Kansas City, Denver, 
San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 
Makers of IDEAL BOILERS and AMERICAN RADIATORS and other products 
for heating, ventilating and refrigeration 
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| AMERICAN RADIATOR COMPANY 
l 


Direct Mail Advertising Dept. ‘0° 

1807 Elmwood Ave., Buffalo, N. Y. 

GENTLEMEN : Please send me complete information on 
your new Sales Building Plan for Vecto. 
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MINIATURE rica PORTATION SYSTEMS 


Peter that 
reaches more than 


Forty Million 


THE SATURDAY 
ENING PO 


An Illustrated Weekly 
Founded 4° D’ 8 by Benj Franklie 
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National page . 


That Spells REAL PROFIT 
for Dealers 


The greatest advertising campaign ever put behind Miniature Railroads— 
American Flyer's program for 1926. Millions and millions of advertisements 
throughout the country and literally thousands of them going into the 
hands of your own customers in your own town. 

Mother, Father and the boys themselves cannot miss the advertising 
in American Flyer’s nineteenth successful season, their biggest advertising 
campaign. Right in your own community among your own customers 
buying interest is created and with the beautiful new 7-color American 
Flyer window and store displays added interest can be focused on your 
own store with the result of quick sale and long profits. 


The Finest Train—The Greatest Profit Possibility 
A Complete Line With All Slow Selling Items Removed 
And Now—A Tremendous Advertising Campaign 


These are a few of the sound reasons why American Flyers can make 
money for you this Christmas season. 

Be sure to get your part of this increased American Flyer volume. 
Your jobber has this material. Put in a call for him today. 


We are noted for our rapid service and quick deliveries 
at all times, insuring quick turnover and more profit for 
dealers. The big, new 1926 four-color catalog shows all 
the various models of the profitable “American Flyer’”’ 

Line. May we send it to you with our complete story? 


AMERICAN FLYER MFG. CO. 


2225 South Halsted Street, Chicago, Illinois 


Eastern Sales Office Western Sales Office 
200 Fifth Avenue 660 Mission Street 
New York Citv San Francisco, California 
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|THE GENDRON WHEEL COMPANY 


+ 


Since 1872—the 
WORLD’S LARGEST 
Manufacturer 


STABLISHED over 53 years 
k ago GENDRON is today 
the World’s Largest Manufac- 
turer. Always first with the 
newest vehicle innovations. 


No detail is overlooked to 
give the utmost in strength, 
quality and beauty. PPONEER 
vehicles are built to endure 

rough abuse and satisfy 
your customers. 


Ask for 
Catalog! 
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When You Feature 


“THE LINE THAT SETS THE PACE”! 


EATURE the Gendron “PIONEER” Line, 

and you are offering your customers the 
best in Children’s Vehicles. This is no idle boast 
or statement. Every Gendron vehicle has be- 
hind it over fifty years’ manufacturing experi- 
ence—and guaranteed to satisfy by the world’s 
largest maker of Children’s Vehicles. 


Gendron’s resources insure PIONEER dealers 
salable up-to-date merchandise at all times. The 
PIONEER Line has always been and always 
will be free from “freak” merchandise that has 
not been tried and proven quickly salable. That 
is why Gendron dealers build a steady, increas- 
ing business year by year. | 


Right now is a 
mighty good 
time to look 
over your 
Children’s Ve- 
hicle Depart- 
ment and “fill 
in” the stock 
you need. Let 
the Gendron 
catalog be your 
buying guide. Is 
your copy 
handy? 


“Pioneer Line 


Vehicles /orChildren 


September 9, 1926 


| 
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Toledo, Ohio. : 
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: A Straight-Line Linol 
o|= SOMETHING NEW! Nairn Thrift Brand is a splendid quality linoleum = 
= made in a special thickness. The finish is smooth and lustrous. And as with = 
= the most expensive inlaid linoleums—the colors of Thrift Brand go clear = 
= through to the burlap back. It will wear for years. = 
HE Nairn Thrift Brand is certain to be a fast-turning item for the average =le 
= hardware dealer. Only a small investment is required for a complete stock. = 
AE Its low price is within the means of a// your customers. Finally, it can be = 
= . . — 
= laid by any handy person. = 
3 As for the patterns? They’re beautiful and up-to-date. Just what you'd 2 
: expect from the makers of the world-famous Nairn Inlaid Linoleum. Fight =i 
*|= designs are shown on the other side. Think how economically they Il brighten = 
*|= kitchens, bathrooms, pantries and vestibules. = 
= Every woman who comes to your store for kitchen necessities Is a prospect = 
= for Nairn Thrift Brand. Why? Because every woman wants Inlaid linoleum = 
_ for her kitchen. At last she can afford it, thanks to Nairn Thrift Brand. = 
4 . sia stil ti : : , ' ; =| 
e|= Stock up with Thrift Brand Linoleum. Be in the front rank of progressive =|¢ 
4\= merchants who will be the first to feature this phenemenal linoleum value. Sj} 
= Drop a line to us today, for sam- = 
= ples and prices of Nairn Thrift = 
= Brand, and name of nearest jobber. = 
IE CONGOLEUM-NAIRN INC. =| 
. =: Hardavare Division Headquarter: = 
3 1421 Chestnut Street, Philadelphia, Penna. = 
= ° = 
Shrift Brand | 
iE = 
7 See the Patterns £ 
= on Next Page— §& 
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The Eight Patterns in NAIRN THRIFT BRAND 
—the inlaid linoleum everybody can afford 


Amn vuieawe BRAND wean s denainnenie 
Pattern No. 31601. Two Yards Wide. Code: Thalia 
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NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 21 601. Two Yards Wide. Code: Thorne 

















NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 26 601. Two Yards Wide. Code: Thurston 





NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 29 601. Two Yards Wide. Code: Thorp 





NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 25 601. Two Yards Wide. Code: Throop 





NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 26 602. Two Yards Wide. Code: Thenia 





NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 36 601. Two Yards Wide. Code: Thexton 


. 
& 
. 
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66664 
66604 
66664 
66664 


NAIRN THRIFT BRAND INLAID LINOLEUM 
Pattern No. 13/601. Two Yards Wide. Code: Thane 
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The standard Meis- 
selbach ‘ Pe 


part.’’ ad 
multiplying, oa 
/ / frame. capacity 100 


«a 








The husky “‘Neptune’”’ 
for musky or salt water 
ing. Free spool 
with automatic drag, 
Capacity 200 yds. 
Bakelite end plates. 
22. 











Q yds. $7. 









We’re Doing the Casting ~ 
You Reel ’em In 


E’RE casting for Meisselbach Reel sales 
with real bait—national alvertising every 
month to hundreds of thousands of sportsmen. 







































You reel ’em in by displaying Meisselbachs and Rainbows. 
using the booklets and posters we supply, and ast veal for Sp fohing 
you'll have the most profitable tackle year in 

= history. 


Meisselbach Reels are easy to sell and they stay 
sold. Made of the finest materials, fully guaran- 
teed, in all wanted types and sizes. For 40 years 








= the preferred reel of tackle-wise fishermen and : 
profit-wise merchants. | 
Now with nation-wide advertising and new 
= sales help, there’ll be more sales dollars for you. 
Reel ’em in! Order from your jobber or send the 
coupon, now. _ 
f A. F. MEISSELBACH 
MFG. CO., Inc. i 
THE A. F. MEISSELBACH MFG. CO., Inc. Taylor St., Elyria, Ohio | 
Sales Offices and Factory ELYRIA, OHIO Send me samples of 
= Meisselbach Reels, with f 


prices and discounts, 








and tell me what you’re ) 
doing to make Meisselbach i" 
a profitable line for me. 
NS i 6é7 5 e608 eid d oe kee ee aaaeaee 
Sw cege ead whe ce Oe oe wh ee be~er | 
De tbbndeeéeen eds 6e006ee een nes | 
The Veteran Reel me FebSar'’s Mame bs. cccccccccscece 
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for Veteran Fishermen 
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WESTERN REVEALS 
THE SECRET 


of Super-X Long-Range Killing Power! 


Short Shot String 


—the Greatest Development in 
Shotgun Ballistics in 30 Years! 


You’ve always thought of shotgun load effec- 
tiveness in terms of pattern me velocity, but 
WEsTERN’s achievement proves the greater 
importance of Short Shot String! 


By perfecting a machine to measure the exact 
position in the air of each pellet in a shot 
charge, at various ranges, WesTERN has been 
able to shorten the shot string of the Super-X 
load and make the pellets travel in a compact 
mass—instead of stringing out along the line 
of flight! 

Hundreds of tests with this patented, exclusive WEsTERN 


machine prove that the shot charge of the ordinary load 
strings out as much as 20 feet! Often more! 


Due to Short Shot String, Super-X gives you nearly twice 
as many effective pellets, especially at the longer ranges. 
Better patterns at all ranges. Control of both pattern 
and Shot String extends Super-X killing power 15 to 20 
yards beyond the effective range of the ordinary loads! 


The Talk of the Shooting World! 


Shooters will be talking about Short Shot String as they've 
never before talked about a shotgun shell. WesTeRn is 
“telling the world” about it in a startling advertising 
campaign. Full pages in all the leading sportsmen’s mag- 
azines, and in Collier's, in colors! 


Super-X Sales Greater than Ever! 
Sales of Super-X this Fall will surpass all previous years. 
Western dealers will get the benefit. Stock Super-X and 
the complete Western line of shotgun, rifle and revolver 
ammunition. 
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aa 
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A big, smashing Poster for your win- 
dow. 38 inches high. Printed in two 

colors. Actual reproduction of Full Page Ad- 
vertisement appearing in October in all the 
leading sportsmen’s magazines, and in Collier's. 


Xpert and Super-X 
—a Winning Combination! 


Xpert is a shell for all-round shooting 

which has proved that a quality smoke- 
te load can be offered at a popular 
price. Find out about it. It’s running 
Super-X a close second in popularity. 
There's nothing like it! 





WESTERN CARTRIDGE COMPANY, 950 Broadway, East Alton, IIL 
Branch Offices: Hoboken, N. J., Tacoma, Wash., San Francisco, Cal. 
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List Prices $6.50 Down to $3.00 








F uncertain 
about wheel 


goods, play safe. 


The White Line 
includes not only 
recognized 
leaders, but also 
numbers at low 
competitive 
prices. 


It is strictly up- 
to-date in models 
and features. 


The outstanding 
leaders in the 
White Line give 
dignity to your 
display and prof- 
its to your de- 
partment. 


The competitive 
numbers help you 
meet your com- 
petition. 

The large dealers with 
most at stake are fea- 
turing the White Line 


this year as never be- 
fore. 


DEALER PROFITS 
IN WHEEL GOODS 





KIDDIE KAR STROLLER 
List Prices, $6.00; Down to $3.00 


H. C. WHITE COMPANY, North Bennington, Vt. U. S. A. 
New York Sales Office: Fifth Avenue Building 


Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White’s Koaster, Kiddie Tender, Kiddie Kar Stroller 
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American Read vy-Lite 
Lanterns have blue 
porcelain enameled tops 
which will not tarnish, 


white porcelain re- 


Ready-Lite generator 


which allows the gas to i) [eee S hege 9 e. i caen coraias” beauti- 


mantles. 


chamber  equalizes 
pressure insur 
equal brilliance of 
mantles 















Built-in 


Blue porcelain 


enameled top 

















manufacturing 
or burn out 


years is 


Has large 
everywhere, 


filler opening, 
operated filler 
built-in pump and 
straight long-life 


READY-LITE Lantern 





brass air pump 


— 
Seay 





The new American 
Ready-Lite lantern, 
latest achievement 


ence extending 
period of more than 


and users, as the most 
outstanding development 
in gasoline lighting since 
we first introduced 


unobstructed and = #5 
not readily = clog. DY - LITE aPubse ’ <ge ful in appearance; 


removed or re é 
without breakine ‘ : DARKNESS 
Patented mix . 2 ee. 


Write for 
American 


terms for 
dealer agency. 





American Gas Machine Company, Inc. 
Factory, Albert Lea, Minn. 


Branches in New York and San Francisco 








it and you will 
about the full 


lamps and lanterns and 
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GUN IMPLEMENTS 


FOR THE 








Professional Trap Shooter 
AS WELL AS THE 


Amateur Hunter 














No. 161 Loading and Cleaning Set. 


10-28 Ga No. 121—Cocobolo shot gun cleaning 
; rod with nickel plated trimmings and 
No. 166—Loading and Cleaning Set. nickel plated implements—10 to 28 Ga. 


32 and .410 Ga. 








——— 


No. 141B—Brass Rifle Cleaning Rod. 
22,50 Cal. 





Genuine Tomlinson Cleaner. 
8-20 Ga. 





No. 246B Rifle Cleaning Brush. 
22-50 Cal. 





95) iad 
Reg. U. S. Pat. Off. 
TORRINGTON, CONN., U. S. A. 
New York Office 151 Chambers Street 


Established 1854 Incorporated 1864 
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PLAYTHINGS 


M1) 


Dealers find 





quick, sure profits 


=—% 


nt 





Rocx-a-Tor. Seat always level. 

Rocks forward and backward. 

Adjustable for children up to 
four years old. 
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Swan SHOO-FLY. A most popu- 
lar mursery toy. Cannot tip 
over. Sides and seat made of 
Mengel Ply-Wood. Finished in 
washable enamel 





Trait-o-Wac. A tiny wagon 

strong enough to hold a grown- 

up. Fitted with Mengel Ply 

Wood wheels. Won't scratch 
polished floors. 





LIKE all Mengel Playthings, these six 
selected leaders are priced to bring you 
an interesting return and designed to 
make easy sales. 


The children want them because they 
are so bright and pretty—because each 
one is crammed full of the kind of play 
that children like. 


Parents buy them readily because they 
can see the value is there. They are stur- 
dily built and beautifully finished. They 
are safe, sensible playthings that give 
lasting service. They please everyone 
and make friends for your store. 


Start these Mengel leaders working 
for you. They belong in your stock and 
they'll soon make you reorder. Write 
today for our catalog showing the com- 
plete Mengel Line. 

THE MENGEL COMPANY 
INCORPORATED 
LOUISVILLE, KY. 


Mengel Playthings 


ese six splendid numbers 





MENGELt CoasTER Junior. The 

super-safe speed wagon. Extra 

strong. Scientifically braced. 

Plain bearings, rubber tires and 

specially constructed steel disc 
wheels. 





Hay Wacon. A wagon with 
demountable slatted sides. Fine 
to play with—it holds so many 
toys. Has Mengel Ply-Wood 
wheels that can’t scratch. 





Moror Boat. A reproduction 
of a real speed boat. 14% and 
18 inches. Genuine mahogany 
hull. Brass fittings. Unsink- 
able. Motor runs 200 feet at 


a winding. 














September 9, 1926 


September 9, 1926 HARDWARE AGE 27 








PowER—POWDER—PRICE? 


SN’T it generally one of these which __ put yourself in a position to satisfy the 

determines a shooter’s choice of a wants of practically all shooters if your 
shot-shell? In almost every case, he stock includes just three types of shells 
makes up his mind to buy a certain —a powerful, long-range shell; a shell 
type of shell mainly because it gives that comes loaded in the different stand- 
him the power he is after, or because it ard powders; and a low-priced, quality 
can be had in the powder he likes, or _ shell. You have these three types of 
because the lowness of its price appeals _ shell at their best in Ajax Heavies, the 
to him. It follows, therefore, that you Climax, and the Defiance. 


Ajax Heavies 


are just the ticket for the shooter who has a hankering for 
power. They’re full of it. With these veritable little thunder- 
bolts, high-flying ducks, geese and brant came down to earth 
in a hurry—and stay down. Loaded with latest type of 
progressive-burning powder. 12, 16 and 20 gauges. 





The Climax 


The veteran shooter just must have his Du Pont, E.C., Dead 
Shot, Ballistite or Infallible. The Climax is made for him. 
A better all-around shell was never slipped into a gun. It’s the 
good old standby of the ‘“‘ vets’”’—a famous game-getter and 
a famous clay-buster. Medium priced. All gauges. 


The Defiance 


There’s the fellow who is just as finicky about quality as the 
next one, but who says, ‘‘I want it without having to shoot 
my bankroll full of holes.’”’ The one best bet for him is the 
low-priced Defiance. A red shell, a real shell—the Defiance 
will outshoot many a shell carrying a higher price tag. Smoke- 
less powder. 12, 16 and 20 gauges. Hard on game, easy on 
the bankroll—that’s the Defiance. 
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UNITED STATES CARTRIDGE CO. 
111 BROADWAY - NEW YORK 


General Selling Agents: National Lead Company, Boston, Buffalo, Chicago, St. Louis, Cincinnati, 
San Francisco; United Lead Company, New York, Philadelphia; James Robertson Lead Works, 
Baltimore; Merchants Hardware, Ltd., Calgary, Alberta, Canada; Fraser Company, Montreal, Canada 


US Simplified 
Shot-Shell Line } 


Not only does this US trio 
enable you to give shoot- 
ers what they want, but it 
is the basis of the US Sim- 
plified Shot-Shell Line—a 


% vy A AD FOR EVERY PURPOSE line that points the way 
_g ANDASHELL FOR EVERY PURSE a vuleslaaiitensien Guns 


for particulars. 
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New 
“dandy Andy” 


TRACE MARK RES. UB. PAT OFF 


Pull Toys 


All Metal—Rubber Tire Wheels 
Life-like Action 


Attractive Colors 




























No. 109. Trick Anmials 


Jase of toys, 10 in. long, 3 in. wide. Fast interesting 
action and sound as toys are pulled along. Made of 
unbreakable metal. Rubber tire wheels prevent damage 
to furniture. Write for Catalog No. 3 giving complete 
descriptions and prices. 

We furnish specially designed display material for win- 
dow and store displays; also newspaper electros and 
mats. Write for book showing how to display “Sandy 
Andy” Toys and Games. 


WOLVERINE SUPPLY & MFG. CO. 
Factory at Pittsburgh, Pa. 


General Sales Offices: 200 Fifth Avenue, New York 
Gramercy 3453 Room 4 



















AGE September 9, 1926 
Built Like ‘ 
an Auto List $4.00 
Stop with 

4- Wheel Brakes 





Our Big “Roll on Rubber” 
Campaign Will Soon Start 


The biggest national advertising campaign on 
“CHICAGO” Rubber Tire Roller Skates will 
start in “Liberty” Magazine on September 25th. 


“American Boy,” “Boys’ Life,” “Child Life,” and 


other leading magazines and Newspapers will 
carry advertisements, including quarter pages, 
starting in October and running through April. 
These advertisements will tell your customers 
about “CHICAGOS,” the Roller Skates with 
Rubber Tires. Be prepared to supply the de- 
mand! 


A Monthly Prize Contest will also greatly stimulate 
interest in roller skating on Noiseless Rubber Tires and 
help you sell more “CHICAGOS.” 


MAKE YOUR STORE 


L 
ROL. 





) HEADQUARTERS 


“CHICAGOS” are the only successful Rubber Tire 
Roller Skates—built like an auto, ball bearing, easy 
running, noiseless, nickel plated and highly polished. 
The better skate you can highly recommend to your 
trade. Every pair guaranteed. Why not be a leader 
in “CHICAGO” Roller Skate Sales? 


“CHIC AG rT 


Roller Skates 


RUBBER TIRES 


Make more money handling “CHICAGO” Rubber Tire Roller 
Skates. Tie up with our big National Advertising Campaign. 
Write for Discounts, also get Dealer Helps free! Paste the 
LIBERTY Magazine Poster in your window. 








If your stock is low, place your order now! 


Chicago Roller Skate Company 
4456 W. Lake Street, Chicago, Illinois 
Established Over 20 Years 
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Are You Turning 
Your Frospects Away 


OoIrI~ 
Turning Them © Sg } 


into Customers? 7 Ze J wy : 
TV \ TS) | , 


Me 


















Hundreds of thousands of dollars are 

being invested in advertising Hohner \\\ 
Harmonicas and millions of prospects (“~- 
are responding to the suggestion to sas 
buy their harmonicas from Hohner 
dealers. 







Through magazines, newspapers, 
billboards, radio, motion pictures and 
window displays, America’s vast 
throng of music lovers is being urged 
to go to their dealers and ask for the 
Free Instruction Book—“How to 
Play the Hohner Harmonica.” Experience has 
demonstrated that an inquiry for this Free Book 
usually means a sale; and the sale of a Hohner & 

Harmonica always means a satisfied customer. 1 


In order to take full advantage of the sales-stimulat- 

ing effects of Hohner advertising, dealers must be 

prepared to serve the prospects and turn them into 
customers. That calls for two things—a constant sup- 
ply of Free Instruction Books and a complete assort- 
ment of Hohner Harmonicas. 


When a man, woman or child enters your store and 
asks for the Free Instruction Book—and you are pre- 
pared to supply it—you can be prepared to “ring up” 
a profit. If you are “just out of copies” you will just 
naturally be “out of luck.” 


There is only one positive method of getting your share of this 
profitable harmonica business—keep an ample supply of instruc- 
tion books on hand and a complete assortment of Hohner Har- 


monicas on display. An inquiry for either or both, through your "Baoan 
isplay 


jobber or direct, will receive prompt attention. No. 600 

















\ 
( M. Hohner, Inc., Dept. 66, 114 East 16th St., ow i eh | 
Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 
Fascination Health 
Inspiration Portability 
Education | Durability 
Entertainment | Convenience 
Accuracy | Popularity | 
/ 

















HOPPE 'S 


New Gun | 
Cleaning | fp 
Pack—*1-°° |B 


Every Shooter 
Needs One Now 


Stock This Handy Aid to Biaeor Sales Volume 


[N your window, on your front show-case, on your 
gun and ammunition counter—Hoppe’s Gun Clean- 
ing Pack will sell itself. Just display it with your price 
card. Attractive carton. Advertised in all shooters’ 
magazines. 


You know Hoppe’s Nitro Powder Solvent No. 9. For 
more than 20 years used by world’s greatest marksmen. 
Recommended by Uncle Sam. Hoppe’s Lubricating Oil 
and Hoppe’s Gun Grease, of same superiority, complete 
all requirements. Patches and directions included. 


Makes combination sales, more profits. ~‘_emeee customers. Packed 
in dozens. Order today from your Jobber 


FRANK A. HOPPE, Inc. 


For more than 20 years the authority on gun cleaning 
2314-H N. 8th Street Philadelphia, Pa. 
Representatives: | 


E. W. Simon Co., Inc., 258 Broadway, New York City 
H. L. Bowlds, 217 Mason Opera House Bidg., Los Angeles 
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ai. em TAYLOR-TOT 
Ve oA COMBINATION 
PAE BABY-WALKER, GO-CART 
e dso AND COASTER-CAR 
Ss 
In your search for items to which consistent national 


advertising has imparted a year-round turnover at 
steady, strong profits, write for details on— 


TAYLOR-TOT 


Baby’s third parent 
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Lively Sales to 
a Lively Market! 


The boys and girls of today— 
eager, alive; good spenders, but 
discriminating—a really profit- 
able market to which the attrac- 
tive high quality of the Blue 
Ribbon Line has instant appeal. 








There you have the reason for 
Blue Ribbon success. 


From infancy to ’teens—there is a 
Blue Ribbon product for every age 














and fancy, and every one is the same 
fine-looking well-built example of 
good workmanship and advanced 
design. 


JUNIOR WHEEL GOODS CORP. 
KOKOMO - + INDIANA 


BLUE 
IBBO 


WHEEL GOODS OF QUALITY 





Typically a Blue Rib- 
bon vehicle, Pedal 
Brake is for children 
just out of the “‘tod- 
dler” age who want 
something “to make 
go.”” Strongly built, 
with a real brake. 








School and Skates/ 


CHOOL time is skate time 
—probably the most profit- | 
able season of the year 
for dealers. And_ with 

‘ KoKoMo Skates still in their posi- 
tion of leadership, it is not hard to 
figure the standing of the KoKoMo 
Dealer. Based on the long estab- 
lished preference for KoKoMoS, 
the new Lightning model and con- 
sistent national advertising are 
making his sales bigger than ever 
this year. Let us tell you more 
about KoKoMoS. 





















KOKOMO 


STAMPED METAL CO. 
Kokomo, Indiana 

















THE FRANK F. TAYLOR CO., Norwood, Cincinnati. Ohio 
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Osborn prints this state- 
ment 5,000,000 times 
each month for your 
aenefit in its national 

advertising 





YOUR MONEY BUYS 


HARDWARE AGE 











Have you ever thought 
about how hard the can- 
vassers and agents have 
to fight for business? 


Anyretailstore, anywhere, 
that goes after business 
half as hard as the can- 
vasser, is sure to make it 
grow. 


Hundreds are doing it. Ask 
us to give you the facts. 
You can do it, too. 


Put the Osborn Display 
Rack in a prominent place 
—so your customers can 
see the Osborn Brushes. 
Use the window trim. Put 
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She Knows She Can Buy 
Osborn Brushes for Less Money 
At the Store 


them into your advertis- 
ing. And whatever you 
do, be sure to ask your 
customers to buy Osborn 
Brushes. 


Thousands upon thousands 
of women are buying 
Osborn Brushes. Dealers 
who go after it are getting 
increases of from 100% to 
300% in business. 


The opportunity is here— 
you can get your share if 
you really want it. 


Write for full information. 
Osborn is doing its job— 
now you do yours. 


WWE OS80RN MANUFALTURING LOMPANY 
CLEVELAND, OHIO 
Direct Overseas Factory Representatives (Household Brush Division) 


JOHN H. GRAHAM & COMPANY, INC. 
113 Chambers Street, New York City 





° ‘ 
ejyw! RY 
Know them by the Blue Handle 
MORE WHEN YOU BUY AT THE STORE 
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He reads “Popular Science” 
—and teaches men 
to buy good tools 
































One of Mr. Shrum’s classes. 

These future customers of 

hardware stores have been 
taught to buy good tools. 


Mr. Shrum instructing a group of his students. XA 

He encourages all of them to read Popular Sie 

Science so that they may keep abreast of the at} 
latest scientific ideas. 


“7 HAVE bought manytools from Popular Science. They are better 

my hardware dealer because customers far tools, hardware 

their need was impressed upon and paint, because they read this 
me by articles in Popular Monthly. 





Mr. Shrum, instructor of auto 


. 99 : . 
Science”, says H. T. Shrum, in- re a 7 Mr. Shrum, instructor, of aut 
structor of auto mechanics, Osh- “Home Workshop” section, the 
’ 


kosh, Wisconsin. articles on better shop methods, 


Mr. Shrum continues: “I ama _— and the pages of advertising by 
great lover of good tools and am ~=— manufacturers in every issue, are 
teaching their value to my stue§ making more business for all 
dents. Popular Science is not pub- hardware retailers and jobbers. 
lished often enough to suit me.” 


i 
a 


CSRS TS" 


es 


Examine the next issue, and 
¢ ° 
I get a great many good sug- then you will know 
gestions from this instructive why Popular Science 





oe. Meaty, oi: Seas ia ; 





magazine for my shop and my jg increasing hard- Manufacturers Who Advertise 
. > as . . . i 
classes. The i Better nares ; wa re sales every- in Popular Science Monthly 3 
ods section aS especially elp u where. To Sell Tools—Hardware—Paint for You ; 
in showing improved ways of E. C. Atkins & Co., Inc., Indianapolis, Ind. ‘ 
doin 9 Ww ork.” FREE to Hardware Dealers S. C. Johnson , Son, Racine, Wis. E 
For a complimentary copy of the Nicholson File Go. Providence, R. I. t 
a aed —_ ” = Serpent 7 onesie, See eg ee. c 
. 7 ? 4 > : ‘ eck, t c e t t ] . 
Every hardware store in the eres eee eee ee Bocah Millers Falls Co., Millers Falls, Mass. SS 
, = ; hd < Simonds Saw & Steel Co., Fitchburg, Mass. 
land is surrounded by readers of Avenue, New York City. Prentiss Vise Co., New York, N.Y 


Sherwin-Williams Co., Cleveland, Ohio 
Trimont Mfg. Co., Roxbury, Mass. 
. K. Porter, Inc., Everett, Mass. 
The David Maydole Hammer Co., Norwich, New York 
Clemson Bros., Inc., Middletown, N. Y. 
C. A. Shaler Company, Waupun, Wis. 
Henry Disston & Sons, Inc., Philadelphia, Pa. 
The Stanley Works, New Britain, Conn. 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
North Bros. Mfg. Co., Philadelphia, Pa. 
Yale & Towne Mfg. Co., Stamford, Conn. | 





Popular 
Sitence 


MONTHLY 


Brown & Sharpe, Providence, 
H. Gerstner & Sons, Dayton, Ohio 
Goodell Pratt Co., Greenfield, Mass. 


Every tool product advertised in Popular Science & 
Monthly is guaranteed after test and approval by 





the Popular Science Institute of Standards. 
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MORCO 


PIPE WRENCHES 


: | 














Will He Come Back? 


The first sale costs the most. It is the repeat business 
that makes your profit and ours. Customers don’t come 
back unless they are satisfied with their purchases. 


The best way to keep a wrench customer is to sell him 
a quality wrench that is built from the finest steel forgings, 
specially hardened. Such a wrench will stand unusually 
severe service. It will justify your reputation as a retailer 
Fis, whose judgment can be depended on. 








pr ttre There is no better reason why you should stock Morco 
aLCMEL MOUSE OMEN here Yan ti neggh bos; Pipe Wrenches. 
lhough he bulla hy hoe nthe woods 
the WOLld Will make a Ledlen path Write the nearest office for prices. 
lo his doar” 


sues, pun ec MOORE DROP FORGING CO. sic. + ¢ 
Sprin@field, Mass. U. % A. "chi, Ilinois 


New York City 
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How’ Your Stock of Crescent 
Ground Cross-Cut Saws ‘? 
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> Now is the time to get 

| shipments from your jobber | 
J and to start selling Simonds’ -«- 
' Crescent-Ground Cross-Cut Saws to the 
- lumbermen. The fall demand for this 
—the leading cross-cut saw—is sure to | 
be big. Have your stock ready to fill |. 
the requirements. Simonds—the best yt 
selling and best cutting cross- 
cut saw in the world is sure to 
return you a good profit. 

































Order now for quick 
ny. 
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Ces 


They 
Sell 
As 
Soon 
As 
Shown 


Ne Kverside 


Radionas 





3D 





ROCK ISLAND STOVE CoO., 


The Radiona Line is the most satisfactory of modern cabinet 
heaters. They burn any kind of fuel and heat efficiently at all 
times. They are the most attractive heaters of their type due to 
their beautiful Walnut Brown porcelain enamel finish. This rich 
finish is applied under a heat of 1,400 degrees, fusing it perma- 
nently into the metal. It lasts. 


These cabinet heaters sell, pay a substantial profit, give absolute 
satisfaction and build trade and good-will for you. The New Model 
meets a popular demand for a heater for small homes and apart- 


ments at a very low price. 


Besides Radiona Cabinet Heaters we make a complete line of 
Riverside Heating and Cooking Stoves, as well as the famous River- 
side Warm Air Furnaces. 


Let us tell you how we help our Dealers. 


You Can Build A Very Profitable Business With Radionas 


Rock Island, Iil. 
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“The Advantages of a Well Fenced. Farm’ pyn. cartyie Engen 


Good Fences are Paying Propositions 
from the Five Standpoints of ECON- 
OMY, SERVICE, PROTECTION, APPEAR- 
ANCE and GOOD CITIZENSHIP. 


1. ECONOMY 


A—A good fence is a permanent 
fence; a permanent fence is a pay. 
ing investment by: 1. Increasing the 
rmanent and market value of the farm. 
D Helping to insure and increase credit 
with the town’s business men. 3. Sub- 
stantiating the idea that the owner is 
progressive and successful. 
B—A good fence expresses thrift on 
the part of the owner by: 1. Making 
more money for him. 2. Saving time, 
labor and expense of replacing r 
fences. 3. Lowering depreciation. 4. Sav- 
ing the greater cost of delayed fencing. 
5. Standing up and looking better and 
remaining stockproof for many years. 
6. Eliminating possibilities for lawsuits 
caused by loose animals on highways 
and neighbors’ premises. 
C—A good fence is a time-saver be- 
cause: 1. Notime is wasted hunting for 
lost farm animals. 2. Or notifying a 
neighbor that his cattle are in your field, 
helping him chase them out. and repair- 
ing fences. 3. Well-planned barnyard 
fences keep the cows near home at night, 
saving time in the morning. 


2. SERVICE 

A—A “‘horse-high, bull-strong and 
pig-tight’’ fence is the best ‘‘hired 
man’’ a farmer can have because: 
1. It saves time and effort caring for the 
livestock. 2. It is possible to properly 
rotate crops and pastures and distribute 
fertilizer evenly over the farm. 3. Live- 
stock can utilize what might otherwise 
be wasted feed in cornfields and mea- 
dows in the winter and spring. 4. Little 
pigs need fresh lots so they may not 
pick up worms or parasites; poultry 
runs should also be alternated. 
































meet Mr. Engen’s re 








have good fences. 


farmers thru the leading 
territory. 


Red Strand Galvannealed Square Deal Fence will more than 
uirements for a well fenced farm. Write 


for free **Official Proof of Tests’” book showing how nationaily 


KEYSTONE STEEL & WIRE CO., 126 Industrial St., PEORIA, ILL. 


We were so well pleased with the 
that 6% million copies are being broadcast to 
farm papers in our 


Note that Mr. N. Carlyle Engen’s $500.00 story 
(first prize winner in our recent $1500.00 Cash 


KEYSTONE STEEL & WIRE CO 


B—With good fences corn- 
fields can be ‘‘hogged 
down.”’ 1. Cost of husking, 
elevating and shelling corn 
is saved. 2. No time and 
effort spent each day slop- 
ping the hogs. 

C—A farm uniformly 
fenced with distinctive 
wire (such as the **RED 
STRAND"’) and painted 
posts will giveit a ‘*Trade- 
mark” and business-like 
appearance. 


3. PROTECTION 


A—Agood fence isafarm- 
er’s sentinel always ‘‘on 
the job’’ and guards: 1. 
Valuable females from being 
bred to scrub males. 2. Live- 
stock, by lessening danger 
of contracting contagious 
abortion, tuberculosis and 
cholera. 3. Horses from wire 
cuts and other injuries often 


Westbrook, 





$500.00 


N. Carlyle Engen, farmer, 
Minn., won 
$500.00 in cash for thts First 
Prize story in the K-ystone 
Steel & Wire Company's 
$1500 00 Prize Essay Con- 
lest. Write for free booklet 
telling who the other prize 
winners were and reprints of 
some of their stories. 


September 9, 1926 










of the farmer's ‘‘Show 
Window” advertising. 1. 
It gives the farm an air of 
dignity, stability, beauty 
and pride. 2. The fields and 
livestock appear to better 
advantage. 3. An ornamen- 
tal lawn fence will “‘dress 
up” the farm home and add 
a welcome to visitors. 4. 
Fences give an air of distinc- 
tion and individuality. 5. 
An all-steel fence permits 
burning of weeds along fence 
lines so snow will not gather 
and block the highways. 6. 
A good fence is a credit to 
both farm and highway. 7. 
It keeps the yards cleaner as 
straw, paper or cornstalks 
cannot blow from place to 
place. 8. Well-defined drive- 
ways and paths or walks 
will prevent unsightly “short 
cuts” across grassy lawns. 


5. GOOD CITIZENSHIP 








received while fighting over 
old fences with other horses. 
4. Livestock from wandering into open 
ditches and wells. 5. Men and animals 
from infections due to wire cuts from 
rusty wires. Good wire is rust-proof for 
years. 6. Livestock, if wire is properly 
grounded, against thunderbolts. 7. Poul- 
try from weasels, skunks and other en- 
emies. 8. Livestock from overfeeding in 
green cornfields, clover or other places, 
resulting in sickness or death. 9. Hogs 
against getting the habit of eating poultry. 


B—The well-kept fence protects the 
windbreaks, orchards, gardens, berry 
patches, flowers, lawn and shrubbery 


from the farm animals. 


4. APPEARANCE 
A—A neat, well-built fence is part 


Best Fence Story Out of 17,000 


It tells, as only a farmer can, why it pays to 


(above) story 


Fence Contest on “The Advantages of a Well 
Fenced Farm”) talks about all good fencing with- 
out mentioning any particular brand, therefore 
his story is of benefit to all fence dealers. 


No matter what make fence you sell, you are in- 
se to use the excellent talking points Mr. Engen 
_ given us. We hope they will help increase 
ence sales for the entire fence industry. 


+- PEORIA, ILLINOIS 


A—SAFETY FIRST. A 
good fence: 1. Keeps the vicious bull from 
breaking out and injuring strangers and 
children. 2. Prevents loose animals from 
causing automobile accidents. 3. Keeps 
loose animals off the railroad tracks. 4. 
Around the lawn makes a safe play- 
ground for little children. 


B—HONESTY. 1. A farmer is not honest 
who deliberately allows his livestock to 
feed on his neighbor’s haystacks and 
grain fields. 2. Good fences do away with 
disputes over ownership of stray stock. 


C—COURTESY. Good fences: 1. Foster 
respect for your property among the 
neighbors and vice versa. 2. Prevents 
quarrels and ill-feeling among neighbors. 
3. Aided by ‘“‘No Trespassing’’ signs, 
keeps out the careless hunter. 


RED STRAND “Galvannealed” Square Deal FENCE 


known/laboratories try fence wire for rust-resisting, long- 


weuring qualities and what the 
**Red Strand "’ Sent FREE with farm fence catalog. 


found when they tested 
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A Lancaster Franchise Means 


PROFITS! 


A Lancaster franchise, backed by the Lancas- 
ter-quality product and a steadily increasing 
consumer demand, means just one thing—a 
money-making business that continues to 
grow for the aggressive Lancaster merchant! 


















The man who sells Lancasters—One of 
America’s Best—and the man who rides on 
them agree that Lancaster Tires deliver de- 
pendable service in fullest possible measure. 
Lancasters are built to meet the most rigid 
requirements of both merchant and consumer. 










You want to handle a tire that you can rec- 
ommend with fullest confidence. That’s why 
we say: Investigate the Lancaster proposition 
fully. It means profits for you—and tire- 
satisfaction for your customers. The details 
of the Lancaster franchise will be sent on re- 
ceipt of a letter or telegram from you. Get 


the facts today. WRITE—OR WIRE. 


The Lancaster 
Tire and Rubber Co. 


ESTABLISHED 1915 
COLUMBUS, OHIO 
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LANCASTER 
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A remarkable 














B-20 


B-20—Five tubes. 199’s or nt Balanced, 
tuned radio ane ge me Genuine mahogany 
cabinet with ric finish. Micrometer tuning 
controls. wane on batteries. Without acces- 





D-10 sories . . . PS 

D-10— Five tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. A-10—Fiwe tubes. Wet or dry battery 
Centralized control. Very selective and type. Ralanced, tuned radio frequency. 
sensitive. Mahoganycabinet, mahogany Rich brown mahogany finish. With- 
lined. Finish, rich brown. Without out accessories . . oo « eae ’ . 
accessories . . . - - - + $100.00 EVER has a radio display created 
D- '—_— l A ll ll . e . 

ey Ses Sa , such interest. An inspection of the 


designed and finished to match D-10 
Ortho-s onic. Ample battery space. 


Equipped with gliders . . . $30.00 Federal factories left a lasting impres- 


sion. Never a line of Radio packed with 
so many possibilities... Never a gather- 
ing of wholesalers so enthusiastic! 


“ “ “ 


So much for the Federal Ortho-sonic 
Radio Wholesalers’ convention. Held 
in Buffalo on the 2ndand 3rd of August 
and attended by wholesalers and their 
salesmen from all parts of the United 
States and Canada. 


A word concerning the line itself. 


With the addition of these beautiful 
models, shown here with the fast-selling 





F-10 





F-10—Seven tubes. Wet or dry battery ° ° ° 
E-10—Six tubes. Wet or dry battery type. Balanced, tuned radio frequency. Federal A-10, the line is now all-inclu- 
type. Balanced, tuned radio frequency. For use with loop only. Single control. ° ° . 
os control. _ Extremely ae. Maximum selectivity—long ey sive. With a price range from $75.00 
aximum receiving range. -meta reception. All-metal construction. II 
construction. Illuminated scale. Perfect luminated scale. Perfect control of vol- to $400.00 on popular models; $600.00 
control of volume. Beautiful brown ume. Beautiful mahogany cabinet. Ver- ° 
mahogany cabinet — rosewood inlay. million inlay. Finish, rich brown-satin to $1000.00 on custom-built models, 
Well finished, Satin texture. Without texture. Without accessories $250.00 . ° P ° 
accessories... . . « « $150.00 it now meets practically every indi- 
F-5—Console. As illustrated. Specially ° 
E-5—Console. As illustrated. Specially designed and finished to match F-10 vidual preference. 
designed and finished to match E-10 Ortho-sonic. Ample battery space. 
Ortho-sonic. Ample battery space. Equipped with a 
Equipped with gliders . . . $40.00 casters . » @ « $50. 

















eas, 








Federal O RT H () 
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B-30 
B-30— Five tubes. 199’s or 201-A’s. Balanced 

tuned radio frequency. Extremely sensitive and 
selective. Mahogany cabinet finished in rich, 
lustrous brown. Micrometer tuning controls. 
Ample s spots for batteries. Federal enclosed 
adjustable speaker. Exceptional volume and 
tone. Without accessories . . . . $140.00 


And remember! Every Federal Radio 
set has the patented Ortho-sonic cir- 
cuit, magnificently shielded and second 
to none in selectivity, ruggedness and 
operative simplicity. And we ask you 
—where did you ever see any furniture 
more beautifully designed than these 
Ortho-sonic cabinets? 


The Federal line is backed by a propo- 
sition as sound and appealing as any 
ever going out to a radio retailer. In- 
cludes national magazine and news- 
paper advertising, powerful resale help, 
liberal discounts, red tape freedom, and 
adequate protection from a manufac- 
turer for twenty-five years in the field 
and here to stay. 


Line up with Federal. If you don’t 
know your Federal wholesaler please 
feel free to write us. 


FEDERAL RADIO CORPORATION 
Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 


SON 








Wet or dry battery 
type. Balunced, ame radio age se 0. 
Centralized control. 
Deep, rich tone quality. Receiver com- 
partment slides out. 
er ne joa. 











E-40—Six tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
Single control. Extremely selective. 
Maximum receiving range. All-metal 
construction. Illuminated scale. Built- 
in speaker. Receiver compart- 
mént slides out. Walnut cabinet, an- 
tiqued and inlaid with rosewood. 
Ample waned ow Without acces- 
sorties . . o « « Baa 


F-40—Seven tubes. Wet or dry battery 
type. Balanced, tuned radio frequency. 
For use with loop only. Single control, 

aximum selectivitymlong range 
reception. All-metal construction. II- 
luminated scale. Extra large built-in 
speaker. Walnut cabinet, artistically 
antiqued. Inlaid with vermillion. 
Ample battery space. Without acces- 
OO ec @¢ 6 eo 6 ee + eee 


a 
ke -deral ‘ 


‘ostho ton" 


Radio 


S Retailer Ax 





%& The fundamental and exclusive cir- 
cuit making possible Ortho-sonic re- 
production is patented under U. S. 
Letters Patent No. 1,582,470. 


@ 


10 


Reg. U.S. Pat. Off. 
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HYATT ROLLER BEARINGS 




















The Coldwell Electric Lawn Mower 


Mows as it goes—connectsto any garage or house 

light socket. Automatic reel takes up and pays 

out cable as needed. Coldwell Mower: General 

Electric Specially Designed Motor and Timken 

Tapered Roller Bearings. Cuts a 2linch swath. 
“As easy to operate as a vacuum cleaner.”’ 





The Coldwell Model ‘‘L”’ 
Motor Lawn Mower and Roller 


Mows and rolls simultaneously a 25 inch swath. 
With extra gang units swath is increased to 60 
inches—10 acres a day on One gallon of gasoline. 
Simple to operate, economical, ble. 








ec. eh 


You'll tind Coldwell Hand Mowers whose 
owners will proudly tell you they have “used 
that machine 35 years and it’s still going strong.” 
Almost building them too well, isn’t it? But its 
satisfaction—and that’s what builds future sales 
—for you and for us. Then too, there’s more 
profit in being identified with the Complete, 
Dependable Line. FYor every type of lawn you 
have a style of mower—Hand—Horse—Gaso- 
line—Electric. ' Every customer can be sold. 


Production this season couldn’t keep pace 
with the sales of the new Coldwell Electric lawn 
mower. ‘To insure early delivery next spring, on 
this popular mower, we suggest that you place 
your order now. 


COLDWELL 


DEPENDABLE LAWN ‘MOWERS 
Hand . Horse . Gasoline . Electric 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y., U. 8 A, 





319 South West Fifth Street FACTORY i East Lake Street 
Des Mornes, Iowa BRANCHES Cuicaaco, ILLINOIS 
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The Saw Test 


Sawing Keil locking bolts 
is an impossible task. The 
hardened steel inserts re- 
volving inside the bronze 
bolts defy the action of the 
saw, jimmy or wedge. 



































Copyright by 
Francis Keil & Son, 
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KEI sn 1 (K 
PROOF 

The KEIL Lock, representing secur- 

ity in its handiest and most concen- 

trated form, answers an urgent need 

for greater present-day protection 

against the ever-increasing crime 


wave. 


It’s a significant fact that Burglary Insur- 
ance Companies endorse it, the Under- 
writers’ Laboratories guarantee it. 


Selling the KEIL Lock is the surest means of 
building good will and substantial profits. 


Francis Keil & Son, Inc. 


401-425 East 163rd Street, New York, N. Y. 
A Half Century of Service—1876-1926 
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Sporting Goods Manufacturers : 
Is Your Advertising 


GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 


profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 
hardware dealer through the paper he relies 


on for buying information—Hardware Age. f 
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Our Biggest Improvements 



































Model 58...... $125 
Standard Console 


When you can offer Thorola tech- 
nique and Thorola console style 
at such a price you dominate the 
best radio market. All the — 
ola betterments are included, 
circuit, instruments, apadiner. 
pane and console design. 


Model 57 . 
Standard Cabinet 


Thorola Performance!—Popular 
Price! Radio that is so much 
better for so much less money 
that sales records are bein 
smashed with this receiver. 
tubes with extra power. Duo- 
Dial control. Positively selective 
Doughnut Coils. Golden Tone 
Transformers. Matchless ad- 
vancement in every feature ex- 
cept the price! 


Model 4 $25, Horn Type Speaker 


Today thousands will accept no speaker 
but this Thorola horn type, with its slender 
grace and flawless repro uction. You know 
that the Controlled Mica Diaphragm, Sep- 
arix and other Thorola developments 
brought musical recognition to radio. Now 
Thorola 4 is better than ever, in artistic 
rendition, and in sales. 


For finest possible speaker performance at 
moderate price the Thorola Junior horn 
type is supreme ... 


PL ae 


Pa 
(iy fT/ 
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Thorola Doughnut Coils, with 
their patented indented wir- 
ing and true low-loss con- 
struction, go far beyond other 
type theories in improving re- 
ception. .......$2.00 each 
EB. a, etl! $6.00 
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—Your Biggest Season 


Model 59 .. . $185 
De Luxe Console 


Genuine Walnut. Antique, 
Highlighted finish. Highest art 
in cabinet, asin reception. The 
power of the Thorola 5-tube 
circuit cannot be measured by 
~ og standards, because 
all the exclusive Thorola 
features, Cone and horn typ 
speakers, series-connected, in 
non-directional sound cham- 
bers assure the most realistic 
reception in radio history. 
udged by performance and 
impressiveness the price seems 
unbelievable. 





Model9..... $20 
Cone Type Speaker 


For the first time the cone 
type provides artistic re- 
production of both high 
and low notes. Only the 
Double Range Diaphragm 
of the Thorola Cone makes 
i ssible. Only Thorola 
talent produces such ad- 
vancements. Judged by 
ear or eye, you outclass 
competition with this rich, 
walnut-and-gold cone 
speaker at this competi- 
tive price. 


A whole list of things nobody else can talk about 
puts punch into Thorola sales efforts. And a far 
higher type of performance, that nobody else can 
demonstrate so consistently, is the Thorola deal- 
er’s unbeatable closer. 


Big betterments by Thorola are your biggest 
assurance of 1927 success. The complete Thorola 
line of receivers and speakers includes the only 
receiver with doth horn and cone type speakers, 
reproducing every shade of every tone with accu- 
racy never before possible. This de luxe radio, 
without a de luxe price, out-distances competi- 
tion for you. Still more moderately priced are 
the standard Thorola console and cabinet mod- 
els, all with perfected Duo-Dial Control, Thorola 
Low-Loss Doughnut Coils, Golden Tone Trans- 
formers and other Thorola advancements. You 
are sure of surpassing performance in each sales 
classification. You have a price advantage. And 
your Thorola receivers are the first with provable 
upkeep economy! | 


When it comes to speakers Thorola strength is 
overwhelming. There could be nothing better 
than the famous Thorola 4 with its Controlled 
Mica Diaphragm and all the superiorities which 
make it the “pipe organ of speakers’. There is 
also a junior model to open every purse to you. 
And now comes the Thorola cone-type with 
Dual-Range diaphragm, the wanted combination 
of Thorola tonal art and latest speaker style. 


Exclusive radio ability, exclusive technical bet- 
terments and exclusive furniture designs are 
bound to build leadership for Thorola stores. 
Thorola national advertising also works for you. 
And the exclusive franchise for Thorola receiv- 
ers is the fairest sort of profit protection. Get 
in on it now, and get a whole season of Thorola 
selling power. 


REICHMANN COMPANY, 1725 West 74th Street 
CHICAGO, U. fi A. 
Member R.M. A. 
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Timkens Improve Any Mower 


High speed, heavy shocks, and continuous operation is the test that power 
mowers always get. That is why cutter bar bearings in power mowers must be 


ej made to stand the gaff. 
* &. rarse ° ry. 
See!) =69When you know that Timken Bearings were selected for Ideal Triplex power 
= mowers you know that Timkens satisfied the high standards of the Ideal Power 


ath Lawn Mower Co., of Lansing, Michigan. 


Timken-equipped mowers of every type run much more easily because Timkens 
reduce friction to an immeasurable amount. This also means far less lubrication. 
And Timken design overcomes the thrust action of the cutters, thus ending 


the biggest cause of wear. 





Long life, easy operation and freedom from attention is just what the public 
understands when you mention Timken Bearings— because years of advertis- 
ing have made the Timken name stand for mechanical excéllence. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN ::;-- BEARINGS 
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ENGRAVED ~~ WTRIEX 


is too big to show you here in full. We 
have a complete line of Nickel and 
Silver Mounted Pyrex, all sizes of cas- 
seroles, pie plates, utility dishes, etc. 
Different designs for those with differ- 














THE COLUMBIA 


Ful Brass Body. Highly polished, cel ent tastes and with a range in price to 
inisn. o a t t t . 
Pyrex Rieer ior $2.50 nnd eo yr aa suit any purse. 


profit. Comes in all sizes and shapes. 


SO we are only showing here two new 
numbers—they’re both good, and our 
others are equally attractive. 


We also have a big line of other salable 
holiday goods, such as: 


Sandwich Trays 





ee: 


— 


Bread Trays 

TRE “Dar Crumb Sets 
sable wine, Sigh eatin andl vary beeioed 
Ng Rag Bg a Salt and Pepper Sets 

Hot Dish Mats 

Manicure Sets 

Carvers 

Silverware, Etc. 

And of course everything in Pyrex— 


we carry a large stock and can fill your 
rush orders the same day as received. 





BROOKSIDE GIFT SET 


We've hesitated about Gift Sets because 
most of them have useless items in them. 
This one we have had put up to suit us. 
It contains only the best numbers in the 
Pyrex line, all in a fancy gift package. It 
retails at $5.00, and is a real winner. 





The GEO. WORTHINGTON CO. 


CLEVELAND OHIO Toy Set—for Little Housekeepers— 


Established 1829 Practical, Attractive—Low im Priee. 
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Wickwire Bronze 


“ 
e 
© 
| 
7 
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C 
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33 gauge each way 


16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 


18 Mesh, No. 34 gauge each way 


No. 
Wickwire Pre 


Cortland Black Enameled 
White Metal Finish 


12 Mesh, No. 33 gauge each way 
Our other Brands Screen Cloth 
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What the 


vere 


Re 
Tire Line 


Means to the Hardware Dealer 


T means an old established line, well 
known to the public as tires on which they 
can count for service, quality, and durability. 


It means a complete line—a Revere for 
every customer need. The new Revco has 
recently taken its place with the others—a 
durable, low-priced balloon that motorists 
had been looking for, and that dealers have 
found highly profitable. 


It means a tire line distributed by the 
country’s leading jobbers, economically and 
systematically. Such economy means dollars 
aud cents to the Revere dealer, for he sells 
a great tire, and at competitive prices. He 
can match an unknown “bargain” with a 
well-known “Revere.” 


REVERE RUBBER COMPANY 
1790 Broadway New York City 
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AMERICAN 
SCREW 
COMPANY 


Greatest 
Assortment 





Wood Screws 
Machine Screws 


Tire Bolts 
Stove Bolts 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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General Market Information 72 ’ 
technical problem or to some diffi- 
cult phase of merchandising, let 
us hear from you, and we shall 

Branch Office Representatives of Hardware Age endeavor to answer to the best of 

— our ability. . 
Editorial ; k y h € th; 
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re re ee ee cece ee eee beeen ease eeu Harold G. Blodgett ress oR d L. C ORDWAY 
Detroit, 73838 Woodward Ave..........-:ccee cere eee eeeeeeereenees R. R, Cronkhbite (§ peneee ten > gg ted 
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ENGINEERING BULLETIN 


Issued by the Research Department of 
McKinney Manufacturing Company 
Pittsburgh, Pennsylvania 





1926 





THE McKINNEY ROLLER PIN 


Vertical and lateral wear—Recognition of lateral wear as a vital factor— 
The McKinney Roller Pin for Bearing Butts —An advance in hinge making 


That butt-hinges are subjected to vertical wear has long been 
recognized. In fact, various types of vertical bearings have been de- 
veloped and much has been said of how such bearings obviate verti- 


cal wear. 


Lateral Wear a Vital Factor 


Of lateral wear, however, little has been said, although it is an es- 
tablished fact that lateral wear is equally or more important than 
vertical wear. In fact, Professor Thomas G. Estep, Associate Profes- 
sor of Mechanical Engineering at Carnegie Institute of Technology, 
Pittsburgh, has proved by exhaustive tests that such lateral wear is a 
factor of great importance in the life of butt-hinges. 


Public Building Doors Particularly Affected 


This is particularly true in the case of public building doors. A 
glance at the accompanying table will show to what extent such 
doors are subjected to hard usage. The number of operations these 
doors undergo over the period of a year is enormous. And lateral 


wear is correspondingly great. 


Approximate Number of Operations of One 
Leaf of Door—Opening and Closing— 
I Cycle 




















TYPE OF BUILDING AND DOOR DAILY YEARLY 
CYCLES CYCLES 
Large department store entrance ......... 5,000 1,500,000 
Large office building entrance ............]| 4,000 1,200,000 
Theatre entrance .......................]| *1,000 450,000 
Schoolhouse entrance ......... 1,250 225,000 
Store or bank entrance .................. 500 150,000 
Schoolhouse corridor door ............... 80 15,000 
Office building corridor door ............. 75 22,000 








*Per performance. 


Note.—The ratio between daily and yearly 
frequency varies with the type of building. 





An Advance in Hinge NV 
Making xYs 


Most hinges are equipped with soft steel 








. . . . . . ~ 
wire pins which, due to their non-rising lugs, re N 
virtually become a part of the three-knuckle - 
leaf, remaining stationary with it. Conse- TP 




















quently all friction developed occurs be- 
tween the stationary pin and the revolving 
knuckles of the two-knuckle leaf of the 
hinge. (See A Fig. 2.) The only movement 
of the modern hinge with non-rising pin is Fic. 1 Fic. 2 





that of the two-knuckle leaf around the pin. Here friction develops 
and wear takes place. The pins, made of soft steel wire, soon wear, 
permitting the hinge joint to get out of vertical, allowing the door to 
pull away from the hinge jamb at the top, also creating a cutting 
edge which rapidly cuts away the hinge, allowing the door to drop 
down in the opening. 


devised and patented a method of hinge assembling 
that obviates the result of lateral wear by reducing 
aw) friction between the pin and the two-knuckle leaf. 


McKinney is now furnishing all Ball Bearing and 
: Anti-friction hinges with this new hinge pin—a case- 
y . hardened pin made in two sections, so that while top 
bn NS section remains stationary with the three-knuckle leaf, 
RZ* the other revolves with the two-knuckle leaf, very much 
. as the well-known roller-bearing, which reduces friction 
and consequently wear to a minimum. A glance at 
Figs. 3 and 4 will make this clear. By reducing friction 
to a minimum, the hinge joint will remain vertical for 
a longer period of time and consequently eliminates the 
possibility of sagging doors. This is most important 
in the case of steel doors. It is a comparatively easy 
matter to plane the bottom of a wooden door, but 
when a steel door sags and drags on a brass or marble threshold, it 
is necessary to install new hinge equipment. 

Non-rising lugs as furnished on modern hinge pins supposedly pre- 
vent the rising of the pins. However, the friction between the two- 
knuckle leaf and the pin rocks the pin back and forth and may even- 
tually cause it to rise. When McKinney Roller Pins are used there is 
no friction between the two-knuckle leaf and the 
pin. It consequently does not rise. 


The Roller Pin 


The Roller Pin (Fig. 4) is a pin in two sections—a 
case-hardened roller (b) and special recessed ball tip 
(a). The roller is inserted into a machined opening in 
the ball tip extension which is drilled out to take the 
pin. The roller is then crimped to the ball tip exten- 
sion so that the pin can be removed as any one-piece 
pin. This chamber is packed with grease before the 
roller is inserted. Section “a” remains stationary 
with the knuckle of the three-knuckle leaf, while sec- 
tion “b” revolves with the two-knuckle leaf. 

The McKinney Roller Pin too has other advan- 
tages. There being a minimum of friction, doors re- 
volve on their hinges with greater ease. This too 
affects the use of door-closers—the door-closer work- 
ing more effectively where there is less frictional 
resistance. 

In concluding, it can be said that the introduction 
of the patented McKinney Roller Pin is revolutionary 
in the manufacture of hinges—a long stride forward 
in their mechanical perfection. 


McKinney, after considerable experimentation, has 
¢. 
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BY LLEW S. SOULE 


ly an individual merchant desires to raise or lower the prices of his merchandise 
he can do so without in any way offending the dignity of the law. If he decides 
to buy his goods only from certain sources of supply, he is legally entitled to do so. 

Likewise, if he is the owner of several stores, he can raise or lower the prices in 
one or all of them at his pleasure, and can buy from whom he chooses. 

However, if any merchant should take counsel with a fellow merchant, and they 
should jointly agree to raise prices to a profitable level, they would immediately 
become amenable to law. They would be liable ta indictment for conspiracy in 
restraint of trade. In other words, the law under which the Federal Trade Com- 
mission operates, makes it unlawful for two or more business men to jointly agree 
on trade practices, but places no penalty on the individual business man who decides 
to put such practices into effect in any or all of the establishments which he 
operates. 

Saunders Norvell discusses in this issue of HARDWARE AGE all the phases 
of the question in an article entitled “The Federal Trade Commission and The 
Southern Jobbers.” Mr. Norvell has had some experience with the Federal Trade 
Commission and the law under which it works. He handles the subject in his usual 
frank, logical and interesting way. 

Also, he points out other powers of the Federal Trade Commission in regard to 
profits, which apparently are not exercised with the same zeal shown in the prosecu- 
tion of so-called trade conspiracies. 

Read Norvell’s article. 


EVELOPMENT of our inland waterways will help greatly in solving the 
farmer’s high freight rate problem, according to Secretary of Commerce 
Hoover. ‘ 

Undoubtedly one of the basic causes of the present difficulties of farmers 
in the Middle West is the high freight rates on farm products. These rates can 
be lowered through the development of inland waterways because water rates are 
always lower than rail rates. Naturally the farmer could not use the waterways for 
shipping perishable fruits, etc., but the dominant agricultural products of the Mid- 
dle West, such as wheat, corn, oats, etc., are particularly adapted to water transpor- 
tation. 

Mr. Hoover also believes that development of the inland waterways will 
result in a better distribution of population, because it will have a tendency to 
move industry inland. This would, he believes, provide a closer market for a 
great deal of farm produce, and at the same time help to solve the social prob- 
lem of overgrowing cities. 

We are inclined to agree with Secretary Hoover in his deductions. We 
believe that intelligent effort to aid the farmer in working out his own business 
salvation is infinitely better than trying to cure his ills by means of subsidies and 
other political pills. 

The farmer has no desire to be a “Remittance Man.” All he wants is an 
opportunity to dispose of what he raises on a fair margin of profit. If develop- 
ment of inland waterways will help him to do that thing, we’re for such develop- 
ment. 

Incidentally, the retail merchant would welcome a reduction on his own 
freight rates. 
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Builders’ Hardware Door by Door 


Store Entrances 


By W. N. Thomas 


EDITOR’S NOTE: This is the fifth instalment of a new series of articles on builder’s hardware appearing 


every two weeks in the columns of HARDWARE AGE. 
and knows how to tell his story. 
and 


ITH the advanced modern ideas for our sani- 

WW tation and comfort, ideas that have developed 

and multiplied beyond the wildest dreams of 
a few years past, bath rooms are no longer considered 
luxuries to be enjoyed in a limited way by the well- 
to-do. They have become a necessity for the masses. 
No modern dwelling, it matters not how small, is 
planned without a bath room and the number of bath 
rooms increases as the size of the house increases. 

Not so long ago fairly good hotels in our smaller 
cities pointed with some pride to the one bath on 
each sleeping floor, today, the up-to-date hotel is be- 
ing built with a private bath for each guest’s room. 
Chicago’s latest addition to its many high-grade hotels 
will have approximately 3000 bathrooms. 

The greatly increased number of bathrooms is no 
more remarkable than is the development of beauty 
and refinement in the fittings and general equipment. 

It almost seems the limit must have been reached, 





Above to the left (Fig. 1) plain design door knob. 


Center (Fig. 2) high grade porcelain door knob. 
At right (Fig. 3) octagon shaped door knob 


but I suppose the coming years will have their im- 
provements and refinements to show us the same as 
the years that have gone. 

It should be the endeavor to see that the hard- 
ware furnished for the bathroom is of, at least, equal 
quality with the room and its fittings. Usually white 
porcelain, tile and nickel metal fittings predominate. 
This fixes the question of finish for all hardware 
showing in the room when the door is closed. All ex- 
posed metal parts should be either white bronze, or 
brass heavily nickel plated. The door knobs for the 
bath room side may be metal in plain design (1) of 
the finish mentioned above, or they may be high-grade 
porcelain, (2) mounted on brass necks, or they may 
be plain glass or white glass (usually called opal 
glass) with brass mountings. All mountings to be 
nickel plated. The metal or porcelain knob should 
be of the simple round type, while for the glass knobs 
I would suggest an octagon shape, (3) two inches 
or two and a quarter inches in diameter. For the 
bedroom or hall side of the door the knobs and other 





The author, W. N. Thomas, is an acknowledged expert 
The next instalment will appear in the September 23 issue. Watch for it, 
read it. 


trim should match in design and finish the hardware 
showing in those places. 

Locks are designed in several grades with functions 
especially suited to these doors. As the rooms are 
locked from the inside when occupied the locks are 
all designed to have the latch bolt operated at all 
times from either side by the knobs, and a separate 
dead bolt to be thrown from the inside by a turn 
knob (A). arrangement overcomes the many 


This 





At left (Fig. 4) turn 
knob for separate dead 
bolt. At right (Fig. 5) 
turn knob lock. Center 
(Fig. 6) key that fits 
into turn of hub 





annoyances experienced when the lock used requires 
a key to lock it on the inside each time. This simple 
form of turn knob lock (5) is made in grades from the 
lowest priced to the highest grade. It is not uncom- 
mon for emergencies to arise because of sickness or 
other reasons when it is necessary to open the door 
from the outside when it is locked on the inside. To 
accomplish this, locks similar to those described above 
are made so the dead bolt may be locked or unlocked 





At left (Fig. 7) lock with 
two dead bolts. At right 
(Fig. 8) half-mortise latch 
operated with small knob 





from the outside with a key (6) that fits into the turn 
knob hub, through any escutcheon having a regular key- 
hole. When locks are to be operated in this way the 
spindle of the turn knob should be cut off so it will 
not extend into the hub more than half the thickness 
of the lock, this leaves the outside open to receive 
the key. This type of lock of proper grade is quite 
all right to use for hotel private bath rooms having 
an entrance from one bed room only. 

If the bath room is between two bed rooms with an 
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entrance door from each, it will be necessary to use 
a lock on each door having two dead bolts to be oper- 
ated by turn knobs (7). In hotels where such doors oc- 
cur or where the bath entrance is from a communica- 
tion passage, it is common practice to have the locks 
of a kind that are controlled by a key from the out- 
side in addition to the turn knobs, so that the baths 
may be locked off from the rooms when the rooms are 
rented without baths. Under such an arrangement 
the locks are usually made “keys alike” so they may 
all be operated by one key, which is generally in the 
charge of the “housekeeper.” However, the keying is 
a matter to be determined by the management of the 
hotel. 

If the door opens into the bath the butts should 
be brass nickel plated or of white bronze and they 
will be better to be of the visible ball-bearing type. 
Because of the dampness usual in bath rooms, steel 
or iron hardware will not prove satisfactory as it will 
be quite apt to rust. If the door opens out into the 
bedroom or hall the butts may be of material and 
finish to match the other hardware in these rooms. 

Here is a good place to remind you that the face of 
the lock and the strike should be the same finish as 
the butts. 

In dwellings there is often a closet in the bath- 
room. This door should have a mortise lock with a 


At left (Fig. 
9) small cup- 
board turn; at 
right (Fig. 10) 
towel and 
clothes hook 





key so it may be locked if conditions make it desira- 
ble. The knobs, escutcheon and butts for this door 
should match those on the entrance door. 

If the medicine cabinet is not of steel, bought and 
set complete, it will require hardware. Butts should 
be brass nickel plated and of a size suitable for the 
thickness of the door. 

A half mortise latch (8) operated with a small knob 
to match in material and shape the knob on the en- 
trance door makes a very efficient and attractive fas- 
tening providing it is not required to be locked by a 
key. If this should be necessary a cabinet lock, either 
with or without a latch bolt, may be used. For inex- 
pensive jobs a good small (9) cupboard turn makes a 
very acceptable fastening. 

Every bath room should have an ample supply of 
towel and clothes hooks (10). These should be of brass 
nickel plated so there will be no chance for rust. 

A brass nickel plated rubber tipped door bumper 
should be supplied for each door. These should be 
for tile floor or base according to the way the door 
opens. 

Ask yourself these questions: 


1. What metals and finish are suitable for bath- 
room hardware? 
2. What are suitable knobs? 


3. What type of lock is suitable when there is but 
one entrance? 
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4. What type of lock is suitable when there are more 
than one entrance? 

5. Should locks for bath entrance have a key? 
When? 

6. What are suitable butts to use? 

7. What type of fastening is best for medicine 
closet? 





The Hardware Man 


TALKED today with a hardware man who'd been 
| in the business over a span of fifty years and he 
gure did know the joys of the business, its grief and 
its woe. He told me the tale of his toil and strife 
when starting the business in early life, and a part of 
the fun and a part of the tears that had been his lot 
through the passing years. He told of the days of the 
old cut nails, long fingered cradles and hand made 
pails; of the days when a statement was called a dun 
and a man expected his bill to run till he sold his 
crop of wheat and oats or found a market for his 
bunch of shoats. He pointed with pride to his old 
head clerk who never was known a job to shirk, and 
up in the shop he had a tinner who'd do the job right 
if he missed his dinner. But the question of help, in- 
side and out, was one that he often was worried about. 
There were drivers that wouldn’t take care of the 
team and clerks that were ugly and just couldn’t seem 
to do things right in a courteous way, but who’d get 
in a wrangle most every day. There were times, of 
course, when money was lost—goods had to be sold 
for less than they cost—and he had to smile while he 
traded with you though worried to death over bills 
past due. It’s hardly a wonder his hair turned gray 
when he looked o’er his ledger from day to day and 
saw men there by hard luck affected, and knew their 
accounts couldn’t be collected. He knew his line from 
screws to planes; front door locks and window panes; 
garden seeds or an old iron wedge; shears to trim 
ornamental hedge; axe or hatchet, scythe and snath 
or how many nails for’ a thousand lath. He knew 
which stove would hold the fire; he knew all the de- 
tails of woven wire; he was quite familiar with pots 
and pans and knew the dimensions of tin fruit cans. 
He knew a shovel; he knew a hoe. How he learned 
so much I do not know, but in truth, I guess, he is one 
of a clan—just what you expect in a HARDWARE 
MAN. C. b. &. 


*‘Please Remit” 


Most of us. who, at times, experience difficulty in 
collecting overdue accounts, will be interested in the 
following copy of a letter actually received by one 
business man: 

Dear Sir: 

I received your letter about what I owes you. Now 
be pashent. I aint forgot you, and soon as folks pays 
me I’ll pay you, but if this was judgment day, and you 
was no more prepared to meet your God that I am to 
meet your bill, you shore would go to hell. 

From The Saw Kerf, published by EF. C. Atkins & Co. 
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The Federal Trade Commission 
and the Southern Jobbers 


By Saunders Norvell 


4 | NHIS is Saturday, Aug- os 
ust 28, 1926. It has at 
last stopped raining. It 

is a lovely, bright, sunshiny 

day. In the Club Car in 
which I ride daily from 

Larchmont to the Grand 

Central Station in New 

York, there are usually 50 

Club members. This morn- 

ing there were only 2 of us 

on this car. The other 48 do 
not work on Saturday! | 
I might have played golf | 

| 











or gone out yachting or 
worked in the garden or sat 
on my porch overlooking 
Long Island Sound and read 
what Professor William Z. 
Ripley had to say in the Sep- 
tember, 1926, issue of “THE 
ATLANTIC MONTHLY” 
on the subject of how corporations juggle their state- 


ments. 
% ¥- ¥ 


But today, instead of enjoying myself with the other 
members of the Club Car, I am down in my office at 
31 Union Square, putting my thoughts on paper in re- 
gard to The Federal Trade Commission and our good 
friends, The Southern Hardware Jobbers’ Association 
who suffered an indictment for a whole week on the 
charge of “conspiracy” and who now, after a long 
week of anxiety, have been “enjoined” to stop all their 
evil practices against the peace, welfare and happiness 
of the people of the United States of America. 

Writing this article will be just as much fun to me 
as playing a game of golf. Some of my friends ask 
me—“How do you find time to write these articles?” 
Strange to say, they never ask others how they find 
time to play golf or take vacations! Let me answer 
all these enquiring friends by saying that this is a 
peculiar way in which I amuse myself! 


% ¥ yw 


Last night I sat up late reading the article, “BUSI- 
NESS UNDER THE CURSE OF SISYPHUS,” by W. 
T. Foster and Waddell Catchings, in the September, 
1926, issue of “THE WORLD’S WORK,” outlining what 
appears to be a new economic theory. Boiled down to 
a few words, the principle these economists are work- 
ing out is that here in the United States, production 
~ has gotten ahead of consumption. This is not because 
we have not the desire and the capacity to consume, 
nor because we can not manufacture enough, but be- 
cause our incomes are not sufficiently large to buy all 


In this interesting article Saun- 
ders Norvell deals with a subject of 
vital importance, not only to retail 
hardware merchants and wholesal- 
ers but to the hardware trade asso- 
ciations and manufacturers as well. 


For the benefit of our readers 
who may desire additional copies of 
this story, we are pleased to an- 
nounce that reprints will be avail- 
able in pamphlet form. 


————- | of the things we want. 


| * + * 


These well-known econo- 
mists figure out the only way 
to prevent recurring busi- 
ness depressions and to keep 
prosperity going at its pres- 
ent rate, is to increase the 
buying power of the public 
by larger salaries, larger 
dividends and larger  in- 
comes, which of course means 
by an increase of business 
profits all around. Natural- 
ly, without satisfactory busi- 
ness profits, we can not in- 
crease salaries nor can we 
pay dividends or increase the 
| size of our dividends. Our 

| whole structure of pros- 
perity in the last analysis is 
based on business making a satisfactory profit. 




















—The Editor. 





* ” * 


All such discussions can be checked by your personal 
family experience. Desire is the greatest force in the 
world. All of us have desires. Only a few of us have 
the opportunity to gratify our desires. The great mass 
of us either can not get what we want or we only se- 
cure our desires to a limited extent. A satisfactory 
income in most cases puts us in a position to gratify 
our desires. 


* * * 


Money is nothing but stored-up labor. A $10 bill 
represents one day’s work of a mechanic—two days’ 
work of a bookkeeper—three days’ work of a good stock 
clerk. The more money you have stored up, or the 
greater your income, the more you can command the 
work of other people or the results of their work, which 
of course is the same thing. Money commands more 
than work. With plenty of money, you can practically 
have just the friends you want and, what is of as much 
importance, you can eliminate those friends you do not 
want. With money you can buy country estates and 
yachts. You can give delightful parties and there are 
always delightful people who are willing to come to de- 
lightful parties! You of course would hesitate to say 
to one of your guests—“If it were not for my money, 
I would not have the pleasure of your company. Still, 
back of it all, stands out the fact that money buys 
leisure and service, and interesting people do seem to 
gather where they can obtain these two commodities! 

Suppose, on the other hand, that you became some- 
what bored with your environment. If you haven’t 
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money, you must stick. There is no escape, or the 
trouble of making your escape is more tiresome than 
submitting to your fate. On the other hand, if you 
have stored-up labor in the form of money, you can 
travel—take a trip around the world—seek new sights 
and new people. 

* * * 

The ability to do these things comes as a result of a 
satisfactory profit from some source, and the more 
people there are who can spend, the more money there 
will be in circulation and the more business there will 
be done. 

So we have, not the vicious circle of a trade depres- 
sion, but the joyous circle of prosperity, and the whole 
thing is based on a satisfactory profit from somewhere. 


* x x 


However, The Federal Trade Commission, being the 
creature of an uninterpreted law called “The Sherman 
Anti-Trust Law,” is opposed to all profits from “agree- 
ments’’—agreements between merchants are conspiracy. 
There can be no profits except by agreements to maintain 
prices. The Government recognizes this principle with 
patents, copyrights, and even with national monopolies 
such as railroads and public service corporations. The 


Government compels them to agree and uses the power 


of the Government to enforce these agreements. 

On the other hand, when the Government turns to 
business, it attempts to enforce an entirely different 
principle. Therefore we learn from these economists 
that we must have better profits to maintain prosperity 
while The Federal Trade Commission attempt to en- 
force a principle that, in the nature of the case, must 
kill all profits—but men will not ruin themselves, even 
to obey the Anti-Trust Law! 


x *% * 


Now, let us take a birds’eye view of the Southern 
hardware jobbers. What sort of people are they? Most 
of them have evolved from retail merchants. If the 
present generations were not in the retail business, 
their fathers were. Originally, they lived in the small 
towns scattered throughout the South. The South has 
had a remarkable industrial development. These small 
towns have grown into important cities. These hard- 
ware men have kept pace with the progress of their 
communities. At first, when they started jobbing, on 
account of lack of capital and inadequate stocks, on ac- 
count of lack of experience and on account of their 
retail training, their development was rather slow. 

However, in’ time, capital came. Then they got to- 
gether and learned a few of the tricks of the jobbing 
game. They learned how to handle salesmen. They 
studied selling methods. They got out first-class cata- 
logues. They earned the confidence of their customers 
by giving them better and better service. 

I personally know most of these Southern jobbers. 
They are sober, industrious, long-headed, church-going, 
charitable, tax-paying, public-spirited and community- 
serving. As their business increased, they put up 
modern, up-to-date business buildings. They have built 
themselves homes. They have bought automobiles. 
They have carefully selected the best young men in their 
communities and put them to work in their stores. They 
have hired good salesmen. In a word, they have been 
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a great factor in serving and building up their com- 
munities. 
*% * ¥* 

When a principle of government or business is 
wrong—when, for instance, a law is based on the wrong 
principle, everything that flows out of that law causes 
injustice, hardship and unnecessary humiliations. If 
the source of the spring is polluted, all the water from 
that spring is impure. You can not have pure water 
without a pure source, nor can you have obedience to 
laws unless these laws are based on truth and fair deal- 
ing as seen by those who are governed by the laws. 


x * a” 


Just at this point, I think possibly it would have been 
better if I had stayed out at Larchmont and played golf, 
because right here I am going on record as making the 
statement that the present interpretation of the Sher- 
man Anti-Trust Law is bad in principle and therefore 
will always be vicious in practise. 

Casting aside all technicalities, the basis of the pres- 
ent Anti-Trust Law is to establish a charge of con- 
spiracy against the Government. It is not so much what 
the merchant does—but it is in the fact that he consmres 
io do it. What the merchant tries to do may be ad- 
mitted by everybody—even the Federal Trade Commis- 
sion—to be a wise thing to do; a common sense thing 
to do, but if he enters into an agreement with other 
merchants to carry out these ordinary, common sense 
plans, it is a conspiracy and the merchant is an outlaw 
and subject to penalties from his Government! 

You, as a merchant, can say what you please to a 
manufacturer. You can do what you please in making 
prices, but the very minute two merchants get together 
and, acting as a unit, tell a manufacturer what they 
want, or, if they act as a unit in making prices, they 
are conspirators and subject to all the penalties of the 


law! 
* Pas o2 


No doubt most of our laws are made, not by business 
men, but by lawyers, and a good many of these lawyers, 
I imagine, were criminal lawyers. The idea of much of 
our law-making seems to be not to appeal to reason— 
not to work a thing out along the lines of our social and 
business evolution—but to set down some Utopian and 
impossible law and then attach a lot of penalties. Then 
all of the absurd troubles and practises follow because 
the principal of law in the first place as laid down is 
wrong. 

- ne *% 

The trouble with this sort of thing is that it leads to 
a lack of respect for all law. What do you suppose, when 
they were indicted, were the thoughts of all these re- 
spectable, hard-working Southern jobbers? What do 
you suppose they thought of the law? What were their 
inside thoughts of our Government? Probably we will 
never know, but if these good citizens could be brought 
together and if they had the courage to tell exactly 
what they thought, their rebellious thoughts, when one 
considers the future welfare of our Government, would 
be tragic. It is a shock to a good man, from which he 
never recovers, to be indicted and be the object of sus- 
picion of his fellow citizens. 

* * *% 


I do not know, except from what I read in the in- 
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junction, what the Southern hardware jobbers have been 
doing. I have not the slightest doubt, however, from 
my general knowledge of business, that they have done 
every one of the things of which they have been accused. 
I have not the slightest doubt that, in a greater or less 
degree, in every other line of business in the United 
States, from the East to the West, from the North to 
the South, in large cities and in small cities, even in 
small villages, merchants are getting together, talking 
over prices, agreeing on prices and doing the best they 
can to conduct their businesses on a profitable basis. 

I believe that practically every merchant in business 
in the United States, according to the literal interpreta- 
tion of the Anti-Trust Law, is a conspirator and should 
be arrested, fined and put in jail unless he stops his 
present practises! 

¥- * % 

The trouble, I imagine, with our Southern jobbers is 
the fact that they had an organization with officers. 
They innocently got together, either publicly or semi- 
publicly, and talked over their business problems. They 
vpenly attempted to correct some of the evils in their 
business. They of course did not think that they were 
doing wrong because what they were doing seemed to 
be such a common sense thing to do. They never thought 
that they would be jacked up for it by the Government. 
- The trouble here in America is that a lot of us can 
not look upon certain laws seriously. That is our state 
of mind. The matter is not serious until some of us 
land in jail! Jn my opinion, this is the fault, not of our 
people, but of our laws and of our law-makers. After 
all, something. was said somewhere about the “consent 
of the governed”! 

* * * 

If the Southern jobbers had actually taken the law 
seriously and if they had desired to be crooks in the 
sight of the law, they could have handled the problem 
so much better. A few of their leaders could have gotten 
together without any association, without any secretary, 
without any minutes. Like the two religious Scotchmen 
walking along the road on Sunday, one of them might 
have said to the other, “Say, Sandy, if it were not 
Sunday, what would you take for that Jersey cow in 
your pasture?” The other Scotchman, being very re- 
ligious, replied, “Weel, Andy, if it were not Sunday, 
f would take £10.” “All right, Sandy, if it were not 
Sunday 1 would pay you £10 and I will come for the 


cow tomorrow !” 
* * oa 


The people in this country of course must be protected 
trom profiteering and extortion. Every true American 
believes that we should have laws for the protection of 
the people. My contention is simply that the present 
“conspiracy” basis of the law does not go to the root 
of the matter. No citizen of this country wuld have any 
cause for complaint if merchants got together to main- 
tain profits that were fair and reasonable. Therefore 


the law should be based, not upon conspiracy, but upon 
the profits charged for the service rendered. Every 
citizen should be willing to pay a fair profit for service 
rendered him. 

It is much easier for a learned trade commission to 
decide what is a fair and reasonable profit than it is 
for them to decide on “conspiracies.” 


All of us who 
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have followed the history of the Federal Trade Commis- 
sion know that they themselves have been constantly 
handicapped by this law they are trying to enforce. | 
am not criticizing the personnel of The Federal Trade 
Commission. They have had their troubles. They them- 
selves realize that at times they have appeared in an 
absurd light before the country. I am criticizing the 
principle of the law which they are trying to enforce. 
Probably The Federal Trade Commission, in a sense, 
deserves as much sympathy as The Southern Hardware 
Jobbers’ Association! To get back to my original prop- 
osition, when the principle of a law is wrong, everything 
that flows forth from that law will be wrong. 
* * * 


In England I am convinced that in these trade mat- 
ters, they are wiser than we are. In England they fully 
realize that a profit must be had in business. They are 
willing for the merchant to have a fair and reasonable 
profit. There are trade boards in England where the 
prices of the manufacturer, the prices to wholesalers 
and the retail prices to consumers on goods are all 
fixed. The British Government have experts who sit 
on these boards and the Government, representing the 
people, have the right to establish fixed prices. These 
prices are maintained in the trade guilds and associa- 
tions by agreements that, in this country, would make 
them outlaws, but that are accepted in England by the 
Government and people as being entirely reasonable 
and satisfactory. 

This is true, not only of England, but of other Eu- 
ropean countries. In other words, a profit on a sale is 
recognized by the law as being essential. The man who 
destroys this profit is just as much an enemy to society 
as the man who would ask an exorbitant profit. The 
whole question that this Anti-Trust Law should seek to 
cover, in my opinion, is, WHAT IS A REASONABLE 
PROFIT? On this principle, the law should be based. 


e® 2 


Now, let us incidentally glance at some of the absurd- 
ities of the present situation. The Southern jobbers, 
being separate units in business, can not enter any 
agreement about prices, nor can they, as a unit, ask 
manufacturers to do or not do certain things against 
their interests. This is because they are separate units. 
On the other hand, if the Southern jobbers should form 
themselves into a line of chain wholesalers, they would 
be one unit, they could make whatever prices they 
pleased in their chain and, as a chain, could make any 
suggestions they pleased to manufacturers! 

* . * 


From the injunction, I gather that the Southern 
jobbers have requested manufacturers only to ship 
goods direct to the warehouses of buyers. This is to 
stop direct shipments. The reason they desire to stop 
direct shipments is, to state an absurd case, if a jobber 
with his business in San Francisco should decide to 
place a salesman in the state of Connecticut, he could 
give this salesman a long list of goods that Eastern 
manufacturers would ship direct to retail dealers in 
Connecticut. Therefore the San Francisco jobber, with- 
out carrying any stock in Connecticut, could have his 
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Open Season For Hunting Equipment is Here 


Now Is the Time Sportsmen Are Replenishing Their Hunting Kits. Let Them Know 
You Are Prepared to Meet Their Demands. The Best Way to Tell Your 
Sales-Message Is Through Timely, Unified, Attractive Window 
Displays. Use Your Windows to Decoy the Hunters to 


Your Store 


By Charles P. Catlin 


AKE the opening of the hunting season open 
M for you a season of greatly increased sales 

and profits and new customers. Bag your limit 
of hunting equipment sales. 

There’s many a man in your town or the country 
nearby who thrills to the whistle of ducks’ wings or the 
whirr of a rising grouse. Make “open season” lead his 
footsteps to your door— 
and your display of hunt- 7. 
ing equipment lead his f 
money into your cash reg- i aE LN 
ister. eS Se 

Now is the time for you 
to cash in on one of man’s 
oldest instincts, as old and 
as new as autumn itself, 
the love of the hunt. 

When you tear from 
your calendar pad _ the 
sheet for August, “open. 
season” commences on the 
following game birds and 
animals in the following 
states: 

Squirrel: California, 
Delaware, Illinois, Iowa, 
Maryland, Virginia. 

Dove: Arizona, Arkan- 
sas, California, Colorado, 
Delaware, Idaho, Illinois, 
Kansas, Kentucky, Mary- 
land, Nevada, New Mex- 
ico, North Carolina, Okla- 
homa, Tennessee, Texas, 
Virginia. 

Rail: Alabama, Arkan- 
sas, California, Colorado, 
Delaware, Georgia, Idaho, Indiana, Kansas, Kentycky, 
Maryland, Massachusetts, Mississippi, Nevada, New 
Hampshire, New Jersey, New Mexico, North Carolina, 
North Dakota, Oklahoma, Pennsylvania, Rhode Island, 
South Carolina, Tennessee, Texas, Virginia, Wyoming. 

Yellowlegs: Arkansas, Connecticut, District of Colum- 
bia, New Mexico, North Carolina, Oklahoma, South 
Carolina, Tennessee, Texas. 

Since the middle of August sportsmen in Delaware, 
Maryland, Massachusetts, New Hampshire, New Jersey, 
New York, Rhode Island and Virginia have heen 
spending days of glorious sport trying to bag the game 
limit of yellowlegs. 

If your store is located in one of these states, you 





Cash in on one of man’s oldest instincts, the love of the 
hunt and out-of-doors 


have either profited already from meeting hunters’ re- 
quirements or else now have been losing a splendid sales 
opportunity. 

Before the month is over—on September fifteenth or 
sixteenth—the season will open on rail in Illinois, Iowa, 
Maine, Michigan, Minnesota, Missouri, Montana, Ne- 
braska, South Dakota, Eastern Washington and Wiscon- 
sin and on yellowlegs in 
Colorado, Illinois, Indiana, 
Iowa, Kansas, Kentucky, 
Maine, Michigan, Minne- 
sota, Missouri, Montana, 
Nebraska, Nevada, North 
Dakota, Ohio, Pennsyl- 
vania, Vermont, Eastern 
Washington, Wisconsin 
and Wyoming. 

You are well posted, 
probably, on the game 
laws in your locality. You 
may even sell hunting and 
fishing licenses. Many 
dealers who stock hunting 
and fishing outfits find it 
highly profitable to serve 
their customers in. this 
way. But “the world 
needs to be reminded as 
well as informed”; so it 
may be that this informa- 
tion concerning the dates 
of the opening of the va- 
rious hunting seasons will 
be of service to you. 

For the same reason, 
we suggest that when the 
game season opens in your 
community, you place a placard in your window remind- 
ing passersby of the date the season opens and the fact 
that you carry the items they will need for hunting this 
kind of game. . 

Thousands of sportsmen throughout the country find 
the greatest sport of their lives in countering their wits 
and marksmanship against the puzzling ‘“corkscrew’’ 
flight of the jacksnipe. They can begin enjoying this 
sport on September fifteenth or sixteenth in Colorado, 
Iowa, Kansas, Maine, Massachusetts, Michigan, Minne- 
sota, Missouri, Montana, Nebraska, Nevada, New Hamp- 
shire North Dakota, Ohio, South Dakota, Vermont, Wis- 
consin and Wyoming, and on October first in Con- 
necticut, Idaho, Illinois, Indiana, Oklahoma, Oregon, 
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Pennsylvania, Rhode Island, Utah, and Washington. The 
same dates hold good, also for Wilson snipe. 

Remember—“Open Season” is an “Open Sesame” to a 
treasure-cave of profits for hardware merchants who 
stock, feature and attractively display the items hunters 
need to complete their outfits from firearms and am- 
munition to lanters, flashlights, camp stoves and alarm 
clocks. For rabbit hunting and most upland and water- 
fowl hunting dogs are used, and the dogs need collars, 
collar padlocks, leashes, muzzles and possibly harnesses. 
If you carry any or all of these items, here’s your oppor- 
tunity to push their sale. 

Brrrr-Whiz! A covey of quail is apt to explode like a 
bomb from almost under your feet. Tramping through 
the autumn fields after a pair of good dogs in quest of 
these luscious morsels is many a man’s idea of the 
very happiest way in which he can spend his days. 


Red Blood Starts Pounding 


The drumming of the grouse sounds a reveille that 
starts the red blood of many thousands of sportsmen 
to pounding a joyous response when the season opens— 
which is October first in Colorado, Maine, Nebraska, 
New Hampshire, New York, Vermont and Wyoming. 
Many a man asks for nothing better to hunt than the 
ruffled grouse, that feathered cannon ball of the forest 

That odd-appearing and oddly-acting game bird, the 
woodcock, also counts his tens of thousands of followers 
—gun in hand. October first is the day eagerly looked 
forward to and long and carefully prepared for by the 
devotees of woodcock-hunting in Indiana, Iowa, Maine, 
Minnesota, New Hampshire, New Jersey, New York, 
North Dakota, Ohio, Pennsylvania, Vermont and Wis- 
¢eonsin. 

When the ducks start flying south—and they are even 
now on their way, etching their great V’s on the sky— 
sportsmen throughout the length and breadth of these 
United States start getting their outfits ready, cleaning 
their old guns or buying new guns, laying in a supply 
of shotgun shells, making sure their equipment is com- 
plete and in good order. 

They want to be prepared to meet the battalions of 
the heavens and the waters, the great winged army of 
ducks and geese, when their “quawk-quawk” and “honk- 
honk” summon to the fray. The call is sounded as early 
as September sixteenth in Colorado, Iowa, Kansas, 
Maine, Massachusetts, Michigan, Missouri, Minnesota, 
Montana, Nebraska, Nevada, 
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vacuum bottle to hold the steaming coffee that seldom 
tastes so good as in the blind, an air cushion seat to 
keep ’em comfortable while waiting for the fun to com- 
mence, duck calls, decoy ducks, hunting coats—these 
are only a few of the items needed. To reach the blind 
a boat will probably be needed—and in connection with 
the boat oars, oarlocks or an outboard motor. You carry 
some of these items in stock. You may carry all of them. 
The ducks bring with them the opportunity for you to 
move all these items that you do carry. Let the duck- 
hunters bag the ducks—you bag sales. 

Are these items needed only by duck-hunters? Not by 
a long shot! No, siree! The needs of their fellow sports- 
men who prefer hunting other kinds of game are equally 
manifold, equally pressing and equally profitable to 
you. 

Ever since the first man threw the first stone at some 
prehistoric bird or animal, red-blooded men have been 
interested in hunting outfits, eager to see and to try 
whatever’s new, thrilled by the desire to add even 
greater pleasure and success to their hunting trips. 
Half the fun for sportsmen in hunting is the equipping 
—and extra profits for you. 


Be Prepared 


Now’s the time sportsmen are replenishing their 
hunting kits. Let them know you are prepared to meet 
their demands. They will add those items that are al 
ways lacking if you let them know you carry the very 
things they’ll need and have a wide variety. 

The best way to “tell the world” of sportsmen your 
sales-message is through timely, unified, attractive win- 
dow displays. Use your windows to decoy the hunters to 
your store. 

Sportsmen wouldn’t bag any game if they did not go 
out after it. A window display of hunting goods is the 
trail you must follow to get their business; an attrac- 
tive display is a trail money will be sure to follow from 
their purses to your register. They wouldn’t get many 
ducks with an air rifle. To get your full share of their 
business shoot an effective weapon. Your window is 
your gun. Shoot straight at the passerby’s eye with a 
window display that will convince him your store is 
headquarters for hunting equipment. 

If you take advantage of “Open Season,” your cash 
register will be opening constantly to receive more 
money, and it will ring continually a tune as welcome 
and cheering to your ears 
as is the the banging of their 





New Hampshire, North Da- 
kota, Ohio, South Dakota, 
Vermont, Wisconsin and 
Wyoming. Only until Octo- 
ber first do their brother 
sportsmen have to wait in 
Connecticut, Idaho, Illinois, 
Indiana, Oklahoma, Oregon, 
Pennsylvania, Rhode Island, 
Utah and Washington. The 
time of waiting is spent in 
preparation. 

The requirements of duck 
hunters are various and va- 





Duck Season 
Opens 


September 15 
Get Your Equipment Here! 


guns to the ears of sports- 
men. 

In my opinion there is not 
sufficient division of selling 
in the average hardware 
store. It frequently hap- 
pens that when a customer 
enters a hardware store for 
some specific item, which- 
ever salesman happens to 
’ greet him will attempt to 
make the sale despite the 
fact that some other man on 








ried. An alarm clock to get 
‘em up early and into the 
duck-blind before sunrise, a 


Announcements of this type prominently displayed 
will help stimulate your sales in sporting and out- 
door equipment 


the floor may have long 
specialized in that particu- 
lar merchandise. 
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Question: Is there any way in which the rattle of 


loosely fitting window sashes may be overcome with- 
out interfering with their action? R. MacD., New 
Orleans, La. 

Answer: Sashes sometimes fit so loosely, especially 
in old buildings, that they rattle annoyingly when 
there is a strong wind. In order to overcome this 
there is made what is known as a “side sash fastener” 
having a decided eccentric movement. It may be 
placed on either the sash or on the top bead. When 
a small lever is turned it binds the sash in such a 
way that it cannot rattle. For extra security there is 
a small “sash bolt” made to be placed on the top of 
the lower sash. The bolt may be projected into a flat 
strike on the side of the upper sash so that neither 
sash can be moved from its position. There are usual- 
ly three strikes with each bolt to be placed in differ- 
ent locations. This allows the sash to be slightly 
opened at top or bottom; at the same time they can- 
not be opened beyond the point fixed upon by the loca- 
tion of the strikes. 


Question: What is the meaning of the term “milli- 
ampere”? R. O., Cincinnati, Ohio. 

Answer: The prefix “milli” means one-thousandth, 
thus 1 milliampere means one-thousandth of an am- 
pere; millivolt, one-thousandth of a volt; millihenry, 
one-thousandth of a henry. The prefix “micro” means 
one-millionth. Kilo, means one thousand. 


Question: Can a home made radio receiver, utiliz- 
ing a patented circuit, and accepted on a trade-in, be 
legally sold? R. Z. B., Brooklyn, N. Y. 

Answer: A radio receiver, employing a patented 
circuit, cannot legally be sold except where the maker 
has been properly licensed, although we have never 
heard of any controversy arising over such a sale. 


Question: When was Isolantite first introduced into 
the United States? R. M., Baltimore, Md. 

Answer: Five years ago Isolantite was experi- 
mentally introduced in the United States. A plant 
was established at Belleville, N. J., within the New 
York metropolitan area. Production has since grown 
enormously. Isolantite is a highly refined ceramic, 
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the production of which starts with a chemically pure 
material in pulverized form, continues with delicately 
controlled hydraulic presses for ensuring definite 
density of blocks, bars, rods or tubes thus formed, 
followed by accurate machining to meet the same 
tolerances as are expected in metal working, and 
finally includes a precise heat treatment. Finished 
isolantite is snow white, with a velvety finish. It is 
accurately formed. It is an electrical insulator second 
to none, which accounts for its extensive electrical 
and radio applications. Isolantite has the hardness of 
precious stones. It resists exceptional wear, intense 
heat, sudden temperature changes, and all commercial 
acids, alkalis and solvents. Isolantite was developed 
during the World War, in fact, when the Allied air 
forces were seeking a satisfactory insulating material 
for airplane engine spark-plug cores. 


Question: What is the diameter of standard small 
machine screws? R. K. H., Richmond Hill, N. Y. 

Answer: The following table will give you the in- 
formation you seek: 


STANDARD. MACHINE SCREWS 
Dimensions of threads in inches. 


NATIONAL STANDARD THREAD 
Major Diameter 


No. Threads perInch Maximum Minimum 
2 56 .0860 .0820 
3 48 .0900 .0946 
4 40 .1120 1072 
6 32 .1380 1326 
8 32 .1640 1586 

10 24 .1900 1834 

12 24 .2160 .2094 

% 20 .2500 .2428 

5/16 18 .3125 .3043 

3/8 16 .3750 3660 


Question: Have you any figures showing the life of 
the average automobile? G. G., Paterson, N. J. 

Answer: The average life of an automobile is esti 
mated at 7.03 years as compared with 4.6 years in 1920. 
Available statistics indicate that Fords have a longer 
average life than heavier cars. The replacement mar- 
ket is estimated at 2,063,000 in 1927 and 2,341,000 in 
1928. If the annual production of motor cars is taken 
at 4,000,000, it is expected that there will be a registra- 
tion of 29,000,000 cars in 1930. 
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An All Year Toy Department Will 
Build Profits and Prestige 


Many Hardware Merchants Are Convinced That a Toy Department Is a 
Valuable and Profitable Addition to Their General Lines— 
Only Recently Have the Possibilities of the Toy 
Trade Been Appreciated 


hardware! 

“Our toy department was installed about 
fifteen years ago and we are now doing about $35,000 
a year in this line.” 

So writes M. J. Stahl, of Stahl’s Hardware, of 
Lansing, Mich., one of the finest retail hardware stores 
in the country. This has not been the experience of 
Mr. Stahl only, but of practically every hardware mer- 
chant who has made persistent and intelligent efforts 
to capture the trade of the little folks. Dealers are 
coming more and more to realize that if they want to 
have the largest and most successful stores in their 
communities they must adopt methods that will give 
them. the desired position and prestige. 

While it is true that many hardware merchants 
long ago sensed the fact that “toys are a wonderfully 
profitable addition to hardware,” as Mr. Stahl puts 
it, it is only within comparatively recent years that 
they have fully appreciated the possibilities of the 
present day toy trade. 


OTD nara are a wonderfully profitable addition to 


Methods That Have Built Toy Sales 
In developing its toy business to very satisfactory 
proportions, Roy D. Brierly, of Beaver Falls, Pa., has 
found it highly desirable to make use of a children’s 
playroom, containing a sand box and numerous toys 
to delight the hearts of the little folks. 


Around the 


sand box, literally filled with children, other boys and 
girls move in endless procession. Overhead and wall 
lights have been placed with an eye singly to their 
maximum effects. Almost every mother in Beaver 
Falls who was forced for obvious reasons to take a 
child along when she went shopping, slipped into 
Brierly’s basement and deposited her youngster there. 

This method, as might naturally be expected, has 
resulted in substantially stimulating the sales of toys 
and has made many regular hardware customers out 
of parents whose interest in Brierly’s was created by 
their youngsters’ interest in Brierly’s toys. 


Christmas in the Offing 


Christmas and the Holiday trade are not far off. 
This is a good time for the hardware retailer who has 
not previously handled toys to break into the game. 
It will pay him to consider that selling dependable 
merchandise to a youngster is one of the surest ways 
of making him a life-long customer. The merchant 
should also remember that his community should be 
able to buy from him a complete line of toys. Don’t 
forget that window displays attract the young and the 
old, and are among the merchant’s best mediums for 
bringing that increased trade into the store which 
swells profits and makes him feel at the end of the 
year that operating one of the best hardware stores 
in his community is not such a thankless job after all. 
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OY sales amounting to $35,000 yearly 
are made in this splendid toy depart- 
ment of Stahl’s Hardware, Lansing, 
Mich. This department was installed 
about fifteen years ago, and in the 
words of F’. Stahl, “Toys are a wonder- 
fully profitable a ry to the hardware 
ine” 
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HE entire second floor of 
the building housing 
Stahl’s Hardware, Lansing, 
Mich., is devoted to toys. 
The department, views of 
which appear above, occupies 
a space of 33 by 100 feet, and 
is one of the most progres- 
sive toy departments in the 
country 
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The | wenty-four Murrays Work 
and Live ‘Together 


“Father had two big ambitions,” says Bob Murray: “One was to make his family 
a unit, and the other was to establish a store that would sell everything 
farmers needed’—In the mountain town of Honesdale, Pennsylvania, 
the elder Murray's wife, sons, daughters, and children-in-law 
have made his dream a reality 


By Sherman Gwinn—in the American Magazine 


the Murray store, and by telling you how the Mur- 

ray family of Honesdale, Pa., buil€é up in this 
little mountain town of a few thousand people a hard- 
ware business of half a million dollars a year. Or I 
might picture to you how farmers drive ten, thirty, 
fifty miles over rough mountain roads in order to buy 
what that family has to sell. 

On the other hand, I might tell you of the Murray’s 
“Big Party,” an event in which a whole countryside 
has participated every spring for fifteen years, until 
it has taken on the proportions of a county fair. 

But I prefer to tell you first what Bob Murray, eldest 
son of the family, told me about a one-horse carriage 
with yellow and black trimmed wheels. 

I came across this carriage on an upper floor of the 
Murray warehouse. It was one of those topless, single- 
seated models with a shiny patent leather dashboard 
known twenty years ago as a runabout. All around it 
in the warehouse were modern plows, binders, threshing 
machines, gaso- 
line engines and 
pumps, home 
dynamos, bath- 
tubs, furnaces. 
In such com- 
pany the car- 
riage didn’t be- 
long. It was a 
relic of a bygone 
age. 

Bob Murray 
placed his hand 
on one of the 
gaily painted 
wheels, as if he 
held a_ strange 
regard for that 
out - of - date 
vehicle. 

“Not so many 
years ago,” he 
said, with a 
smile, “you 
could have come 
here and found 
two hundred 
light carriages 


| MIGHT begin by relating the amazing history of 





These are the men who run the Murray Bros. store in Honesdale, Pa. 
In the accompanying article, Bob, the eldest brother, tells how the family 
has built up an amazingly big business in a small town. From left to right 
the men are Phil Murray, Jake Demer, Eben Keen, Quint Murray, and Bob 
Murray. Demer and Keen are brothers-in-law of the Murray boys. 


like this in our warehouse. Today this is the only one 


we have.” 

“Then this carriage,” I said, “remains as an emblem 
of lost business, a slice cut from your profits.” 

Murray’s eyes twinkled. 

“No, sir,” he corrected. “It stands here as an em- 
blem of business gained! Our sales today on automo- 
bile accessories are twice the amount that we for- 
merly made from the sale of carriages!” 

He continued: ‘When the miners of the anthracite 
coal fields, thirty miles from here, went on strike, we 
stocked up with wood saws and engines for farmers 
who, because of the strike, had to burn wood instead 
of coal in their stoves and furnaces. And we profited, 
just as we profited from the passing of the carriage. 

“One thing goes. Another takes its place. The 
biggest thing we’ve done here—the starting of our 
annual ‘Big Party’—was forced on us by adversity, 
and the threat of getting licked. I’m not trying to 


preach, but I’m giving you our experience hot from the 
pot, when I say 


that every fail- 
ure has its com- 
pensating  suc- 
cess, which by 
double-quick ac- 
tion you can 
catch by the tail 
as it whisks 
around the cor- 
ner. We’ve 
found that out 
right in this 
small town, a 
town that you 
could lose in a 


single New 
York City 
block.” 


That, in fact, 
is the keynote 
of the story of 
the Murrays. 

Let’s go back 
a ways. Philip 
R. Murray, the 
father of the 
family, was a 
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A family gathering at Mother Murray’s home, at Honesdale, Pa. 


farmer. He wasn’t an ordinary farmer; neither was 
he an ordinary father. His two hundred and sixty 
acres on Cherry Ridge, two and a half miles from 
Honesdale, were among the best kept in Wayne County. 
He was builder of one of the first silos in that part 
of Pennsylvania, introduced and raised short-horn 
gray Durhams in the county as early as 1880, and even 
before that had started farm records of experiments 
in soil cultivation and accounting. 

“Father had two big ambitions,’ Bob Murray told 
me. “One was to own a store in which could be bought 
everything for the farm. The other was to make the 
Murray family of four boys and three girls a unit 
which would stand as one. 


An Old Prophecy 


“In those days, if you broke a piece of farm machin- 
ery you had to send away to get the repair parts. That 
meant that the machine stood idle until they arrived. 

“ ‘Tf ever I own a store,’ Father would fume on such 
occasions, ‘it’ll have in stock everything for the farm. 
When a farmer wants something, I don’t care what, 
he’ll be able to get it at my store.’ 


“Forty years ago father founded this store, and that 
is our slogan today,” added Bob Murray quietly: 
“‘Everything for the Farm.’ It’s painted in letters 
three feet high on our warehouse, and it’s as true a 
slogan as we can make it. 


A Big Family 

“As to that second ambition: Our sister Rita died 
in 1911, Brother Fred in 1914, and Father two years 
later. But the five of us who are left—the two girls 
through their husbands, Jake and Eben—and Mother, 
all are actively identified with the business. Not one 
ever left Honesdale or separated from the rest; and 
that isn’t because there weren’t opportunities to do so. 

“We are a pretty big family now: Mother Murray, 
the five children, with their wives and husbands (the 
youngest son is unmarried), and fourteen grandchil- 
dren, of whom ten are boys, making twenty-four in 
all. And we all live within two blocks of each other 
here in Honesdale! We are as near to being a unit as 
a family can be.” 

“Ever fight?’ I asked. 

“We’re too busy to fight,” answered Murray. 
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On the farm—which was owned by the Murrays for 
fifty years and not disposed of until after the father’s 


death—the seven youngsters lived a happy, healthy . 


life. They all attended the country school. The boys— 
Bob, Phil, Quint, and Fred—did chores about the place, 
while Maude, Rita, and Vera cooked, canned for the 
winter, and ran the family sewing machine. Nobody 
shirked. 

An outline of their early training, and my first 
glimpse of why this family remained a family, I ob- 
tained from Mother Murray. She lives now in a big 
brick house, one of the finest in Honesdale, and Bob 
and Quint and their families live in the same house, 
but a stone’s throw from the store. The Murray par- 
ents had some decided ideas about rearing children, 
old-fashioned ideas, perhaps, but they worked. 

Mother Murray is sixty-eight, and looks fifty. She 
is a leader in the county. She knows her sons’ busi- 
ness, and sits in council with them on their problems. 
During the war, when Quint was in France, Phil, Jake, 
and Eben were in the Home Guard, Bob was the dis- 
trict food administrator and the store force otherwise 
depleted, Mother Murray got behind a counter and sold 
hardware and farm supplies with the best salesman on 
the pay roll. 


Mother Murray 


The day I saw her was one of those half-dark, half- 
bright days which are neither one thing nor the other. 

“I wish it would make up its mind to rain and rain 
hard, or to shine and shine hard,” said Mother Murray. 
“I don’t like these half-way-between days, nor half-way- 
between troubles, nor half-way-between friends. I dis- 
like things half done!” ‘ 

That is Mother Murray. | 

She taught her children discipline, and obedience; 
and never spanked one of them! 

“A child doesn’t need to be spanked,” she told me. 
“It will seldom need punishment of any kind beyond a 
rebuke, if you teach it obedience at the right age, 
which is between six months and a year. I had no 
trouble with my children, because I taught them the 
meaning of obedience at the right time. 

“How did I teach them? Not by any rules! No two 
children are alike. I tried to study each child sepa- 
rately. Personality is just beginning to evidence itself 
in a child as it nears its first birthday, and then it is 
easiest to guide. What I tried to do was to develop 
to the utmost the good in my children. They weren’t 
perfect by any means; they had their faults, and have 
today. But by striving to make their yirtues predomi- 
nant, their faults were outbalanced. 

“Then there is the matter of example. We had no 
family arguments at our table. If I did something that 
Mr. Murray didn’t like, he told me about it in private. 
And if I disagreed with him on any matter, I took it 
up when we were alone. 

“Before Mr. Murray hired a farm hand he reminded 
him that we had a family of growing children about 
the place. 

“Tf you’ve got to swear,’ he would say, ‘do it behind 
the barn, and not in the dooryard. And if you’ve got 
to lose your temper, lose that behind the barn, too.’ 

“A good fight or a good swear word may have its 
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place, but that place isn’t in a home of growing chil- 
dren.” 

On Sundays, after the whole family had been to 
church, and had eaten their mid-day dinner, they met 
in the big living room. Fred sang. Bob could play 
the violin and mandolin, Phil the guitar. Quint was 
also a violinist. Each of the girls played one or more 
instruments, so that all seven got into the orchestra. 
The old-time hymns and other favorites were played 
and sung, while Mother and Father leaned back and 
listened, or joined in the choruses. 

Evenings, too, after the week-day work, the family 
gathered in that comfortable old room. No cut and 
dried sessions were these but genuine, eager get-to- 
gethers, at which notes of the day’s activities were com- 
pared, plans formulated, problems discussed. 

“Father never took the attitude,” Bob explained, 
“that we youngsters were too young to understand 
important matters. The store of his dream was now 
under way, and I, having left school, was helping him 
out there. It was always ‘our’ store, ‘our’ farm, and 
‘our’ family with Father. . 

“When our neighbors asked us boys what we were 
going to do when we got big we never hesitated over 
the answer. It always was, ‘Help Father.’ That seemed 
about the biggest thing we could do. 

“I believe it was the biggest thing in our minds:. 
because Father’s interest was in his store. And as he 
talked about it in those pleasant evenings at home we 
saw with him a store in which a farmer could get 
everything he wanted, and get it quick; a store in 
which his problems would be handled by experts who 
could advise him to his advantage; in short, a store 
which would have its influence on this whole north- 
east Pennsylvania country. 

“The point is this, I think: If my brothers and I 
had simply seen ahead a humdrum job of clerking in 
a hardware store, Honesdale would never have held us 
long. Father knew that. Therefore he cut out for 
us a big job—the job of making a small town yield us 
a big city business, through big business methods. For 
instance, when he put me to selling fertilizer, he sent 
me out with a horse and buggy after orders, and forth- 
with made me a salesman instead of a clerk.” 


New York Offer 


When Bob Murray was eighteen he went to New 
York to consult with the manufacturers of the ferti- 
lizer he was selling. He had become such a good sales- 
man that the New York house made him what was then 
a very flattering offer, twelve hundred dollars a year 
and all expenses. 

“I was only to work nine months a year and get paid 
for twelve,” Murray related. ‘Father was paying me 
but fifty dollars a month. I felt so big on the way 
home that the train was scarcely large enough to hold 
me. 

“That night I told Father about it. 

“‘Tt’s a good offer,’ he agreed. ‘I’ll think it over.’ 

“Next morning he called me to him. ‘I’ve decided, 
Bob,’ he said, ‘that if you are worth one hundred 
dollars a month to that New York company you are 





(Continued on page 98) 
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Young Blood in Old Ideas 


The Story of a Youth of 24 Who Incorporated Old Ideas 
to Make New Business 


By “Bill” Tighe 


conventions is the good fellowship that prevails 
among the kindred spirits assembled. 

But conventions are the concentration of the best 
in personal talent and the most modern in production, 
men and material; making and marketing and manag- 
ing methods. The records of convention sessions are 
filled with history of past experiences, and optimism 
for the future, with admonishings and lessons given 
in all phases of the business. 

Will Smith of Massina, N. Y., realizing this from 
his own experience attending many conventions, 
brought his son, whom he recently made a partner in 
the business, to the spring meeting of the New York 
State Retail Hardware Dealers, so that he might get 
whatever benefits he could from the sessions. 

Young Lloyd Smith graduated from Syracuse Uni- 
versity in 1924 where he made his major subjects ad- 
vertising and selling. With one year of experience serv- 
ing the Standard Oil Company, he learned much of 
office routine, consumer contact, and dealers’ efforts to 
secure business. 


What Has Been Done 


At the convention Young Smith attended the con- 
ferences and lectures. He visited the booths of exhibi- 
tors, made up his mind on several things, one of which 
was an addressograph machine, and after consulting 
his father placed an order for a complete equipment. 

Now that convention season is over this young mer- 
chant reports what he has done, is doing, with the ideas 
he has gathered. 

First—The addressograph equipment is the basis for 
the W. L. Smith Store News; the important part of the 
plan of execution is keeping 

Me 


iz is often said the greatest good that comes from 


life in the mailing list. A 
list has been compiled and 
classified so that its use is 
efficient and economical. The 
cost of this installation has 
been included in this year’s 
budget. 
Second—Publication of the 
Store News has proved that 
investment of time and 
money in this effort brings 
in handsome returns no 
other way secured. Before 
putting this idea into execu- 
tion he consulted local news- 
paper publishers, John Foley 
of the N.Y.S.R.H.D. Assn., 











local postmaster. The first sheet cost fifty-six dollars, it 
has been changed several times and now costs one hun- 
dred dollars. 

Third—A study of the people who constitute his mar- 
ket showed a large proportion to speak French with cus- 
toms different from Upstate Yanks or French Canadians, 
and that they like to be specially appealed to. The lesson 
learned has been put into practice. 

Fourth—Letters written in French and the employ- 
ment of one of their own kind to call on them to solicit 
business and attend to their needs at the store. 

Fifth—Canvassing, not to be outdone by the in- 
veterate canvasser from out of town, he has one of his 
salesmen spend part of his time out in the territory; 
the practice of this man is similar to that of the whole- 
sale traveler, he makes his trips regular calling upon 
customers and prospects. 

Sixth—Store fixtures; from a convention talk on store 
fixtures, Lloyd got a number of ideas which he started 
to put into effect as soon as he returned from the con- 
vention. He drew up measurements for wall and floor 
counter displays, some of which he made himself; 
others he bought or had made. 


Influence Evident 


Results—from these few improvements the results can 
be only generalized due to the accumulated influences, 
but specific in class to base the following comments he 
makes: “The first Store News caused us to sell out the 
leader in a few hours with considerable other business 
done, and we are still getting business from that issue. 
The second paper was not so good for immediate sales 
but its influence is very evident by the people referring 
to it. People who receive the paper believe our prices 
are lower than other mer- 
chants’, though we do not cut 
any price, the leader is 
priced low but is above cost.” 

“Since putting in some 
display tables as shown at 
the convention and making 
changes in the window, we 
find the people realize we 
are progressive. Our cus- 
tomers are better pleased 
and it has shown on our own 
pleasant reaction from the 
increased business. Our 
French canvasser states that 
the people whom he calls 
upon are familiar with the 
News and French letters 
which they like to receive, 

















John Brewster,. formerly 
professor of advertising at 
Syracuse University and the 


With Youth at the helm and Experience at his elbow 
many a business craft is kept off the rocks of failure 





(Continued on page 105) 
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R. J. Atkinson at his desk explaining how he indexes all the hardware catalogs kept on the shelf behind the desk 


R. J. Atkinson’s New Hardware Store 
Reflects His Thirty Years in the Business 


salesman, 
bushy 


HIRTY years ago a young jewelry 

wearing a derby hat and sporting a 

moustache, took his wife for an afternoon out- 
ing on the Hudson River. A fondness for tools, things 
mechanical, revair and construction parts prompted 
him to bring a current copy of a hardware trade 
journal. In it he read a success story based 
on the experience of Chas. Brown, San 
Francisco hardware merchant. The story 
flamed into action a deep rooted desire to 
forsake jewelry for hardware. The young 
jewelry salesman then and there decided 
to become a hardware merchant. 

With a gross capital of $750, R. J. At- 
kinson (for he was the young jewelry 
salesman, with the derby hat and bushy 
moustache) opened a hardware store at 
1234 Broadway in Brooklyn, N. Y. The 
opening day was Februarv 9, 1896, a few 
months after the autumn outing on the 
inspiring Hudson River. 

The store wasn’t very large, neither 
was the stock. In fact, when it came time 
to throw open the doors, R. J. was worried 
at the larre amount of blank svace on the 
shelver. He delved into hardware catalogs 
looking for something cheap and bulky, 











One of the unusual re- 
volving display boards 
made by -Mr. Atkinson. 
Both sides are used for 
small mer- 


displaying 
chandise 


and decided that ten cent beer growlers (these were 
pre-Volstead days when such articles were in demand 
and daily use) would do the trick. A full gross of 
growlers was ordered and placed on the shelves. Wher- 
ever you might look you would see growlers filling up 
the empty spots. 

Cash sales totalled $10.53 the first day. 
In those days that was fair volume. Suc- 
ceeding days sales ranged from $1.08 to 
$3.43 and sometimes $4.52. The high 
mark in daily sales during the first year 
was $130, which included the sale of two 
bicycles. These figures make a most inter- 
esting contrast with 1926 records. The 
present Atkinson stock of electric fans 
alone exceeds the $750 mark, which had 
covered the entire initial stock investment 
in 1896. 

The former jewelry salesman 
destined for a successful career as a mer- 
chant. His code of business ethics, his 
desire to give honest service and energy, 
combined to place his store in the fore- 
ground. He moved into a larger store in a 
few years and then to corner store at 
Broadway and Quincy Avenue. Three 
months ago he moved into a three stcry 


was 
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Atkinson’s Store a Model in Layout 











HE pictures at the top 

of this page show the 
young lady in charge of At- 
kinson’s house - furnishings 
department. It is her dut 
to keep the stock assorted, 
complete and clean; and 
another view of the revolv- 
ing display boards in actual 

use, 


In the center, at the left is 
shown a general view of the 
tool and cutlery section on 
the right hand side of the 
store; At the right is the 
Atkinson paint department in 
front of the store, on the 
left side. A complete stock 
is kept on hand. 
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At the immediate left we have 
a glimpse of one of the open 
display tables, one of the 
high-lights of the new store. 
Each compartment is divid- 
ed by glass partitions. At 
the right is a general exteri- 
or view of the new store. 


nealeeeitelieteitbmtensteten en Bien eee 














68 HARDWARE AGE 


building, equipped with an elevator running from the 
basement to the top floor and with a stock chute run- 
ning from the street to the basement. 

Mr. Atkinson offers only one comment on the new 
store. He says “This is my idea of a hardware store, 
arranged to serve customers efficiently, promptly and 
to their satisfaction, and in such a way that running 
expenses are kept at a minimum. The layout is based 
on my thirty years of experience as a hardware mer- 
chant aided by my visits to hundreds of successful 
stores throughout the country.” 

The trade association idea appealed to R. J. early in 
life. He was one of the organizers of the Brooklyn 
Hardware Association and the Metropolitan Hardware 
Association and has served as president of each. He 
is a past president of the New York State Retail Hard- 
ware Association and for five years has been a director 
of the National Retail Hardware Association. Two 
months ago at the Indianapolis congress he was elected 
vice-president of the national association. 


Always Ready to Help 

His election to office in each of these organizations 
was the natural outcome of his interest and participa- 
tion in all activities calculated to improve retail hard- 
ware conditions. He has been among the first to avail 
himself of new methods in stocking, accounting, dis- 
playing and selling hardware and is always ready to 
help solve the other man’s problems. 

The new store employs two girls and nine men. 
Some of the employees have been associated with the 
business for 25 years, helping to build it from a small 
start to an outstanding mercantile establishment. 
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The national vice-president is particularly fortunate 
in having two sons in business with him, fortunate 
because their temperaments and interests diverge, yet 
combined offer the basic qualities for conducting the 
business. Russell A., the older, tends to window trim- 
ing, sign painting, outside selling and to special ideas 
which help increase sales. Sidney devotes his energies 
largely to buying paints and electrical goods and is 
deeply interested in things mechanical. 


Cash Carrier System 


A cash carrier system is used. At each carrier 
station is a wrapping counter and telephone. The 
stations are located conveniently in different sections 
of the store. Each section is in direct charge of one 
man who is responsible for the condition of stock and 
for sales in that department. This does not mean that 
R. J.’s associates are prima donnas, for any one of 
them is equally qualified to handle any department. 
The departmental idea is used as the best means of 
dividing responsibilities and creating a definite interest 
for each employee. 

The office is in the rear of the store. Miss E. Atz 
has charge of bookkeeping and the filing of records. 
The office has an adding machine, bookkeeping ma- 
chine, phone switchboard and the change depot. 

Behind the boss’s desk is a very complete and well 
arranged catalog file. Each catalog is numbered if 
large and if small in size, is placed in a pigeon hole 
alphabetically sectioned. A smail note book indices 
the large and small catalogs, telling you at one glance 
where to find the descriptions of any manufacturers’ 


or jobbers’ lines. 





Down in the Atkinson basement is the wire cloth and poultry netting display and a combination measuring and cut- 


ting table with an automatic measuring device. 


On the right is shown the method used for receiving stock. The 


chute runs from the street to the base of the elevator 
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W. A. Eager to Head 
Merged Twist Drill 


Companies 
Merger of Whitman & Barnes, 
Akron, Ohio, and Detroit Twist 
Drill, Detroit, to Be Com- 
pleted with Formation of 
New Concern 


The merger of the Whitman & 
Barnes Mfg. Co., Akron, Ohio, and the 
Detroit Twist Drill Co., Detroit, makers 


of twist drills, etc., following rat- 
ification by the _ stockholders’ of 
both companies, will be completed 


by the incorporation of a new company 
known as the Whitman Barnes-Detroit 
Corporation which will have 100,000 
shares of no par value. The company 
will be incorporated with a Michigan 
charter and as soon as incorporation 
details are carried out a meeting of the 
directors will be held to complete the 
organization and elect the officers. 

W. A. Eager, president of the Whit- 
man & Barnes Mfg. Co., is slated for 
the presidency of the new company. 
Muir Snow, president of the Detroit 
company, will be vice-president, and 
Karl Kendig, secretary and treasurer 
of the Akron company, will occupy the 
same official position in the new or- 
ganization. 

The main office of the company will 
be located in Detroit. For the present, 
at least, both the Detroit and Akron 
plants will be operated. 





Curran Mfg. Co. Now 
Making Window Fasteners 


The Curran Mfg. Co., 98 Broadway, 
Astoria, L. I., has added to its line of 
manufactured products the “Winlock 
Fastners,” an automatic positive lock- 
ing device for windows making them 
rattle proof and adjustable to any de- 
sired position. William G. Curran is 
president of the company. 





Helgeson Joins Van Camp 


The Van Camp Hardware & Iron 
Co., Indianapolis jobber, is establishing 
a new department which is somewhat 
unique in its scope. For some time 
the company has realized that the prob- 
lems of the retailers concerned the 
wholesalers directly, according to C. B. 
Crets, vice-president and sales man- 
ager, and the work of the new depart- 
ment will be the study of these prob- 
lems and the rendering of assistance 
in solving them. 

C. W. Helgeson, for the past five 
years field secretary of the Indiana 
Retail Hardware Association, has re- 
signed that position to take charge of 
the new work. 
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L.R. Wittrock 


L. R. Wittrock Organizes 
a New Mfg. Concern 


L. R. Wittrock, formerly vice-presi- 
dent and sales manager of the Du-All 
Manufacturing Co., and after its merger 
with the Osborn Manufacturing Co., a 
special Du-All representative of the 
household brush line, has organized the 
firm of L. R. Wittrock Manufacturing 
Co., with headquarters of 7605 Lexing- 
ton Ave., Cleveland, Ohio, to manufac- 
ture a furniture polish and an auto- 
mobile cleaner and polish under the 
trade name of X-L-M-T. 

Mr. Wittrock, who heads the new 
concern, is well known throughout the 
hardware jobbing trade. 


T. R. Clendinen, Sales Mgr., 
Turner, Day & Woolworth Co. 


The Turner, Day and Woolworth 
Handle Co., Inc., Louisville, Ky., an- 
nuonces the appointment of T. R. Clen- 
dinen as sales manager, succeeding the 
late William F. Reuther, who was in- 
stantly killed by a bolt of lightning a 
few weeks ago while enjoying his vaca- 
tion near Montreat, N. C. 





New Mfg. and Jobbing House 
in Philadelphia 


Wimer and Miller, Inc., a new firm 
dealing in wholesale hardware and 
brass goods and also manufacturing 
brass specialties in grill work aac rail- 
ings, has taken over the three-story 
building at 47 North Sixth Street, 
Philadelphia, Pa. 

The members of the new organization 
are well known in Eastern Pennsyl- 
vania and New Jersey manufacturing 
and hardware circles. George C. 
Miller, president, has covered the terri- 
tory for more than forty years. Thomas 
C. Wimer, treasurer, and also a past 
president of the Philadelphia Hard- 
ware Association, has been in the busi- 
ness for thirty-two years, while William 
J. Smith, secretary, has been well 
known in the trade for eighteen years. 

The firm’s new building is complete 
with stock and fixtures and reflects the 
knowledge and experience of the offi- 
cers most favorably. 
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Andrew S. Lunn Dies 
in Auto Accident 
Near Altoona 


For 25 Years with James C. Lind- 
say Hardware Co., Pittsburgh— 
Dies from Injuries Received 
in Auto Accident While 
on Vacation 


Andrew S. Lunn died at the Spangler 
Hospital, Altoona, Pa., Aug. 13, as a 
result of injuries sustained in an auto- 
mobile accident near Altoona that day. 
Mr. Lunn was well known in the hard- 
ware trade throughout Western Penn- 
sylvania as he had been associated with 
the James C. Lindsay Hardware Co., 
Pittsburgh, for twenty-five years and 
much of that time had been on the road 
for that firm. He had been on his an- 
nual vacation which would have ended 
Aug. 14, and was driving with his 
brother-in-law on a hill near Altoona, 
Pa., when an automobile coming in the 
other direction in trying to pass an- 
other car forced the car in which Mr. 
Lunn was riding off the road and over 
an embankment. He was forty-one 
years old. 


Westinghouse Catalogue on 
Battery Chargers 


The Westinghouse Electric & Manu- 
facturing Company has just released a 
new catalogue on Rectigon Battery 
Chargers that is well written and is 


| complete with descriptions of the vari- 


ous types of Westinghouse battery 
chargers and their applications. The 
catalogue is divided into sections that 
describe the application, operation and 
construction of radio and private gar- 
age rectigon outfits, home and garage 
outfits, radio “B” battery charging at- 
tachments, telephone rectigon outfits, 
the 6-ampere, 75-volt rectigon outfit, 
and the 12-ampere, 75-volt rectigon 
outfit. 

This publication, catalogue 284, is 
well illustrated with halftone illustra- 
tions of the various types. It may be 
obtained at any of the district offices of 
the Westinghouse company or from the, 
publicity department at East Pitts- 
burgh, Pa. 
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American Fork & Hoe Co. 
Promotes J. C. Nicholas 


J. S. Nicholas has been appointed 
purchasing agent of the American Fork 
& Hoe Co., Cleveland. He had been 
connected with the company’s purchas- 
ing department. Seven new members 
have been added to the board of direc- 
tors. They are A. W. Ferguson, J. S. 
Nicholas, C. S. Wagoner, Oliver Essel- 
burn, and S. S. Chapin, all members of 
the company’s organization in Cleve- 
land. 
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Michiganders Have 
an Ideal County 
Organization 


Hardware Dealers of Montcalm 
County Boast a County Organ- 
ization—lInteresting and In- 
structive Meetings Are 
Held at President’s Call 


Montcalm County, Michigan, boasts 
of one of the very few county hard- 
ware associations in the United States 
and one that is almost a model of or- 
ganization. Started in March, 1916, 
with 18 charter members, it has grown 
in 10 years until 29 stores out of the 
31 in the 17 towns in the county are 
members. 

Meetings are held at the call of the 
president, and at first this meant about 
two gatherings a year, ‘but as the in- 
terest has developed the meetings have 
become more frequent, and last year 
there were eight. Usually the meet- 


ings, which are preceded by a dinner, | 


are held in Greenville, which is the 
largest town in the county, with a 
population of about 4500. 


These meetings have proved very in- | 


teresting and instructive, with each 
dealer frankly stating his problems and 
receiving advice from some other dealer 
who has met and overcome the same 
difficulty. Store methods and new kinks 
are discussed as well as questions im- 
portant to the whole county, such as 
the Farm Bureau, county agent, or- 
ganization of boys and girls’ calf clubs 
and cow-testing associations. If any 
dealer is overstocked on certain mer- 
chandise, it is brought out at the meet- 
ings, and usually the surplus is taken 
over ‘by some other dealer. 

A great deal of local credit informa- 
tion is exchanged both at the meetings 
and on the trips to them and home, 
for one dealer in a community, as a 
rule, transports the neighboring deal- 
ers in his car, and in the course of the 
ride they frankly exchange a surpris- 
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| ing amount of valuable credit tips. 


An annual picnic is held at one of 
the lakes in the county, and on that day 
every member locks the door of his 
store, puts a “gone to the picnic” sign 
in his window, and takes his clerks and 
his family out for a holiday. The trav- 
eling men calling on the various deal- 
ers are all invited to attend, and most 
of them accept. A _ hotly contested 
baseball game ‘between the retailers and 
the wholesalers has become an annual 
event. 

The present officers of the Montcalm 
County Retail Hardware and Imple- 
ment Dealers’ Club are: President, 
L. M. Sagendorf, manager of the 
Greenville Hardware, Greenville; Don 
Larry, of the Larry Hardware Co., 
Howard City, vice-president, and How- 
ard C. Prevette, manager of the Reli- 
able Hardware Co., Greenville, secre- 
tary and treasurer. 


Penn Hardware Mutual Passes 
Into the Control of Pasha 


At a recent joint meeting of the di- 
rectors of the Penn National Hardware 
Mutual Insurance Co., and the Penn- 
sylvania and Atlantic Seaboard Hard- 
ware Association, the management of 
the insurance company was transferred 
to the control of the Pasha. 

George C. Brown, Punxsutawney, 
Pa., vice-president, and Sharon E. 
Jones, Philadelphia, secretary of the 
Pasha, were elected president and sec- 
retary, respectively, of the insurance 
company. 

Through the new management the 
association is determined to make the 
Penn National an outstanding hard- 
ware mutual. 





John M. Hart Company 
Appoints T. E. Richards 


Thomas E. Richards, formerly New 
York district sales manager of the 
American Wire Fabrics Corp., has been 
appointed assistant sales manager of 
the John M. Hart Co., manufacturer of 
wire cloth, Old Colony Building, Chi- 
cago. 


\ 


f “ey 















































September 9, 1926 


Hardware Manufacturer 
Denies Charges of 


Trade Commission 


Wrightsville Hardware Co. Denies 
Violation of Section 5 of 
Federal Trade Commission 
Act in Manufacture of 
Hammers 


General denial of charges made in a 
Federal Trade Commission complaint, 
charging false and misleading adver- 
tising and branding in connection with 
the manufacture of hammers, is made 
in a reply just filed with the commis- 
sion by the Wrightsville Hardware Co., 
Wrightsville, Pa. The complaint al- 
leged violation of Section 5 of the Fed- 
eral Trade Commission Act by stamp- 
ing the words “cast steel” on a ham- 
mer made by the company, the metal 
part of the hammer of which, it is 
stated, is made of malleable iron. Also 
use of the words “cast steel nail ham- 
mer” was held to be misleading. 

The extensive reply of the company 
points out, in part, that “it has never, 
in so far as it knows, published or 
caused to be published any false or mis- 
leading descriptive statement of any of 
its products. The only ground of the 
complaint issued by the Federal Trade 
Commission herein is that respondent 
caused to be published in its catalog 
a pictorial representation of one item, 
namely, a hammer, which respondent 
advertised and sold as ‘cast steel,’ the 
commission charging that the product 
was not, in fact, steel. The tool metal 
in question was not manufactured by 
respondent, but was purchased and sold 
by respondent as cast steel. Respond- 
ent discontinued this item during the 
year 1925, and at the time of the com- 
plaint and answer herein neither ad- 
vertises nor sells the product com- 
plained of, as alleged.” 
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Department of Justice Makes A Good Showing 
Under Operation of Sherman Anti-Trust Law 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


during the past year under the operations of the Sherman 


[au Department of Justice is so proud of the record it made 


anti-trust law that it has come out with a statement on the 


subject. 


It pointed out that the showing made broke all precedents. 


The point also is made that this was due to the efforts of the De- 
partment to clean up cases long pending and to keep the slate as 
clean as possible. There can be no question that the bill of particu- 
lars as set forth in the Department’s statement makes a formidable 


showing. 


The statement carries a number of items of peculiar interest. For 
instance it showed for the first time the effect on the Department’s 
program of the decisions of the Supreme Court in the Maple Floor- 


ing and Cement cases. 


national trade association activities. 


These decisions legalized certain phases of 


The Supreme Court code had 


the effect of sidetracking and ditching seven cases which the De- 


partment had under way for prosecution. 


It was compelled by the 


decision to call off these cases and with or without its blessing to let 
the defendants go their merry way because the Supreme Court 
showed in the two decisions that they were not transgressing the 


laws of the land. 


Other features of the operations of 
the department under the anti-trust 
law included the practice of terminat- 
ing civil suits by the entry of consent 
decrees and the plan of proceeding 
against proposed combinations practi- 
cally in advance of their formation. A 
number of pending criminal cases, it 
was stated, were terminated by the 
entry of pleas of guilty and nolo con- 
tendere, and the imposition of fines. 
Among these was the Malleable Cast- 
ings case. The fines in this case, total- 
ing more than $200,000, brought up the 
total of fines imposed under cases set- 
tled during the year to $524,000. 

In the past year the department’s 
activities have been quite varied. They 
have been directed to so-called com- 
binations controlling bread, fish, poul- 
try, and all forms of groceries, build- 
ing materials, hardware, lumber, 


plumbing supplies and electric lamps, - 


and combinations in some of the com- 
forts and even luxuries of life, such 
as gasoline, cut flowers and cameras. 
Not only have the operations of the 
department been notable because of 
the diversity of commodities affected, 
but also because of the variety and in- 
tricacy of the questions presented. 

In the case against the several Stand- 
ard Oil companies and others for al- 
leged restraints on interstate commerce 
in so-called “cracked” gasoline, in the 
suit against the General Electric Co. 
involving the manufacture of electric 
lamps, and in the suit against the 
Porcelain Products Co. involving the 
manufacture of porcelain insulators, 
the department is attacking the com- 
binations based in whole or in part on 








alleged monopolies. This presents an 


interesting issue. 


The patent laws and the trust laws 
have different and, to some extent, con- 
flicting purposes, and the problem of 
reconciliation is an important and diffi- 
cult one. In these cases the govern- 
ment asserts (1) that combinations or 
pools of competing patents (as distin- 
guished from merely overlapping pat- 
ents) are violative of the law; (2) that 
the restraints, which may be legally 
imposed in licenses under patents or 
in sales of patents or in sales of pat- 
ented articles, must be no greater than 
are necessary to protect the patent 
monopoly; and (3) that, in any event, 
the patents relied on must be valid 
patents sufficiently broad in scope 
really to cover the production of the 
articles in question. 

Thus in both the “cracking” case and 
in the Porcelain case the government 
has alleged that the patents relied on 
are invalid. In the “cracking” case the 
government, by a supplemental petition, 
has charged that certain of the patents 
owned by one of the principal defend- 
ants was obtained from the Patent Office 
by fraud. 

“This does not mean that the gov- 
ernment is taking action that would 
discourage inventive genius by depriv- 
ing inventors of the fruits of their dis- 
coveries,” said the department state- 
ment. “It means that when a patent 
owner (seldom the inventor) sets up 
a patent as justification for acts other- 
wise in restraint of trade, the govern- 
ment will inquire into the validity of 
the asserted defense, and if it is found 
that the patents are not all that they 





are claimed to be, the government will 
proceed as it would in a case where no 
question of patent rights is involved. 

Another feature of the recent activi- 
ties of the department has been the 
effort to proceed against proposed com- 
binations in advance of their formation. 
The obvious advantages of this pro- 
cedure, it was stated, are (1) that it 
saves time and money in enabling the 
government to obtain a judgment upon 
a plan of consolidation without taking 
voluminous proofs as to the consum- 
mation and operation of the plan; and 
(2) that it permits the frustration of 
the plan without the necessity for long 
dissolution proceedings aimed at the 
segregation of properties already 
brought under common ownership. 

The records of the department show 
that out of a total of 111 decrees ob- 
tained by the government in civil suits 
under the anti-trust law, 67 were con- 
sent decrees. 

“It is plain, therefore, that the prac- 
tice is not a new one, but one that has 
been followed whenever appropriate 
since the enactment of the Sherman 
act in 1890,” said the department’s 
statement. “It has received an impetus 
during the last few years due to the 
increasing number and importance of 
the suits brought and the growing 
tendency to avoid litigation.” 


Like trade association rights and re- 
sale price maintenance, the subject of 
simplified practice has been discussed 
so much that there has been some con- 
fusion regarding it. So the question, 
What is it? arises. 

One of the clearest definitions has 
been given by Edwin W. Ely, assistant 
director, National Metals Utilization 
Committee, Department of Commerce, 
a zealot on the subject. 

Here is what Mr. Ely has to say: 

“Simplified practice means the re- 
duction of variety in sizes, dimensions 
and immaterial differences of every- 
day commodities as a means of elimi- 
nating waste, decreasing costs, and in- 
creasing profits and values in produc- 
tion, distribution and consumption. In 
short we have here the story of three 
men in a boat—the manufacturer, the 
dealer and the user of every day com- 
modities—the strokes of whose oars 
must be synchronized if the craft is to 
reach its destination with all hands 
safe and secure. Simplification is con- 
centration on sizes that are in greatest 
demand. bs evita Simplified 
practice is not standardization! It 
costs no money to stop making items 
which are seldom wanted, little called- 
for and therefore unnecessary.” 
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Hardware Sales [Improving—Prices 
Generally Firm—Collections 
Satisfactory 


resulting in an improvement in hardware sales throughout 


Moves generally favorable weather conditions are reacting, 


the country, according to reports from the various hardware market 
centers. During the past week the movement of both staple and 


seasonable items has increased. 


Despite the fact that it rained more than half of the month 
of August hardware sales for the month are expected to compare 
favorably with those of the same period last year. 

During the week prices were firm and with no tendency toward 
weakness. Where changes did occur they were mostly in the nature 
of minor readjustments. Collections are reported as satisfactory. 





Decline in Cost of Living 


The cost of living in the United 
States, which has been declining since 
November, 1925, from June to July 
decreased another eight-tenths of one 
per cent, and indications are that it 
may decrease further or at least re- 
main fairly stable for the next few 
months, according to the monthly study 
of living costs made by the National 
Industrial Conference Board, 247 Park 
Avenue, New York. 

While the cost of living has been de- 
clining since November, due principally 
to declining retail food prices, whole- 
sale prices have been decreasing ever 
since August, 1925, the average whole- 
sale price index for July of this year 
being 6 per cent lower than ,that for 
August, 1925. The decline in the aver- 
age cost of living since November, 
1925, has been 3.4 per cent, the Con- 
ference Board’s index for July being 
166 as against 171.8 in November. 

The decline in the wholesale price 
level during the current year has been 
practically world-wide as regards the 
principal industrial countries, the Con- 
ference Board points out. Exceptions 
are Belgium and France, where cur- 
rency inflation has caused prices to rise 
and has obscured the long time trend; 
Italy, where efforts are being made to 
balance the budget, and Poland where 
there have been recent governmental 
disturbances. 


Holding Power of Wood 
Screws 


The holding power of 10,000 screws 
driven into seven different kinds of 
wood is described in a new publication 
of the Bureau of Standards. Accurate 
data on this subject were needed ur- 
gently by industries using screws in 
construction and previous information 
was meager, uncertain and obsolete, a 





bureau statement said. The research 
was completed at the Bureau of Stand- 
ards by the use of specially equipped 
testing machines which pulled the 
screws from their setting and measured 
their holding power during the process. 
The woods used in the tests included 
such common construction woods as 
yellow poplar, cypress, sycamore, North 
Carolina pine, Georgia pine, hard maple 
and white oak. 


Increase in Steel Business 


Steel business in Pittsburgh and 
nearby districts has increased again 
after the slight let-down of a week ago. 
Orders for the hot-rolled products have 
come up, while there has been a real 
spurt of buying in the lighter gages 
of sheets, no doubt prompted by the 
fact that the new base gage and gage 
extras mean substantially higher prices 
on sheets lighter than No. 24 gage. 
The new sheet card, which has been 
adopted by manufacturers controlling 
the major portion of the productive 
capacity of the United States, became 
effective Sept. 1. 


SF  —— 


Northwest Collections 
Improving 


Later crops in the Northwest tribu- 
tary to the Twin Cities are showing 
much better results than the early ones. 
Recent rains and hot weather have de- 
veloped the corn and potatoes. Min- 
nesota alone, it is estimated, is $10,- 
000,000 ahead of last year in potatoes. 

County and state fairs are attracting 
the attention of everyone at present. 
Many dealers take advantage of the 
reduced rates to come to the cities for 
fall purchases. 

Collections in the country districts 
are improving, but in the larger cen- 
ters there seems to be no change. 


Reading matter continued on page 74 








Business Generally Sound 
During August 


The essential soundness of domestic 
business conditions is reflected in the 
developments of the past month. And 
there has been some improvement in 
the outlook for economic recovery 
abroad, states the current issue of the 
“Guaranty Survey,” published today by 
the Guaranty Trust Co. of New York. 

“Probably the most significant fea- 
ture of current reports is the accumu- 
lating evidence that the general indus- 
trial and commercial recession which is 
an almost invariable occurrence in the 
summer months, and which in the last 
few years has been especially marked, 
has hardly been noticeable this season,” 
the “Survey” continues. Especially 
impressive in this connection is the 
trend of activity in the iron and steel 
industry. In recent weeks the indus- 
try has continued to operate at high 
levels, and market conditions have re- 
mained exceptionally favorable. 

“The volume of building construction 
undertaken continued to decline moder- 
ately last month. It must be remem- 
bered, however, that a decrease in July 
is in line with the usual seasonal ten- 
dency. A more trustworthy indication 
of the trend of the industry is seen in 
the fact that since early spring the 
rate of increase as compared with last 
year has been declining, and that in 
June and July the level of activity was 
actually lower than a year ago. 


Wholesale Sales for July Are 


Smaller 


Trade of wholesale firms reporting 
to the Federal Reserve System was 
seasonally smaller in July than in June. 
Sales were smaller in all leading lines 
except dry goods, which were slightly 
larger. Compared with July a year 
ago, sales of shoes were somewhat 
larger, but those of meats, groceries, 
dry goods and hardware were smaller. 

In anticipation of the growth in trade 
that usually begins late in the summer 
and early autumn, the value of stocks 
of merchandise carried by wholesale 
dealers increased slightly between June 
and July. Stocks of dry goods were 9 
per cent larger than at the end of June, 
the largest increase for any one line, 
and stocks of shoes were 5 per cent 
larger. This growth in the stocks of 
dry goods and shoes occurred in nearly 
all sections of the country. 
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This “Star-Feature” Roaster |: a 
4 ) ) 
. t 
Will Help Fall Sales § Have You Got | 

4 
| ; : Your (opy? 
Mirro “‘Star-Features’’ of design and construction are talking points which S | Oop “4 d 
you can throw into the selling scales to tip the balance your way. The 6 This handsome big book of , 
i os ae The Mirro Store” is a com- 
Star-Features’' of this fine Mirro roaster will help you to many an extra plete new Mirro catalog— d 
sale this fall. : plus. Itis ful of sllingideas ) 
: ‘ and talking points —just ) 
_ Not the least of this roaster s good points, by the way, is the fact that ? what you want for your £ 
it will be advertised in the October issues of Good Housekeeping, @ _ clerksand toshowcustomers : 
Ladies’) Home Journal, Woman's Home Companion, Delineator, and ? —— per a your 5 
Designer, and in Liberty for October 16. ‘ eiieamaneneninandee. | 
The Mirro roaster appeals to the trade that wants quality. It appeals to ee 
the trade that wants economy. No wonder it appeals to merchants who ; PTE Shee send out com é 
are ambitious to build permanent, profitable business on a foundation of ae | , 
satisfied customers. You should sell Mirro. 5 = 

Address aden 
Aluminum Goods Manufacturing Company ‘ es 
General Offices: Manitowoc, Wisconsin, U.S. A. ; ar 
Makers of Everything in Aluminum a : eaiicenii 
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Warmer Weather Helps 
New York Hardware Sales 


HE advent of warmer, dryer weather is naturally reacting 
favorably on business in the New York wholesale market. 
During the past week a satisfactory movement of both seasonal and 
staple items was reported. Despite the fact that it rained more 
than half of August, sales have been well maintained, and the 
volume of business for August will probably equal that of the same 


period for last year. 


Advance orders for fall and winter merchandise are at least be- 
ginning to accumulate in satisfactory volume, and the outlook for 


winter business 
factory. 


is encouraging. 





Rosin and Acid Core 
Solder Moving 


There has been no abatement in the 
demand for rosin and acid core solder 
in the metropolitan wholesale area. 
The supply is sufficient for all current 
requirements, and prices are showing 
no tendency toward departure from the 
prevailing levels. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

One-lb. spools, rosin and acid core, 

70%c. per lb.; 5-lb. spools, 6514¢c. per 

Ib.; 10-lb. spools, 65c. per Ib.; 20-Ib. 

spools, 64c. per Ib. 





Satisfactory Demand for 
Screws 


A satisfactory demand for screws is 
reported by wholesalers in the New 
York wholesale area. Prices are show- 
ing no tendencies toward weakness, and 
stocks are generally sufficient. 


JOBBERS’ QUOTATIONS TO RE.- 


TAILERS, F.0O.B8. NEW YORK: 
Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent; 

Iron Bright, Round and Oval Head, 


Round Head, 


75 per 


Iron Blued, 


75 per cent; 
Brass, Flat Head, 


75 per cent; 


cent; Brass, Round and Oval Head, 
72% per ce nt. 

These discounts apply to revised 
list of June 24, 1922 

EX TRAS—20-10- 10-5 per cent. 


Improving Demand for 


Oil Stoves 


The sale of oil heaters in the New 
York wholesale market continues in 
satisfactory volume. Prices are as fol- 
lows: 

Nesco Perfect Oil Heaters 


No. I i i ae il el lel $5.50 
No. OO See 6.75 
No. MT £6 iene ddebexseedee 7.00 
OE rr ee = 8.50 
eh CD vccnsecsanesdsaeege 
ED a an ding die eben eel 75 
Per 10.50 
= aga CR I ere: 12.00 
re 2. ined en ae ee been 7.50 
i Pn cc cihecesbkeceeetede 9.00 
SC a a a wie 8.75 
CD ons vended 6baees code 10.25 
oc 6n0 ne obk4e< ee 6 KES 11.00 
CD 6 ceded tend cen k oo 2.50 

Discounts in quantities less than 


10, 30 per cent. 
Discounts in quantities 10 or more, 
30 and 5 per cent. 

















Collections are generally satis- 


Growing Demand for 


Linseed Oil 


The linseed oil market has remained 
practically unchanged during the past 
week. Card prices of Aug. 30 were 
in lots of less than 5 bbl., 12.4c. per 
Ib.; in lots of 5 bbl. or more, 12c. per 
lb.; with Calcutta linseed oil, in bbl. 
lots, 15.7¢c. per Ib. 

August-September shipment prices 
in carlots is 12c. per lb.; linseed cake 
is $39 per ton and linseed meal is $45 
to $46 per ton. 


Butt Prices Firm 


The demand for butts is showing no 
tendency toward abatement. New York 
prices on butts are as follows: 17%4c.; 
in case lots 16c. and in lots of 5 cases 
or more 15%c. In last week’s issue 
the 15%c. price was intended for case 
lots, but due to a typographical error 
this price was listed as holding for 
dozen pair lots. 


Garage Sets in Demand 


The demand for garage sets and door 
holders continues active in the New 
York wholesale market, according to 
certain of the jobbers. Prices are firm, 


and stocks sufficient for current re- | 


quirements. 
JOBBERS'’ eo aes oe TO RE.- 
TAILERS, F.O.B. NEW YORK: 


No. 1775J and 
In lots of six or 


Garage door holders 1774J, 
per pair. In lots of six or 
oe $1.50. 


1776J, 
more, 


$1.65 
more 


Garage sets, 
$2.50 per set. 
$2.25. 


Advance Orders for Snow 
Shovels Increasing 


The demand for snow shovels and 
other winter goods is beginning to at- 
tain more satisfactory proportions, ac- 
cording to statements by wholesalers 
made in the New York market. Small 
quantity orders for long handled steel 
shovels take the $4 price, while lots of 
6 doz. or more are now being quoted at 
$3.75. The Ames snow shovels are 
quoted at $9.90 per doz. 


Reading matter continued on page 76 
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Dry Weather Helps Garden 


Hose Sales 


The advent of dryer weather has 
naturally resulted in stimulating the 
movement of garderi“hose, the sales of 
which had naturally fallen off during 
the protracted spell of rainy weather. 
Prices are firm, and stocks are ade- 
quate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Rubber garden hose, Milo, in 25-ft. 
lengths, 12%c. per ft., in 50-ft. 
lengths, 12c. per ft. Good Luck, in 
aaa ft. lengths, — in 50-ft. lengths, 

10%c. per ft. og, in 25-ft. 
lengths, 14%4c. per ft. in 50-ft. lengths, 
l4c. per ft. Molded, high grade, in 
25-ft. lengths, 10%c. per ft., in 50-ft. 
lengths, 10c. per ft. Diamond, Ilc. 


per ft. 
Standard, heavy, $6 per 


Nozzles, 
dozen, less 5 per cent. Competitive 


grade, 14%c. each, less 5 per cent in 
dozen lots. 

Star, molded, in 25-ft. lengths, 
12%c. per ft., in 50-ft. lengths, 11%c. 
per ft. Zulu, smooth, in 25-ft. lengths, 
mek = per ft., in 50-ft. lengths, 11%c. 
per ft. 


Demand for Sash Cord 


Improves 


There is a growing demand for sash 
cord in the metropolitan area. Prices 
which have recently shown an upward 
tendency, are firm. . Stocks are suffi- 
cient for current requirements. 


JOBBERS’ ee ‘ceed we hd RE- 
TAILERS, F.O.B. YOR 


Sash cord, eeciee cae No. “ 68c. 
per Ib. Phoenix, No. 8, 38c. per Ib. 
Sachem, No. 8, 33c. per lIb., and 
Aetna, No. 8, 29c. per lb. No. 7 takes 
le. per lb. advance, while No. 6 is 3c. 
per Ib. higher. 


Increasing Demand for Bolts; 
Prices Holding 


The sale of bolts continues consistent 
in the New York market, according to 
jobbers there. Prices are showing no 
tendency toward weakness, and stocks 
are generally sufficient. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Machine bolts, % by 4 and smaller. 

40 and 10 per cent off list. Machine 

bolts, longer and thicker, 40 and 10 

per cent off list. 

Common carriage bolts, % by 6, 


and smaller, 40 off list; larger and 


longer, 40 off list. 
Stove bolts, 80 and 10 off list. 
Lag screws, 50 and 7% off list. 


Turpentine Market Firm 


With dealers quoting $1 per gal., ex- 
stock, and $1.03 delivered in small lots, 
the turpentine market remains prac- 
tically unchanged. The demand is sat- 
isfactory, and stocks generally suffi- 
cient. Rosin in the various grades is 
quoted as follows: B, $15.25; D, $15.50; 
E, $16; F, $16.50; G, $16.50; H, ion 60; 
I, $16.60; K, $16.60; M, "$16. N, 
$16. 65; WG, $16.95, and WwW. ” $17. 
Rosin ‘oil, first run, 80c.; second run, 
85c., and third run, 90c. 

Tar, kiln, $15.50; tar, retort, $15.50, 
and pitch, $8.50 to $10. 
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insures perfect 
ventilation in every room . 


Window openings equipped with AiR-Way Multi- The sash may be adjusted at any point to admit 
fold Window Hardware assure the desired amount _any desired amount of fresh air without draughts. 
of ventilation in any season. When closed the windows are weather tight and 


When open the sash slide and fold to one or rattle proof. 
either side leaving a clear opening the full width Cost no more than the most ordinary equipment. 
and depth of the frame—there is no interference Write for full information and working details 
with screens or drapes. of this most modern window equipment. 
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August Sales Better Than July in Cleveland— 
Some Fall and Winter Business Apparent 


a 


for this time of the year. 


(Cleveland office of HARDWARE AGE) 


ARDWARE business with Cleveland jobbers in August 
showed a slight improvement over July and also a slight gain 
over August last year. Retailers report business about normal 

There is a tendency among retail dealers 


to delay purchase of seasonal merchandise until considerably later 
than they have been in the habit of buying during previous years 
and to place orders in smaller lots than heretofore, with a view of 


supplementing these purchases with additional orders later. 


As a 


result of this attitude some business in fall and winter merchandise 

is coming out now, which isfusually placed earlier in the season. 
Several important price announcements were made during the 

week. While the market generally is firm, there is a downward ten- 


dency on some items. 


virtually the same on all items as this year. 


Prices on steel goods for next year will be 


Reflecting the reduc- 


tion in crude rubber, garden hose has been marked down 14 per 


cent per pound for next season. 


Prices on wire cloth for next year 


have been announced. These are lower than last year and are now 
on a basis that is claimed leaves little margin for the distributor. 
Mixed paints have declined 15 cents per gallon and floor paints 10 


cents per gallon. 


Steel wool has settled down to a lower basis. Cast 


iron pipe fittings have advanced 5 per cent. 


— eee 





ALCOHOL.—Sales of denatured alco- 
hol for next season were started recent- 
ly at 45 cents per gal. in drums, but 
the price in drum lots has been advanced 
to 47 cents per gal. 

AUTOMOBILE TIRES AND ACCES- 


SORIES.—The demand for tires and 


tubes is heavy. Accessories are moving 





only in moderate volume. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, x 3% in. 
cord, duty oversize, 
$10.58; 32 x 4 ~ agg re, a= ane 
heavy duty oversize, $17.45; x 4% 
in. heavy duty wo resize, “335, 35: bal- 
loon tires, 27 x 4.4 Bis, 6: 29 x 4.40, 
$11.45; 30 x 5.25, $18.2 2 6 $27.50; 
2 x 6.20, $31. 95; tan y¥ S, 30 x 3%, 
$2.10; 32 x 4, $3.05; oan _ 4%, $3.80; 
balloon tire tubes, 27 x 4.40, 
$2.25; 29 x 4.40, $2.35. 30 x 5.25, $3.20; 
32 x 6, $4.10; 32 x 6.20, $4.60. 

e quote from jobbers’ 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50: Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—These are not a very active 
item. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handles, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 





BATTERIES.—Radio batteries are on 
good demand. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
No. 766 B a each for 


unit packages and for small 
lots. 
Eveready B batteries, No 


$3.58 each for unit packages and $3. rr 

each for smaller lots. | 
No. 6 ignition type dry cell batter- 

jee, 29°. each. | 


BINDER TWINE.—tThere is little de- 
mand at present, but the market is ex- 
pected to become more active when the 
demand develops for twine for tieing 


corn. 

Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, 50 Ib. 
gross f.o.b. Cleveland, and $6.87% 
f.o.b. Chicago or Auburn, N. Y. 


BOLTS AND NUTS.—tThese are 


| steady demand and prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
; stove bolts, 75 and 10 per cent 
off list: hot pressed nuts, ,$3.90 off 
' small rivets, 65 and 6 per cent 

off list. 

CORRUGATED ROOFING.—tThis is 
more active than it has been for some 
time. Prices are unchanged. 


Cleveland jobbers quote No. 28 
gage corrugated roofing at $3.99 per 
square f.o.b. Pittsburgh. 


COTTON GLOVES.—tThese are in fair 
demand for fall shipment. While larger 
manufacturers are holding to their reg- 
ular prices, there has been price shad- 
ing recently by some of the smaller 
manufacturers. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—The demand is only fair and 
prices are unchanged. 


Cleveland jobbers quote eaves 
trough and conductor pipe at 77% 
per cent off list in crate lots de- 
livered. 


GARDEN HOSE.—Prices for 1927 have 


| been established and show a reduction 
of % cent per ft. on the %-in. size. 


Cleveland jobbers quote standard 


™%-in., double braid molded hose at 
9%c. per ft.; the same in higher 
grade, 10%c. per ft.; standard -in., 
lic. per ft. 
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GALVANIZED WARE.—The demand 
is steady and prices are being well 
maintained. 


Jobbers 
Gat. $6.05 
6 qt. $6.6 


f.o.b. Cleveland: 
$5.90 per doz.; 
$8 per doz.; 


quote 
a 4 a ta 

r ae. q 
10 qt., 8.75. - 42 qt., $12.50 
per o. r doz., gal- 
vanized pails, 10 qat., 2.60 per doz.; 
12 qt., $2.80 per doz.; 14 qt., $3.15 per 
doz. ; 16 qt., $3.80 per doz. 


GAME TRAPS.—Sales for fall ship- 
ment have so far been light. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 1%, 
$2. 44 per doz. ; No. 2, $3.36 per doz.; 
Oneida 1 ‘tra s, No. 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
$2.83 per doz.; No. 2, $4.38 per doz. 


GLASS BAKING WARE.—tThe de- 
mand for this shows an improvement 
over earlier in the summer. 


Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1 qat., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 
50c.; 9 in., 60c.; 


Pie Plates.—8 in., 
10 in., 67c. 

eae Pans.—No. 212, 60c.; No. 214, 
saltitity | Diskes.—No. 231, 67c.; No. 


Tea Pots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HANDLES.—Sales are in about nor- 
mal volume, with no change in prices. 


Jobbers quote f.o.b. Cleveland: 

Axe Handies.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 7, 90c. per doz., finest growth , 
hickory, $1.50. 

Hay Fork Handles. 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; bent. 
42 e $4.15 per doz.; 5 ft., $5.10 per 

¥ x bent, 4% ft., $2.90 per doz.: 
$3.20 per doz. 


23 


— Straight, 


AR om Fork Handles. ak XX, 
4 ft., $3.90 per doz.; 4% ft., $4. 25 per 
doz.; X, bent, 4 tt., $2. 80" per doz.; 
4% ft., $2.90 per 


r do 

Garden Hoe Handies. —XX, 4% ft., 
= .30 per doz.; No. 1, 4% ft., $1. 50 per 
oz. 

Garden Rake omy Ey 6 ft., 
$6.25 per doz.; No. $2.65 per doz. 

wey Handles. he pattern 
XX, 4% f $5.90 per doz.: 4% ft., 
og D handle, $5 .60 per 


do 
e. Spade Handies.—X grade, $5.40 per 
ICE CREAM FREEZERS.—tThese are 


in moderate demand in small Iots. 
Jobbers quote f.o.b. Cleveland: 


per g hoe 


one eee 1 qt., $2.10; 2 
qt., $2.50; 3 qt., $2.95; 4 qt., $3.60; 6 
qt.. $4.50; 8 qt., $65. $6: 12 qt., $9.45 
White Mountain Freezers, 1 qt., $2.40 
2 at., $2.80; 3 qt., 7 -, : qt., $4.10; 
6 qt., $5.20; 8 qt., "$6.7 2 at., $16.75: 
Auto png — TD not tl 2 at., $4; 3 

, $5. 4 qt., $6.66. 


picnaienn AND BROODERS.— 
Jobbers are booking some orders for 
next season at the recently established 
price. 


Cleveland jobbers quote incubators 
and brooders at 35 per cent off for 
factory shipment and 30 per cent off 
for mill shipment. 


LAWN MOWERS.—Not a great deal 
of business has been booked for these 
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Watch for Perfection Heater 
ads in these magazines: 


Saturday Evening Post, 


£ mf Good Housekeeping, 
og MeCall’s, Country Gentle- 
+ q : man, Holland's, Successful 
ae ‘A i Farming, Farmand Fireside, 


Farmer's Wife, Farm 
Journal, Southern Agri- 
culturist, Sunset, Progres- 
sive Farmer (Texasedition). 











VV FED PUD eases 7 


\ 
een af 
lats? eae 


stats +,° att rs ¢! 
aOR 


IDE to big profits on the first cold wave! Ee ta 
Now is the time to stock up on Perfection — “ei 
Heaters. Cash in on our national advertising. 
This ad—and others—in the magazines will remind 
your customers of this dependable heater. Get 
plenty now for the cold winter around the corner. 





PERFECTION STOVE COMPANY <: 7609 Platt Avenue, Cleveland, Ohio 
Formerly The Cleveland Metal Products Company 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ont. 


PERFECTION 


Oil Heaters 
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since the recent establishment of next 
season’s prices. 
Cleveland dealers’ new prices on 
other sizes of this mower are: 
15-in., $13.50; 19-in., $17.10; 21-in., 
$18.90. 
NAILS AND WIRE.—The demand con- 
tinues rather slow. Prices are firm. It 
is announced that present prices would 
me continued through the fourth quar- 
ter. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 


lots. 

Jobbers quote as follows from 
stocks: 

Nails.—Less than car lots, $3 per 


keg; No. 9 galvanized wire, $3.45 per 


100 Ib.;: No. 9 annealed wire, $3 per 
100 Ib.: cement coated nails, $3 per 
100 Ilb.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 


$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American special hog 
wire, $2.50. 

PAINTS AND OILS.—A price reduc- 
tion of 15 cents per gal. has been made 
on mixed paints and 10 cents per gal. 
on floor paints. The demand is only 
moderate, but some improvement is ex- 
pected locally because of the ending of 
the painters’ strike in Cleveland. The 
union painters who struck for an ad- 
vance decided, after being out six 
morths, to return to work at their old 
wages. 


Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 

rade, $2.95 per gal. for 1 gal. cans. 

Outside white, $3.15 per gal. in 1 gal. 
in 


cans. 
bbls., $1.10; 
91.17 per gal. 


Turpentine 
than Dbbl., 

Linseed oil in bblis., $1.05; less than 
bbl., $1.20. Boiled, 3c. extra per gal. 
White lead, in 100 lb. kegs, 15%4c. per 
lb.: in 50 and 25 Ib. kegs, 15%c. per 
Ib.; in 12% Ib. kegs, 15%c. per Ib.; in 
500 Ib. lots, 10 per cent discount; 
other prices are net. 


PIPE FITTINGS.—A 5 per cent ad- 
vance has been made on cast iron pipe 


less 
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| fittings. Malleable fittings are un- 
changed. Cleveland jobbers quote cast 
fron pipe fittings at 29 per cent off 
list. 


POULTRY NETTING AND WIRE 
CLOTH.—New prices have been an- 
nounced on wire cloth for the coming 
season. These show a reduction of 20 
cents per 100 sq. ft. on black wire cloth. 
However,*this price, which is regarded 
as very low, is being shaded. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $2 per 100 sq. 

ft.; 14-mesh, $2.35 per 100 sq. ft.; 16- 
mesh, $2.60 per 100 sq. ft.; bronze, 14- 
| mesh, $5.15 per 100 sq. ft.; 16-mesh, 
$5.65 per 100 sq. ft.; poultry netting at 
50 and 7% per cent off list; galvan- 
ized before weaving, 50 and 10 and 
7% per cent off list. 


PREPARED ROOFING.—The demand 
is fair and prices are unchanged. 


Cleveland jobbers quote slate sur- 
face roofing at $2.10 per roll; common 
grade smooth surface roofing at $1.25 











per roll; high-grade smooth roofing 
at $1.60 per roll. 
ROPE.—Prices are holding at recent 
quotations. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope 15%4c. per 
lb. for factory shipment and l6c. for 
shipment from stock; fodder twine, 
21 oz. and coarser, lic. per Ib. 
STEEL GOODS.—The American Fork 
& Hoe Co. has announced prices on 
steel goods for next season, these being 
practically the same as those that pre- 


vailed this year on all items. 


SAND PAPER.—A reduction of about 
10 per cent has been made on sand pa- 
per. Cleveland jobbers now quote 40 
per cent off list. 


STEEL WOOL.—Prices have been ir- 
regular for some time and have all now 
settled down to the low basis, which 
means a reduction of about 10 per cent 








| 
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from the quotations some of the manu- 
facturers have recently been making. 


Cleveland jobbers quote steel wool 
as follows: No. 3, 19c. per Ib.; No. 2, 
24c. per Ib.; No. 1, 28c. per Ib.; No. 0, 
32c. per Ib.; No. 00, 40c. per Ib. 


SHOVELS.—tThese continue in fairly 
good demand. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: No. 
2 fourth grade $10 per doz. in full 
bundles; No. 2, third grade, $12 per 
doz.; solid shank shovels, Sycamore, 
$11.50 per doz. for full bundles and 
$12 for broken lots. Ruf-nek, $14.50 
per doz. 


SLEDS.—These have not yet com- 
menced to move for fall shipment. 


Cleveland jobbers quote sleds as 
follows: Flexible Flyers, 33% per cent 
off list f.o.b. Cleveland and 35 per 
cent off list f.o.b. factory. Lightning 
Glider, 32 in., $12.50 per doz.; 34 in., 
$14.25 per doz.; 36 in., $16.35 per doz.: 
40 in., $18.40 per doz.; 45 in., $22.25 
per doz.; 58 in., $26.15 per doz. 


STEEL SHEETS.—Mill prices on gal- 
vanized sheets are weak, but warehouse 
prices are unchanged. 


We quote from jobbers’ stock, 
f.o.b. Cleveland: Galvanized sheets, 28 
age, $4.70 per 100 Ib.; black sheets, 
8 gage, $3.81 per 100 Ib. 


STOVE ACCESSORIES.— While orders 
for stove pipe have improved, retailers 
as a rule are buying in smaller lots than 
usual. Prices are unchanged. 


Jobbers quote f.o.b. factory: Stove 
= in crates of 25 lengths, Security 
lued 28 gage, 3 in., $2.85; 4 in., $3; 
5 $3.46; 7 in., $4.05. 

Elbows, Security blued, corrugated, 
28 Fase, 3 in., $1.02; 4 in., $1.14; 5 in.. 
$1.25; 6 in., $1.38; 7 in., $1.88; all per 
dozen. 


Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 
28 $8.30; 30 in., $9.70; 32 in., 
j same, wood lined, 24 in., 
11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50; 30 in., $18, and 33 in., $21.30: 
oblong, wood lined, 18 x in., $9.95 
per doz.; 18 x 30 in., $12.50: 20 x 30 
in., $15.10; 24 x 36 in., $16.60; oblong, 
paper lined, 18 x 24 in., $6.45; 18 x 30 
ang 38: 20 x 30 in., $9.45; 24 x 36 in., 


in., 


Coal hods, galvanized, 17 in., $4.75 
“r dozen for open models; 18 in.. 
5.30 per dozen; 17 in., closed with 
funnel, $6 per dozen. 


Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. n Nish, secretary- 
treasurer, Elgin, Ill. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 

NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, Ho- 
tel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

NATIONAL RETAIL HARDWARE ASSO- 


CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927, H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 
1, 2, 3, 4, 1927. Headquarters, Corn- 
husker Hotel. George H. Dietz, secre- 
tary-treasurer, 414-419 Little Building, 
Lincoln. 

NEw YORK ‘STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Albany, Feb. 8, 9, 10, 11, 
1927. John B. Foley, secretary, City 
Bank Building, Syracuse. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Bldg. Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 loomfield 





Bldg., Oklahoma City. 
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PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 
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The GRISWOLD 


Reversible Steel Spindle Damper is the 
original Griswold “American” Damper.... 
highest improved....the most used damper today 


Solid cast iron plate, 
with patented reversible 


feature; so no top side, 

bottom side; no front or 

back—spindle can’t go in 
wrong. 

= 









One-piece non-break- 
Nickel plated ferrule, able steel spindle. 
protects spring; ures 
Sturdy grip long life of damper. 







Sharp point that will 
pierce any stovepipe. 





ALAA 


This notch curves up 


cateh D 
spindie is inserted 
from right. 








Wire coll handle, 
Pres 


positive lock. Once 
inserted, spindle This notch curves 


won't budge. down to catch hump 
if spindle is inserted 
from left. 


Most buyers simply ask for “American” tively locked. Any one of its sizes sells itself, 
Dampers. “American” is the famous Griswold by name. There are sizes 4 to 9 inches, in- 
name for the first steel spindle damper. Gris-  jysive, or a 3-inch size without the reversible 
wold perfected the first steel spindle damper. feature. Also furnace pipe sizes, 14 to 18 


Griswold perfected the first removable spindle; .“~, 
the first coil handle; the first reversible spindle, ‘Ches inclusive. If your dealer can’t supply 
The Griswold “American” Damper is the first you, write us now for bulletins and prices. The 


damper manufactured to embody these Griswold Mfg. Co., Erie, Pa., U.S. A. 
patented features. Many imitation dampers 


are brought out in an effort to reduce the Makers of Extra Finished Cooking Utensils in Cast 
° Sie Iron and Aluminum, Waffle Irons, Food Choppers, Re- 

tremendous lead that Griswold has main versible Stove and Furnace Pipe Dampers, Fruit Presses, 
tained always in the damper business. Mail Boxes, Bolo and other Portable Bake Ovens, Gas 
The Griswold “American” Steel Hot Plates, Electric Waffle Bakers and Electric Hot 


Spindle Damper is reversible. It installs danasea 


itself right and at once. In to stay. Posi- ge vu. s pat. of, LHE Line Tuat’s Fine at Cooxinc Time 


GRISWOLD 
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Outlook for September Business in Chicago 
Territory Exceptionally (ood 


(Chicago office of HARDWARE AGE) 


EALERS in Chicago and vicinity are anticipating that Sep- 
tember will develop a more active demand for all hardware 


items. 


There has been an increase in production in a great 


many of the basic industries, and a gain noted in the movement of 
manufactured merchandise by transportation companies. 

The week closed with no radical price changes in the market on 
any of the leading staples, but the general tone of the market is 


firmer. 


The fall crops are improving their position, and the farm out- 


look has improved. 


permits issued are falling behind those of last year. 


Building operations show some decline, as new 


The demand 


for building materials and builders’ hardware is fair, but prices on 


builders’ 


hardware, especially the competitive items, in a great 


many instances, are below manufacturers’ costs. 

Steel mill operations are increasing, as specifications against con- 
tracts have increased during the past week. Operations are at about 
87 per cent of capacity. New sheet schedules are announced to be- 
come effective on Sept. 1, but prices on bars, shapes and plates are 
expected to remain unchanged. Although no definite announcement 
has been made, it is understood that galvanized, blue annealed and 


black sheets will be advanced. 


AUTOMOBILE ACCESSORIES—| _ 


Prices are unchanged. Sales are very 


satisfactory. 


We quote 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 
2c. each; regular, 58c. each; Cham- 
pion N, 45e. each: Champion Blue 
Box line, 538c. each: A. C., 53e. each; 
lots of 100, 50c.: A. C. Special Ford, 
36c. each 

Spot 
$6 50. 

Jacks.—Nationa! 
$1.10 each. 

” oe —hose, 


from jobbers’ stocks, 


for Fords, 


Light.—Ajppleton No. 3280, 


Standard, No. 21, 


1% in cylinder, 


Chains. —Non-skid, dozen pair lots, 
> per cent discount. 
Tires and Tubes.—30 x 
» cord tires, $10.50 each; regular 
eord, $7.45 each; gray inner tubes, 
30 x 3%, $1.50 each; red inner tubes, 
30 x 3%, $1.75 each. 


AXES. 


way. 


3%, over- 





Prices are firm. 


We quote 
f.o.b. Chicago: 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
‘ doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz, base. 

BOLTS AND NUTS.—Prices are un- 
changed. Very satisfactory sales are 


reported. 


stocks, 


from jobbers’ 
single 


First quality 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 per 
cent discount, machine bolts cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thréad, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount: lag screws, 
60 per cent discount. 

BUILDERS’ HARDWARE.—The mar- 
ket price on commercial lines, in a great 
many instantes, is below manufactur- 
ers’ cost. The demand is only fair. 

We quote from jobbers’ stocks, 
fo.b. Chicago: 3% x 3% steel butts, 


Fall business is getting under | 





old copper and dull brass finish, 
$1.92 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; heavy steel bevel in- 
side sets, $5.50 per doz. sets; steel 
bit-keyed front door sets, $1.50 per 
set; wrought brass bit-keyed front 
door sets, $3.00 per set; cylinder front 
door sets, $7.00 per set. 


CHAINS.—Prices are firm. Orders are 
being received in a very satisfactory 
volume, 


We quote from jobbers’ stocks, 
fob. Chicago: / ‘ in. proof coil 
chains, $8.50 per 100 Ib.; Henso, Bull 





Dog.and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


‘COPPER RIVETS AND BURRS.— 





Sales are holding up well. Prices are 
unchanged. 
We quote from jobbers’ stocks, 

f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 
EAVES TROUGH AND CONDUCTOR 
+PIPE.—Prices are firm. The demand 
\is active. 
| We quote from jobbers’ stocks, 


f.o.b. Chaeene: 28 gage single bead 
lap joint gutter, 5 in., $4.50 per 100 
ft.; corrugated conductor pipe, 3 in., 
$4.80 per 100 ft.; plain ridge roll, 1% 
in., $4 per 100 ft.; corrugated con- 
ductor elbows, 3 in., $1.51 per dozen. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No price changes have 
been reported. Electrical sales are 
stronger. 


We quote jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $7 per 1000 ft.: 
in 1000 ft. lots, $6.50. No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000 ft. 
lots, $13.65; % in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each: 
two-piece attachment plugs, _§ 12c. 
each: dry cells, boxes of 50, 32c. each: 
less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 


from 





No. 766, $1.40 each; No. 767, $2.62 
each: No. 770, $3.33 each; No. 772, 





' $2.62 each; No. 486, $3.85 each. 
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Batter “ey fae line, lots 


of less than 10, $13.50 each, net. 


Loud Speakers.—Western Electric 
No. 522W, $2.50 list. Discount, 30 
per cent. 


FILES.—The demand is satisfactory. 
No change in price has been made. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Prices_ are 
strengthening. The demand for pails 
continues to be especially heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, ge 1, $6.00; No. 2, 


$6.85; No. 3, $8. 10-qt. galvanized 
after-made pails, ety 12; 12-qt, $2.33; 
14-qt., $2.60; 5 gal. galvanized oil 
cans, gaivanized breast, $7.25, a 
dozen; 1 bu. _—. baskets, $6. 29 
dozen; No. 26 ™% bu. bailed galvan- 


ized measures, $4.50 dozen. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The season is about over. 
Sales during the past few months have 
been very good, considering the amount 
of rain and general unfavorable condi- 
tions for the sale of this line. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality molded hose, %-in., llc. per 
; % -in., 12c. per ft.; M%-in., 13c. 
per ft.; 5 ‘ply good quality, wrapped, 
14-in., ‘9c. per ft.; %-in., lle. per ft. 
Lawn sprinklers, ‘Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—Prices are un- 
changed. Fall business is expected to 
be exceptionally good. 

stocks, 


We quote from jobbers’ 

f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 Ilb.; commercial, 
$3.40 per 100 Ib, 


HATCHETS.—tThere continues to be a 
steady demand. Prices are unchanged. 


from jobbers’ stocks, 
First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


We quote 
f.o.b. Chicago: 


HANDLED HAMMERS. — Sales are 
good. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nails hammers, $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 


HANDLES, AGRICULTURAL. — The 
demand is about normal. No changes 
in price have been made as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight- 
chucked and bored, best grade, 4% 
ft., $4.95 doz.; 5 ft., $6.00 doz.; XX, 
4% ft., $4.40 doz.; 5 t $5.30 doz.; 
X, 4% ft., $2.65 doz.; 5 $3.10 doz. 


‘Hay Fork Heniieeibeuie chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $8.25 doz.; 
5 ft.;-$9.35 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $6.00 doz.; 4% 
ft.. $6.25 doz.: XX bent, 4% ft., $4.95 
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5% FAT] ONE INCH OUTSIDE 
A |i gummi INSULATING AND 


Py) COPPER TUB 


No. 55 gasoline motor model which 
has become famous because of its 
dependable service. Unmatched by 
any gasoline motor washer. 


Boss 
Electric 


Washer 





No. 52 THERMO Electric—com- 
pletely enclosed cabinet design— 
worm gear drive—grey lacquer finish. 
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Leaders for More Than 37 Years 


BOSS WASHERS 





Back of the sensational success of the BOSS 
THERMO Washers is a record of achievement 
extending from the earliest days of the industry. 
Since 1889, we have been pioneers in the manufac- 
ture of Electric, Gasoline Motor, Hand, Water 
and Belt Power Washers. 


There are more than 1,000,000 BOSS Washers in 
use. Many bought 10, 20 and even 30 vears ago 
are still serving their original owners. 


The Famous THERMO 
Principle 


THERMO high temperature washing process has given 
hundreds of Hardware Dealers an exclusive sales advan- 
tage that makes the BOSS AGENCY a highly profitable 


asset. 


Unsurpassed for fast, thorough and beautiful work. 
Nothing on the market to compare with it. 


BOSS Washers are widely advertised. Convenient points 
of distribution also maintained. Write or wire for in- 
formation on the complete BOSS Line including Elec- 
tric, Gasoline Motor, Water, Hand and Belt Power 
Models. 


The Boss Washing Machine Company 
Harris Avenue Cincinnati, Ohio 


Wholesale Distribators: 


Brown-Camp Hardware Co. Des Moines, Iowa. 
Lindsay Bros., Ine. Milwaukee, Wis. 


Farwell, Ozmun, Kirk & Co. St. Paul, inn. 
Consolidated Wagon & Machine Co. Salt Lake City, Utah. 

M. Seller & Co. Portland, Seattle, Spokane 
Harry Bayliss, Ine. Los Angeles, Calif. 

L. H. Smith Woodenware (Co. Pittsburgh, Pa 


Herr & Co, 
Schindel, Rohrer & Co. Hagerstown, Md. 


Prescott & Co Boston, Mass. 

















ICE SKATES.—Business 
shows an improvement. 


LANTERNS.—Sales on 
exceptionally good. 


82 


1% 


best 


a? 5 ft. $6. 25 doz.; 
$3. 25 doz.; 5 ft., $3. 

"Salaam Fork Handles. ht 
grade, 4 ft., $5.25 doz.; 4% ft., $5.60 
doz.; XX bent, 4 ft., . doz. : 4% 
ft. , $2.85 doz.; 


4 
arden Hoe Handles. —XX, 4% ft., 

$3.80 doz.; X, 4 $2.65 doz. 

Garden Rake Handles “XX. 5% ft., 
$5.60 doz.; X, 5% ft., $3.55 doz. 

Shovel Handles. — Regufar pattern, 
XX, 4% ft., $6.50 doz; X, 4% ft., 
$4. 30 doz.; D handle, best grade, $8.75 
doz.; X grad e, $6. 60 d 

Spade Handles. ay _—— best 
grade, $8.60 doz.; grade, $6.60 doz. 


/ «a oe 
75 do 


HANDLES, TOOL.—Prices are firm 
There is a good demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. et finest second growth 
hickory, $1.80 d Oz. 


HINGES.—Prices are exceptionally low. 
The demand is only fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: way _strap hinges 
in bundles, 4-in., 90c.; 5-in., $1.20: 
6-in., $1.12; 8-in., $1. 90: 10-in., $3.87 
per doz. pairs; extra heavy T. hinges, 
in bundles, 4-in., $1.40; 5-in., $1.46; 
6-in., $1.32; 8-in.. 2.30: 10-in., $3.30 
per doz. 


ICE CREAM FREEZERS.—Orders for 
spring delivery have not as yet started. 


: Ng stocks, 
.0.b. 
$4.80 list; 


list: 


quote from jobbers’ 
Chicago: White Mountain, 1 qt., 
2 qt., $5.60 list; 3 qt., $6.75 
. $10.45 list: 
; 12 
5.60 list; 20 
list; 


6 at., 
All the 


qt. 
$8. 60 list: 
discount. 


s at., $11.10 list. 
above less 50 per cent 
Alaska, 1 qt., $2.95 list; 2 qt., $3.45 
list; 3 qt., $4.10 list; 4 qt., $4 list: 6 
qt., $6.30 list; 8 qt., $8.20 list: 10 qt., 
$10.75 list; 12 qt., $14 list; 15 qt., $17 
list; 20 qt., $21.50 list. A discount of 
20 and 10 per cent on all above prices. 
Acme, 2 qt., galv., $8 doz.; 2 at., 
enamel, $10 per doz.; 4 qt. ename!, 
$18 per doz. Above prices are net. 


in this line 


We quote 
f.o.b. icago: 
Men's and Boys’, 
pair. Half Key Clamps, Rocker, 
Women's and Girls’, $1 pair: Key 
Clamp, Hockey, Men's and _ Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40 pair; Tub- 
ular Skates, Men's or Women’s, 
Racer or Hockey, $5.50 pair. 


lanterns 


from jobbers’ stocks, 
Key Clamp, Rocker, 
bright finish, 75c 


are 


from jobbers’ stocks, 
Dietz D-Lite, 
$14.25 


Blizzard, 


We 
f.o.b. 
with 
Wizard, 


quote 
Chicago: 
large fount, 


$8.50 doz.; doz. 


$13 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales have just started 
in, and a good volume of business is 
expected. 
We quote from jobbers’ stocks, 

f.o.b. Chicago: Enterprise No. 265, 

4 qt., $8.00 each; No. 31, 6 qt., $8.65 

each; No. 35, 8 qt., $9.50 each. 


LAWN MOWERS.—Orders for spring 
shipment are being placed in a very 
satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16 in. ball bearing, 
5-knife, 11 in. wheels, $12.35 each; 16 
in. ball bearing, 4-knife, 10% in. 
wheels, $10 — . in. plain bear- 
4- ~~ 10% in. wheels, $8.65 

in. eh 4-knife, 
9 in. a ., $7 85 each in., plain 
bearing, 4-knife, 9 in. wheels, $7.35 
each; 16 in. ball bearing, 4- knife, 8 
in. wheels, $8 each; 16 in., plain bear- 
ing, 3-knife, 8 in. wheels, $5.85 each. 


HARDWARE AGE 


N AILS.—Prices are firm. The demand 


is confined to small lots. 


We quote from jobbers’ 
f.o.b. Chicago: 
Common wire and cement-coated 


stocks, 


nails, $3.05 per keg base. 

OIL STOVES.—Sales show an im- 

provement. Prices are unchanged. 

PERFECTION— 
a ee ee... bded oeoeuue $17.50 
. 3.28 eer aC 22.50 
a, ee oe ee. cn ee ascundes 28.50 
> 2 BF eee rye 39.50 

Perfection dealers’ discount, 30 and 

5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

tt dy (improved Model)— 
a 4 5” RR RE $17.50 
ee FL ee ee 22.50 
Fe 28.50 

Puritan discounts same as Perfec - 

tion. 

NESCO— 
SO SEIT $9.50 
a ee 2 | i cccc caves 17.35 
oe we ow wie 22.00 
ee Ee 28.00 
IU@. BID & DUPMETB. oc cccccccccce 39.50 
No. 1102 high shelf only......... 5.25 
No. 1103 high shelf only......... 6.50 
No. 1104 high shelf only......... 8.00 
No. 1105 high shelf only......... 9.75 


With vitreous enameled stove tops 


and splash backs: 

Ee $35.50 

Pe ee ee NC ss dc oncédestacs 44.50 
Nesco dealers’ discount, 30 and 5 


per cent. 
Oil Ranges 


Nesco Rolo, 5 burners and oven. $90.00 


Dealers’ disc ount 30 and 5 per cent. 
Ovens 
No. 211 1 burner plain door.. .$2.50 
No. 211G 1 burner glass door. 70 
No. 121G 1 burner glass door... 4.90 
No. 112G 2 burners glass door... 6.00 
ii rd oe ie we lari tl eae lees neo 6.15 
Dealers’ discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
PURITAN— 
No. 42G 2 burners glass door... .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
oo. ~we 
No. 05 1 burner solid door...... $2.00 
No. 5 1 burner glass door...... 2.15 
No. 010 1 burner solid door. a 
No. 101 burner glass door.. ers 
No. 020 2 burners solid door..... 1 38 
No. 20 2 burners glass door..... 4.50 
No. 030 2 burners solid door..... 4.90 
No. 30 5 burners glass door. 5.20 
De alers’ discount, 30 and 5 per 
cent. 

Water Heaters 
Perfection No. 412........... ». . $40.00 
POereeCtsOm BOO. ERE. .ccccccocseces 80.00 

Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 

Wicks, Ete. 
Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 

Oil Heaters 
NESCO PERFECT— 

No. ee a eee ee ele $5.50 
No. tee ie of oily bi wate din eece a 6.75 
No. TE ed aw ah uve oe ame 7.00 
i I, 6 iene us ie ws bans Weiied os 8.50 
I a on al a i endl wie 8.25 
i oe ie ow 9.75 
CE 2 cies weden se6e oi 10.50 
i ae a ie ars 12.00 
i ed es an bau @ eb emee 7.50 
ee en 9.00 
i a es ied ee all 8.75 
re tC gem eee See's 10.25 
CS oe i ekg sue ee on 11.00 
A re 12.50 

Discounts in quantities less than 


10, 30 per cent. 
Discounts in quantities 10 or more, 
30 and 5 per cent. 


PAINTS AND OILS.—There has been 
an advance of ic. per gallon made in 
the price of linseed oil, 2c. per gallon 
on turpentine, and 5c. per gallon on de- 
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natured alcohol. 


The balance of the 


staples remain the same as last re- 


ported. 
We 
f.o.b. 


i... from jobbers’ stocks, 
Linseed “Oil. —Raw, barrel lots, $1.03 


per gal.; 5 barrel lots, $1.00 per gal. 

Linseed Oil. —Boiled, barrel lots, 
$1.06 per gal.; 5- -barrel lots, $1.01 
per gal. 

© a eee —Drum lots, $1.07 per 

, Alicoho!l.—Barrel lots, 
45c. per gal.; steel drums extra, $6, 
returnable. 

White Lead.—500-lb. lots, $13.73 
per 100 Ib., net; 100-lb. lots, $14; 
50-lb. lots, $7.25; 25-lb. lots, $3.65; 
12%-lb. lots, $1.85. 

Shellac. —(4%- -Ib. 4 — $2.60 
per gal.;: orange, $2.30 gal. 


English Venetian Re in barrels, 
$3.50 to $6.75 per 100 Ib. 


Dry Paste.—Barrel lots, 7c. per Ib. 


SCREWS.— Prices are firm. Sales are 


satisfactory. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 


screws, 771%4-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head (0brass, 
72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are strong. The demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $43 per 100 Ib.; medium 45-55 
solder, $42 per 100 Ib.; tinners’ 40-60 
solder, $41 per 100 Ib. ; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ard No. 4 babitt metal, $14 per 
100 Ib. 


STEEL SHEETS.—An improvement i 


sales is noted. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ib.; 28 gage 
black sheets, $4.25 per 100 Ib. 

STOVE PIPE, COAL HODS, ETC.— 


Prices have been unchanged for several 


months. 

We from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe. 
30-gage, 12c.; 28 gage, 13c.; 26 gage, 
15%c. per joint. Corrugated elbows, 
30 gage, $1.20: 28 gage, bes 50 ver doz. 
jalvanized coal hods, 5 doz 


uote 


Fall sales have just started. 


TRAPS.—Sales for the fall season are 


just starting. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 
1, 1.38 doz.; No. 1%, $2.44 doz.; 


No. 2, $3.36 doz. 


WIRE PRODUCTS.—Prices are firm, 


but unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 Ib.; catch weight spool galvanized 
cattle or hog wire, $3.75 per 100 Ib.; 
80 rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, 38. 50 per 100 lb. Wire cloth, 
biack, 12-mesh. $1.65 per 100 sq. ft.: 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount; Galvanized after made, 
52%4-5 per cent discount. 


WRENCHES. Sales 
Prices are firm. 
We 


are 





from jobbers’ stocks, 
Agricultural wrenches, 
60-10 per cent discount. Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. 
Electrical Set, in metal 
No. 101 Master Service Set, 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7. 50; No. 608 
Crankease Drain Plug Socket, $3.20; 
No. 900 Square Socket Set, $3.70: No. 
1878 Giant ‘Snap-on,’ with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


quote 
f.o.b, Chicago: 


and 
$2.75; 
$13. Lad 


—~ Radio 
case, 


normal. 
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PUMPS FOR EVERY: PURPOSE 
WATER SYSTEMS HAY AND GRAIN 
UNLOADING TOOLS DOOR HANGERS 


STANDARD THE 


PUMPS WATER SYSTEMS “HAY TOOLS -DOOR HA 


TAKE OFF YOUR HAT 


We can now offer unexcelled service in supplying Myers Pumps, Water Systems, Hay and Grain 
Unloading Tools, Barn and Garage Door Hangers. Our modern factory has been greatly enlarged 
by the addition of several extensive units. This affords increased floor space and enables us to offer 
better service and highest quality goods to our dealers and distributors, and their customers. 

Every requirement of the trade can be met with the Myers Line. It is complete in every detail 
with a style and size to supply each individual need. 

Because of our long experience, studied methods of manufacture, and high quality of materials 
and workmanship which we employ, long life and continuous performance gre characteristic of every 
Myers Product. For your customer, this means service satisfaction—for you it means trade satis- 
faction to the highest degree—a sales builder that has no equal 

We will be glad to have one of our representatives see you in the near future, or, if you prefer, 
will quote direct. If you have not already received a copy of our No. 59 Catalog better ask for it to-day. 
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Late Crops in N caine st Territory Have Been 
Benefited by Rains and Warm Weather 


(Minneapolis office of HARDWARE AGB) 


HILE early crops in the Northwest tributary to the Twin 
Cities were not very promising, the late crops have been 
greatly benefited by the recent rains and warm weather. The 
statement was recently made that the potato crop in Minnesota 
alone had been increased this year to the amount of $10,000,000 and 
much of this value has been added in the past two weeks. 
This is fair time over the country, and county fairs, and in some 
instances, state fairs are in full swing. Many of the dealers take 
the occasion to get into the larger trade centers for their fall supply 


of merchandise. 


Indications of fall business opening up are seen in the displays in 


the stores. 


Much of the early summer merchandise has been put 


away and other lines are being closed out. Fall stocks are in place, 


and dealers are expecting improved trade. 
Collections are showing some slight improvement, as crops are 


beginning to move into the market. 


AXES.—Demand is fair, with stocks 
well filled. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50 


per dozen net. 
Plumb’s Dreadnaught, _ single bit, 
handled, $19.25, and double bit, handled, 
$24.25 dozen, net. 
BALE TIES.—Call is still light, but 
dealers are preparing for demand in the 
near future. Prices show no changes. 


We from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54; 9% x 15, $1.37; 
91% x 14, $1.57 per bundle. 

BOLTS.—Demand is steady, especially 
from garages. Stocks are well filled 


and prices firm. 


quote 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
47% per cent; machine bolts at 50-5 


per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Sales are steady and show a 
slight increase with the beginning of 
the fall building season. Stocks are 
ample for the call, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—With the 
resumption of the building operations, 
especially in small homes, finishing 
hardware is coming into demand. Deal- 
ers are anticipating a good demand 
during the next few months. 


CARPET SWEEPERS.—Demand is 


steady, with stocks well filled. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 

Carpet Sweepers, American Queen, 
$54 per dozen; Blite, $60 per dozen; 
Grand Rapids, nickeled, 15 in., $48 
per doz.; same jap., 17 in., $60 per 
doz.; Parlor Queen, $56 per dozen: 
Princess, $50 per dozen; Universal 
nickeled, $46 per dozen, and jap., $42 
per dozen. 

Toy Sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 dozen cartons, $16 per dozen. Little 
Helper, $2 per dozen. 








COAL HODS.—Retail trade has not yet 

started, but dealers are getting in their 

initial stocks. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.75; 18 in., $4.25; 
japanned funnel, 17 in., $4.80; 18 in., 
5.25; galvanized open, 17 in., $5.25; 
18 in., $5.80; galvanized, funnel, 17 
$6.70 per dozen, net. 


in., $5.80; 18 in., 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Demand is 
steady and very good in this line, new 
work and repair work keeping the 
volume of sales up. Stocks are still in 
good condition, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per dozen net. 


FIELD FENCE.—Call is fair, but still 
light, as farmers are busy with their 
harvest work. Stocks are ample for 
the call, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate type 
of fence at $30.04 per 100 rods, with 
other sizes and weights in proportion. 


FILES.—Sales are steady, with good 
demand from shops and factories. 
Stocks are well filled and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Tubs_ and 
pails are selling evenly, with demand 
showing up for other lines. Stocks are 
well filled, with prices unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No. ‘ 
galvanized tubs at $7.50; No. 2, $8.2 
No. 3, $9.45: heavy tubs: No 7 
$12.60; ‘No. 2, $13.80: No. 3, $15: 


Stand- 
ard 10 qt. pails, $2.70; 12 qt., $3.05; 
15 qt., $3.40; stock pails, 16 at., $5, 


and 18 qt., $5.50 per dozen net. 
GLASS AND PUTTY.—Sales_ are 
howing a slight increase, with the prep- 
arations of getting homes into shape 
after the summer season, and the new 
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building which is in progress. Stocks 


are well filled, and prices show nv 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 


gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-Ib. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Cali 
is steady and fairly good. Stocks are 
in fine condition, and prices are firm. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40: 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen net. 


HOSE.—Demand for lawn hose has di- 
minished with the approach of fall and 
dealers are selling their stocks down as 


low as_ possible. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, %4 
in., 3 ply $8.25; Leader, % in., 5 ply, 
$9.50; %in., 5 ply, $10.75; Good Luck, 

5, in., 6 ply, $10.75; Bull Dog, % in., 
7 ply, $14; Riverside, molded, % in., . 
black, $14; 3% in., $12.50; red, % in., 
$14.50; 5% in., $14 per 100 ft. net. 


ICE CREAM FREEZERS.—Demand 
shows a slackening, although during 
the recent hot weather the sales were 
improved. Stocks are being graded 
down for the fall, with prices holding 
firm as last quoted. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.25 each: 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska the | Goose Freezers.—1 qt., 


stocks, 


$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each: 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 gt., 
$12.50 each. These are list prices 


which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2 at.. 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each: 6 qt., $10.45 each; 8 at., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Auto-Vacuum Freezers. — No. 1 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per dozen: same 
size, enameled-galvanized, $10 per 
dozen; 4 qt. size, enameled-galvan- 
ized, $18 per dozen, and 1 qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 


Arctic Freezers.—1 qt., $4; 2 at., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt 
$8.60; 8 qt., $11.10; 10 qt., $14.80; 12 
at., $16.65; 15 qt., $23.30. These are 


list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LANTERNS. — Sales are improving 
with the coming of shorter daylight 
hours. Stocks are well filled, and prices 
unchanged. 


We quote from 
f.o.b. Twin Cities: 
globe tubular lanterns, 
net, 


MILK CANS.—Demand holds steady 
and fine in this line. With the spread 


jobbers’ stocks. 
Long or short 
$13 per doz. 
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THE 
CARBORUNDUM 
COMBINATION 
HONE 
NO. 152 

? 
One of the 
Carborundum 
Hone Line 








Yes, they are still 
using the good old- 
fashioned straight razor— 


"Tue sale of the old-time razor goes 
merrily on—and therefore so does 
the demand for Carborundum Hones 
and Strops. 


Many a self-shaver who treasures his trusty 
razor needs a good hone and a good strop— 


So does every barber. 


It isn’t any trick at all to sell them these Carbo- , 
rundum Products. There is a Carborundum fi 
Honeand aCarborundum Strop to suit their 


ys Sgr needs—their opinions—and purses. 





mation regarding a , , , / The 
quick selling assort- Every hone 1S quick cutting —vel- P Carborundum 
ment of these Car- vety smooth—uniform in grit. Pp A 
borundum Products. E f liabl d a crninacmuaaticn 
Use the coupon. very strop soit, pilabie an P 
made of genuine horsehide. f Please send complete 
, PA information on Carbo- 
Fé rundum Razor Strops 
THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. / snk bien . 
. U.S. Pat. Off. * 
SALES OFFICES AND WAREHOUSES IN f 
New York Chicago Boston Philadelphia Cleveland ff 
Cincinnati Detroit Pittsburgh Milwaukee Grand Rapids ae Name 
The Carborundum Co., Ltd., Manchester, Eng. Pal - Street 


con Carbide. This Trade Mark is the exclusive property of The Carburundum Company. 





Carborundum is the Registered Trade Name used by The Carborundum Com for Sili- a ° 
} ey ow { ra City __ : sad Se > State 
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of dairying over the Northwest, there 
is a steadily increasing demand for 


dairy equipment. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities Railroad 5 gallon 


milk cans at $2.65 each: 8 gal. at $3.15 
each, and 10 gal. at $3. 25 each, net. 


N AILS.—Call shows a slight improve- 
ment as fall building gets under way. 
Stocks are kept well assorted, though 
dealers are inclined to hold them to the 
Prices show no changes. 


minimum. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 


in 100-lb. kegs, at $3.25 per keg, base. 


PAINTS AND WHITE LEAD.—De- 
mand begins to improve for paints at 
this time. Dealers are preparing for 
the fall painting season, which will be- 
gin as soon as the first frosts eliminate 
the insects. Stocks are being filled. 
Prices show no changes. 

We quote from 
f.o.b. Twin Cities: 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net. 

PUMPS.—Call for well equipment is 
steady, with stocks ample for the de- 
mand. Prices are firm as quoted. 


jobbers’ stocks, 
First grade house 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25: No. 182 hand 
lift, 6-in. stroke, 6-ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—Demand for 
this class of utensils is beginning to 
show an increase. Cooler weather im- 
proves the sales in this line, and déal- 
ers are filling their stocks. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17: No. 633 casseroles, $1.17: No. 
209 pie plates, 50c: No. 210 pie plates, 
67c; No. 212 bread pans, 60c; No. 
“y utility pans, 67c; No. 12 tea pots, 

1.67: No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each, net. 


REGISTERS.—Call for registers is im- 
proving with the opening of the fall 
furnace season. Stocks are well filled, 
and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 


ROPE.—Demand is steady, with no par- 
ticular high spots. Stocks are well 
filled, with prices unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib., base, and best 
grade sisal rope at 18c. per Ib., base. 


SANDPAPER.—Call is very good, with 
the resumption of building operations. 
Stocks are well filled. Prices show no 
further changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper = $5.10 per ream: second 


grade No. $4.70 per ream, and gar - 


net, No. * $16.75 per ream. 
SASH CORD AND WEIGHTS.—Sale is 
steady, showing some increase in the 
last week or so. Stocks are well filled, 
with prices unchanged. 
We quote from jobbers’ stocks. 


f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
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cast iron sash weights at 
net. 


374%ec. Ib.; 
$2.10 cwt., 
SCREWS.—Call is fair, with a proba- 
bility of improvement as fall building 
Stocks are well filled, with 


increases. 
no changes in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent: 
round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent: 
— head brass, 75-10 per cent from 

sts. 


SOLDER.—Demand is steady, with no 
particular high spots. Stocks are in 


good condition. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 


and half solder at 43c. lb., and strict- 
lv half and half solder at 42c. Ib., 
net. 


STEEL SHEETS.—Material of this 
sort has a steady demand, which has 
been fair all summer. Building this 
fall will probably increase the call. 
Stocks are well filled. Prices have not 
changed. 


We quote 
f.o.b. Twin Cities: 
sheets at $5.60 cwt., 
black steel sheets at $4.35 cwt., 


TIN.—Call is steady and of fairly good 
volume. Stocks are in good condition, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL 
20 x 28 tin at $14.50, and IC, 20) x 28, 
M lb. coating roofing tin at $15.2 25 per 

ox. 


TORCHES.—Sales are very good, with 


from jobbers’ stocks, 
Galvanized steel 
base (28 ga.) and 
base. 


stocks kept in fair condition. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47. qt., $7.08; No. 48, qt., 
$7.48: No. 49, qt., $8.54; No. 52, qt., 
(flat), $6.96 each. Turner Standard 
Line, No. 8, qt., $5.33; No. 14, aqat., 
$5.76; No. 22, qt., $6.53: No. 30, qt., 
$6.91: No. 38, qt., $5.76; No. 39, at., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt. 
$5.25 7. Turner firepots, No. 
$7.20: 63, $7.97: No. 66, $10.18: 
No. 16, NS3.13. No. 34, $8.67 each, net. 


WEATHERSTRIP.—Dealers are  be- 
ginning to get in their stocks of 
weatherstrip for the fall demand. Both 
wood and felt, and the all-felt, seem 
to be favorites of the public. Opening 
prices are as follows: 

We 
f.o.b. 
in., 
Wirfs, 
100 ft. 

WHEELBARROWS.—Sales are steady, 
though not particularly heavy. Stocks 
are ample to fill the call for this year. 
Prices show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: Barrel tray, fully 
bolted wheelbarrow, $36.50 doz.: No. 
2, tubular, $7.33 each; and No. 1 
garden barrows, $6.25 each, net. 


WIRE.—Stocks are well filled, with de- 
mand somewhat slack at the present 
time. Fence wire will sell again, as 
soon as the crops are marketed. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 


from jobbers’ stocks, 

Wood and felt, % 

in., $2.60; 
$4. 25 per 


quote 
Twin Cities: 
$1.85; % in., $1.85; 1 
$4.85, and Bosley’s, 


stocks, 
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er 80-rod spool; Smooth black wire 
No 9, 3.25 cwt., and galvanized 
smooth wire No. 9, 70 cwt. 


WIRE CLOTH.—Demand shows a let- 
ting down, as the end of the season ap- 
proaches. Stocks are down accordingly 
and are being closed out. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.90 per 100 sq. 
ft., base, alumina, 12 x 12 mesh, $2.35 
per 100 sq. ft., base, alvanized, 14 x 
14 Mesh, $2.70 per 100 sq. ft., base, 
and 16 x 16 mesh, $3.10 per 100 sq. 
ft. base. 


WRENCHES.—Sales are steady and 
fairly good. Stocks in all kinds are 
ample for the call. Prices show no 


changes. 
—_ quote from jobbers’ stocks, 
f.o.b Twin Cities: Agricultural 
wrenches, 8 in., $4.80; 10 in., $5.60; 


12 in., $7.20 per dozen, net. 


Ralph A. Downes, 
Now Sole Owner, 
Pulaski Hdw. Co. 


Ralph A. Downes, treasurer and 
manager of the Pulaski Hardware 
Company, Inc. of Pulaski, N. Y., has 
purchased the interest of his partner, 
E. B. Dennie, Rochester, N. Y., and 
will continue the business under the 
name of the Pulaski Hardware Com- 
pany, the concern was incorporated in 
1923. It is stated that Mr. Dennie 
will retain his interest in the three- 
story business block in which the store 
is located, at South Jefferson and Lake 
streets. 


National Mfg. Co. Issues 
Garage Hardware Booklet 


The National Manufacturing Co., 
Sterling, Ill., has issued a new catalog 
entitled “National Garage Hardware,” 
containing 32 pages and covers, illus- 
trative and descriptive of the company’s 
line of garage hardware. 

A number of garage suggestions to 
the prospective builder, ranging from 
those of simple design to those of more 
elaborate proportions, are contained in 
the new booklet, together with illus- 
trations, drawings and specifications. 


Sunshine-Wylie Agency 
Established in New York 


The Sunshine-Wylie Manufacturers’ 
Sales Agency has recently been or- 
ganized by A. M. Sunshine and R. D. 
Wylie, with headquarters at 160 Fifth 
Avenue, New York. 

At present this new firm is direct 
factory representative for A. Scholl- 
horn & Co., New Haven, Conn., and 
Cahm Brothers Radio Co. The man- 
agement announces that it is open for 
additional hardware lines. 
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Proven Profit Chart 


showing the specific sales records of retail merchants 

who have increased their heater profits by concen- 

trating sales efforts on the quick moving numbers 
the Adams Nos. 4, 10 and 11 











No. 4 
A beautifully designed 
heater priced for volume 
selling 


The solid value 
built into this 
heater has made 
st the biggest 
selling number 
in the Adams 
line of Cheer- 
ful Radiant 
eaters 











Adan HF ERFUL 


Radiant Heaters 





























a costly 
PENALTY ! 





gee growth and prosperity of your business depend upon 
the reputation-building quality of the lines you handle. 


You select a good line of paints, a good line of tools, a good 
line of ranges and heaters. You select lines of known 
value, lines that make good with your customers, lines that 
help you to lay the foundation for a permanent and stable 
business building. 


The wise merchant fights shy of the costly servicing, the 
complaints and come-backs that are identified with 
“‘come-and-go”’ lines. 


The Adams line of Cheerful Radiant Heaters is a line you 
can confidently back with the force of your selling effort 
and the reputation you have with your trade. The Adams 
Line by virtue of the solid merit and 100% value built into 
it is a line that will actually help you to win satisfied 
customers and add to your local reputation. 


A new book we have just published entitled “Charting a 
Safer Course to More Profits” outlines a proven plan for 
building a sound, profitable busihess on gas Sees A copy 
of this book together with the new Adams catalog will be 
sent on your request. Simply mail the 
coupon today. 


ADAMS BROTHERS MANUFACTURING Co. 
INCORPORATED 


1500 Fayette St. 
Pittsburg, Pa. 








veeeee 


A copy of this new book will 
be sent to you on request. The 
coupon is for your convenience. 







Balanced stocks mean 
greater net profits 





ApDAMS BROTHERS MANUFACTURING Co., INc. 
1500 Fayette Street, Pittsburgh, Pa. 


I am interested in making more profits from radiant heater 
merchandising. Send me a copy of your new book —“Charting 
a Safer Course to More Profits.” 


Name 
Address 


City 





TT 
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Jobbers’ Sales on Fall and Winter 
Goods Are Steadily Expanding in Boston 


(Boston office of HARDWARE AGE) 


They have by no means reached the peak, because we have still 


J they ha sales of fall and winter goods are steadily expanding. 


been in the vacation season. 


With the passing of Labor Day, 


however, it is generally anticipated that weekly bookings will come 


ahead by leaps and bounds. 


It is true that some retail dealers have 


covered on some of the more standard lines of fall and winter goods, 
but the rank and file of the trade has not and if, as it is generally 
stated, retail stocks are small, jobbers will have their task cut out 


for them in supplying all demands. 


Jobbers are confident they will 


be able to fill the bill, although it may be clerks will have to work 
nights toward the last of the year to fill tag-end orders for holiday 


goods. 


The wholesale houses already are well stocked with mer- 


chandise and during September will receive further large consign- 


ments from manufacturers. - 


Owing to weather conditions the retail business was not quiie as 
encouraging the past week. Most of the trade, based on preliminary 
estimates, feel that August sales will equal or better those for the 


corresponding month last year. 
circles. 


Optimism still maintains in retail 
Dealers are telling themselves and everybody else that 


they expect a good business this fall and winter, and are backing up 


their statements with liberal purchases of merchandise. 
however, New England conservatism 
Greater thought is given by the average 


little speculation in goods, 
still governing purchases. 


There is 


retailer to assortment and balance, rather than to quantity, and job- 
bers are quite satisfied with the character of buying. Credits are 
a little slow at the moment, but are expected to improve during the 


next week or two. 


CARDS.—Jobbers are securing 
good orders for cattle cards. Con- 
trasted with a year ago, prices are 
somewhat lower. 


We quote from 
stocks: 

Cards.—Cattle, No. 04, 
case, $1.73 per doz. net; No. 4, 
to case, $2.97. File cards, $1, 50 per 
doz. net. 


CARPENTER’S APRONS. — Building 
operations may be falling off, but the 
demand for carpenter’s aprons is espe- 
cially good just now. 


Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Aprons.—Carpenters’, 30c. each net. 


CARTS AND WAGONS.—tThe retail 
trade is having some call for carts and 
wagons, and are placing orders for 
immediate wants. At the same time 
the trade is beginning to order for 
holiday business and are ordering lib- 
erally, too. 


A ae quote from Boston jobbers’ 
stoc 

Kiddie ons —Special, two in 
ton, _ 101, $2.25 each list; No. J02, 
rob. > 103, $3.75; No. 104, $4. 50; No. 


Kiddie Koasters.—One to carton, 
sir: — 10.50 each list; No. 606, 


Kiddie Karts.—Special No. 201, $3 
each list; No. 202, $4; No. 203, $5; 
No. 204, $6; No. 205, $7. 

Pedal n carton, No. 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.50; No. 155, $6.50; No. 114, 


Kiddie Skooters.—Two in carton 
No. 801, $4 each; No. 802, $65; Ne. 
802B, $6. 





some | 





CHRISTMAS TREE ACCESSORIES. 
—Judging from the rate that orders 
for Christmas tree accessories are be- 
ing booked by the jobbing trade, it is 
to be one of the more active seasons 
on record. 


We quote 
stocks: 

Christmas Tree Holders. —Standard 
makes, $6 per doz. net. 

Electrical Lighting Outfits. atte. 84, 
eight bulbs, Mazda, $1.45 net per out- 
fit: No. 8008, carbon, 90c.; No. 188F, 
fancy bulbs, $1.40. 

Stars. —No. 302, in lots of less than 
ten, 1614c. each net; in lots of ten or 
more, 15c. 

Refiectors.—No. 303, 
than ten, 4c. each net; 
100, 3%c. 


DAMPERS.—People already are be- 
ginning to think of coal, stoves, damp- 
ers and other things needed in the win- 
ter. The fact is reflected in retail 
hardware store buying. 

We quote from Boston jobbers’ 


stocks: 
Dampers.—Stove pipe, 5%-in., in 
half-gross lots, $1.49 per doz.; 6-in., 


$1.58 


DOG COLLARS.—Presumably because 
some of the cities and towns are get- 
ting after dog owners to properly col- 
lar their animals, there is a somewhat 
increased demand for dog eqllars, leads, 
etc. | 


We quote from’ Boston 
stocks: 

Dog Collars.—No. 575, black, $9 per 
doz. net, tan, $9; No. 501, $12: No. 
666, $15; No. 695, $13. 50; No. 206, '$5.50. 

Padi locks. —No. 04124, $1.50 per doz. 


from Boston jobbers’ 


in lots of less 
in lots of 


jobbers’ 
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net; No. 04205, $1.20; No. AXR, $2.2 
Z, $2. 


No. 20 
Leads.—Standard makes, $1.60 to 


$7.50 per doz. net 
Muzziles.—Standard makes, $2.25 to 
$3 per doz. net. 
DRYERS.—Jobbers have marked up 
their quotations on clothes dryers 
quite sharply, following the receipt of 
new lists from some of the leading 
manufacturers. Revised prices follow: 
We quote from Boston jobbers’ 


stocks: 
Dry yere.—Clothes, No. 1, $6.90 each 


net; No. 2, $6.2 


FLUE SCRAPERS.—Just now there 
seems to be an unusually large num- 
ber of small items being bought by the 
average retail dealer. Among these 
are flue scrapers. It will soon be time 
to start the open fires, and it is quite 
essential to have flues in fireplaces as 
well as furnace flues thoroughly cleaned 
out. 


ne quote from Boston jobbers’ 
stoc Pe 
Flue Scrapers.—No. 050, 60c. per 
doz. net; Imp Soot Destroyer, $4 per 
doz. 
LANTERNS AND GLOBES.—The 
movement of lanterns and globes out 
of jobbers’ stocks is slowly gathering 
momentum. Sales for fall requirements 
are well ahead of those reported a year 
ago. 
We 
stocks: 


quote from Boston jobbers’ 


Lanterns.—Oil, Monarch, No. 0, $8 
per doz. net; with ruby globe, $9.75; 
Blizzard, No. 2, $13; D-Lite, $13; Lit- 
tle Wizard, $8.50. Mill lanterns, 
$24.75 in lots of three dozen; Beacon, 
$31.50; Driving, left hand, $17.50; 
roadster, wagon, left hand, $17.25. 
Gasoline, No. L327, $5.25 each net; 
No. L427, . poultry house lantern, 
$7.50. Hy- $7.50 per doz. net. 

Globes. —Blizzard, Fitzall, in less 
ae five dozen and in five dozen 
ots: 


‘ 
e 


Less Five-Doz. 
$1.10 


ae locknob ..... “oo She dO A 

ts ce Kal do oS 1.30 1.15 
D-Lite, at wirin 0 ote 3.25 3.00 
Little Wizard ........... 1.15 1.00 
Junior Blizzard ......... 1.20 1.05 


PARERS.—With every New England 
State boasting of a big apple crop, and 
with growers and produce houses mak- 
ing efforts to increase public consump- 
tion of this fruit, apple parers sell well 
this time of the year. 

We quote from Boston 

stocks: 


Parers.—Apple, Rocking Table, $12 
per doz. net; Little Star, $9. 


POCKET KNIVES.—Jobbers are se- 
curing some excellent orders for pocket 
knives. It is quite evident that some 
retail stocks have been allowed to drop 
to a minimum. Most of those retail 
dealers buying now are giving consid- 
erable attention to assortments. 


We quote from Boston jobbers’ 
— 

ocket Knives. — Universal line, 
mo . $4 to $16 per doz. net; pen, $10 
to $30 per doz. net. 

Assortments, No. 100, two blades, 6 
patterns, $8 per assortment of 12; No. 
150, 3 blades, $12. No. 250, two and 
three blades, pearl handles, $18. No. 
650, jacks, two blades, $6. 


jobbers’ 
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si A Vet the women do YOUR work? 


ERFECTLY all right—if Bassicks carry the load. 
For American women are steady buyers of 
nationally advertised merchandise. 


Bassicks—those helpful little wheels—make it so 
easy to move beds and chests and tables and such. 





0] Another of those inter- 
ae a — They travel quietly and quickly over rug or mane 
Housekeeping for Oct. wood—and over your counter, too. 
(out September 25). : 
Display them with the Housewives everywhere are looking for Bassicks— 
ee in good hardware stores. Keep them in stock—on 


display—women insist on buying them. 


oe SIC. Casters 


The BASSICK COMPANY 
Reg, U.S. Pat. Off. 





BRIDGEPORT, CONN. 


For thirty years the leading makers of high grade casters, 
for home, office, hospital, warehouse and factory. 





Hardware Age, Sept. 9, 1926 
Hardware World, Sept., 1926 
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PYREX WARE.—Current retail needs 
of Pyrex ware are of fairly sizable pro- 
portions, but jobbers’ interest at the 
moment is centered in rounding up 
business for future delivery. Judging 
from orders already taken by them, 
this class of goods is still decidedly 


popular with the American housewife. 

We quote from Boston jobbers’ 
stocks: 

Casseroles.— Without handles, round, 
8-OZ., 47c. each net; l-qt., $1; 1%4-qt., 
$1.17; 2-qt., $1.33. Round, shallow. 
l-qt., $1; 1% -qt., $1.17. Round, cover, 
1-qt., $1: 1%-aqt., $1.17; 2-qt., $1.33. 
Oval, i1-qt., $1; 1% -at., $1.17 “om 
$1.33. Oval, shallow, i-qt., $1; ly - 
qt., $1.17; 2-qt., $1.33. With Seiedite 
l-qt., $1.17; 1%-at., 33. 

Baking Dishes. — Round, double 
compartment, $1 each net; with cover, 
$1.73. 

Pudding Dish. —Round, 4-qt., 40c. 
each net; 1-qt., 57c. 4 -qt 67c¢ 
2-qt., 80c. Square, 1% -at., 83« Geni. 
shallow, 10-0z., 30c.; 18%-oz., 40c 
Round, shallow, 1-qt., 57c.; 1%-qt., 
67ec. Oblong, 57c. 

Bread Pans.—Oblong, small, 47e. 
each net; medium, 60c.; large, $1. 

Cake Dishes.—Round, shallow, 50c. 
each net. 

Ramekins.—Wide rim, 4-o0z., 13c. 
each net; French pattern, 4-o0z., 13c.; 
6-oz., 17c. 

ROOFING MATERIALS.—AIll kinds 


and makes of roofing materials are 
selling quite freely. Jobbers are of the 
opinion that there will be a tremendous 
amount of repair work done this fall, 
consequently they have taken in large 
stocks of roofing materials. 


We quote from Boston jobbers’ 
stocks: 

Papers.—Japroid tarred felt, $73 a 
ton; Neponsit black building paper, in 


250-ft. rolls, $1.33 per roll net; in 500- 
ft. rolls, $2.65 per roll; Bermico 
sheathing paper, in 500-lb. lots, $75 
a ton. 

Stormtite.—Plastic, 334% per cent 
discount; liquid, 33% per cent dis- 
count, 

Shingles.—Japroid individual, $6.25 
per square; strip, 10-in., $5.75 per 
square; superstrip, 12%-in., $7.15 per 

super-giant, $8.50; lock-top, 


square; 
3.90. 


SAFETY RAZORS.—Safety razors sell 
all the time. Just now jobbers are 
making a drive for the holiday trade 
and getting some flattering results. 


We quote from Boston jobbers’ 
stocks: 

Safety Razors.—Gillette, new stand- 
ard silver, in dozen lots, $40.50 per 
doz.: new standard gold, $48. 60; Bos- 
tonian silver, $40.50; Bostonian gold, 
$48.60; Tuckaway silver, $40.50; Big 
Fellow silver, $40.50; Big Fellow 
old, $48.60. Autostrop silver plated, 
3.75 each net; gold, $4.50; Parisian 
silver, $3.75; gold, $4.50; Roman, $3.75. 

Blades.—Durham Duplex, 35 and 5 
per cent discount; Eveready, 144 
packages, 24c. per package; Gem, 144 
_— 28c. per package; Gillette, 


and 10 per cent discount; Auto- 
strop, 25 and 10 per cent discount. 
SAW FRAMES.—Advance orders for 
wood saw frames, blades and sets are 
coming in very satisfactorily, accord- 


ing to jobbers. Retail stocks evidently 

are low. 

We quote from Boston jobbers’ 
stocks: 


Wood Saw Frames.—No. 03, $5.85 
r doz. net; No. 50, $6.50; No. 40, 


7.48. 
Biades.—No. 6, 30-in., $5.20 per 
doz. net; 32-in., $5.85; No. 11, 30-in., 
$6; 32-in., $6.65: No. 45, 32-in., 
; Complete Sets.—No. 150, 
doz. net; No. 150 Champion, $13.65: 
ae 40, $15.55; No. 45, $15.20; No. 111, 
16.35. 


SCALES.—Retail dealers are beginning 
to show considerable interest in house 
scales. The preserving season is evi- 
dently the cause of this interest. 


| 


| 
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Boston jobbers’ 


No. 412, 
Colum- 
$1.55. 


We from 


Stocks: 
Scailes.—House, 
$1.60 each net; No 
bia, No. 6021, $1.25; No. 
WINDOW GLASS.—Window glass is 
selling well. Competition among job- 
bers for business is exceptionally keen, 
however. 
We from Boston jobbers’ 
stocks: 


Window Glass.—First bracket, 89 
per cent discount: 34 to 40 bracket, 
8S per cent discount; over 40 bracket, 
86 per cent discount. Double, all, 8&8 
per cent discount. 


| WRINGERS.—Interest in wringers is 
| growing very fast, say jobbers. Most 
of them admit they are making a spe- 


quote. 
Universal, 


1412, $1.90; 
16021, 


quote 


cial drive to round up business. 

















Boston jobbers’ 


130, $3.65 
$4.45; 
No. 


We frora 
stocks: 
Wringers.—American, No. 
each net; No. 100, $4; No. 350, 
No. 380, $4.80; No. 380K, 
ta $5.40; No. 360E, 
$5. No. 361 6; 
Folding 
each net; 
$8.50; No. 
No. A302, 


quote 


ae —No. 
No. "ae ane 
A300, $4.2 
$4.85. 


$8; 
; No. A301, $4.55; 





**Bettcher’’ Christmas 
Tree Holder 


Made of unbreakable pressed steel 
and lighter in weight than cast iron, 
the Go-Boy Corp., Cleveland, Ohio, has 
recently put on the market its “Bett- 





cher” Christmas Tree Holder, as illus- 
trated herewith. 

It is designed to hold a Christmas 
tree from 1 to 3 in. in diameter, and 
the cup can be filled with water or 
moist sand. 

They are packed two dozen to a ship- 
ping case, and each complete holder is 
individually boxed in carton form. 


Kodel Catalog on Radio 
Appliances 


The Kodel Radio Corp. of Cincin- 
nati, Ohio, has recently issued a new 
catalog descriptive of its line of recti- 
fiers, for charging both radio and auto- 
mobile batteries, and also illustrating 
its radio receivers, etc. The new cata- 
log contains 60 pages and is profusely 
illustrated, and should make a valuable 
addition to the hardware retailer’s 
trade library. 


Reading matter continued on page 92 
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LaCross Nail Clip Has No 
Rough Edges 


Schnefel Brothers, manufacturers of 
the LaCross Line of nail files, tweezers, 
manicure sets and implements, 684 
South Seventeenth Street, Newark, 
N. J., is now marketing an improved 
pocket nail clip, as illustrated below. 

This new clip, according to the manu- 
facturer, has been so designed as to 
overcome rough edges which tear the 
pocket or the lining of the handbag. 
The arms of the clip are two drop- 
forged pieces welded together, and the 
cutting jaws have been hardened and 
tempered with thoroughness. 

In closing the LaCross ‘Clip there is 


ra 


, Ss Me 


no pressure on the cutting jaws, which 
the company stresses as another very 
desirable feature. The entire clip is 
polished to eliminate ragged edges 
which cut, tear or wear the lining of 
a pocket or purse. 

The lever may also be used as a nail 
file. The file has a deep single sharp 
cut, and the cleaner point should prove 
useful. 


Manufacture of 
Farm Equipment 


Production of farm equipment in 
1925 is reported by the Department of 
Commerce to have amounted to $383,- 
736,736, an increase of 18.7 per cent 
over the $323,367,127 of 1924 and of 
5.2 per cent over the $364,854,106 of 
1923. Of the total, $332,845,204 repre- 
sents sales by the manufacturers in the 
United States, while $64,934,212 in 
value represents sales for export, the 
highest ever recorded. The figures do 
not cover sales by dealers to consumers. 
Sales figures do not agree with produc- 
tion figures, due to overlapping of 
years. 

Principal among the items are farm 
tractors and traction engines, valued in 
1925 at $120,558,518, or nearly one- 
third of the total. This item showed 
also the largest export total, at $27,- 
537,859, or more than 40 per cent of 
all exports. Harvesting machinery at 
$28,418,503, machines for preparing 
crops for market or use at $27,696,672, 
and plows at $23,644,833 were the items 
next in importance. Harvesting ma- 
chinery was the only one of these im- 
portant items which showed a reduc- 
tion from 1924. 

Data for 1925 were reported by 981 
manufacturers. This compares with 
949 in 1924 and 1135 in 1923. 
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Get Your Share of 
Balioon Tire Trade 


b Pages stamp of public 

approval has been 
placed upon Balloon 
tires. Daily the demand 
is increasing. Are you 
getting your share? The 
Badger line is supreme, 
and a real business 
builder. It is perma- 
nent and profitable. 
Leading Jobbers every- 
where recommend it 
to their Dealer Trade. 
Write your Jobber for 
particulars. 
































The Badger Rubber 
Works 


Milwaukee, Wisconsin 
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Fall Goods Moving in Pittsburgh Territory 
Collections Are Reported as Improving 


(Pittsburgh office of HARDWARE AGE) 


HE past week has brought a considerable quickening in the 


early orders, and while there is 


movement of fall goods on 
not much activity in those lines that are strictly seasonal to 


this time of year, the trade as a 
The checkup of August business, 


whole is busier than it has been. 
particularly when figured from a 


piece basis, made a good showing as compared with July and with 


August of last year. 


Collections have continued fairly good; in this 


direction there has not been much to complain of since May, when 


it was hard to secure payments. 


There are still more deferred ac- 


counts than jobbers could wish, but there has been improvement in 


that respect since the early part 


usual crop of price announcements that drops around Sept. 1. 
a rule the new lists show little or no change from the old ones. 


There has been the 
As 
Elec- 


of the year. 


tric light bulbs have gone down, but a substantial upswing is noted 
in coated nails, through a revision of sizes extras, which have been 
increased anywhere from 10c. to 45c per 100 lb. New prices on 
scythes, snaths and grass hooks; on garden hose and baseball goods 


all are unchanged from former schedules. 


ters have made the usual Sept. 1 


Makers of hot air regis- 
restoration of the lower discount, 


withdrawing the higher one that goes into effect at the time of open- 


ing of books for the purpose of stimulating business. 


Rope prices 


for the next sixty days will be the same as those for the past two 


months. 


AU TOOM BILE ACCESSORIES.— 
Business at best is only moderately 
active. Prices of lamps have been re- 
viséd downward in keeping with the 
larger sizes. Nos. 63 and 64 have been 
reduced 1c. each, Nos. 1110, 1133 and 
1134 5c. each and No. 1158 2c. 


Prices from jobbers’ stocks, f.o.b. 
/Pittsburgh follow: 

' Spark Plugs.—A. C., lots of 10 to 
90, 53c. are lots of 100 or more, 50c.; 
| ae e 1675 for Ford cars, lots of 

, 10 to 0 36¢ each; lots of 100 or 
more, 34c. 

Lamps.—21 cp., 6-8 volt, list price, 
35c. each; 3 ecp., 6-8 volt, list price, 
18c. each, subject to a discount of 30 
per cent ‘in lots of less than 50, and 
40. per cent for lots of 50 or more. 

Speedomeéters.—A. C. for Ford cars 
list price, $10 each. 

Tire Gages.—Schrader, high pres- 
uré? W6ts" of less than 10, $1 each; 

ts of 10 or more; 95c.; balloon tire, 

i lots of tess than 10, $1. 13: lots of 10 
or more, $1.08; U. S. Standard, lots 

. of less than 10, $1.10; lots of 10 or 
more, $1. 

ye oy .—In barrel lots, 38c. to 4lc. 
per ga 

As Oil.— Vacuum Oil Co., in 10-:; 

z Gel. steel drums, with faucet, grades 

Ee. and Arctic, $10.60 list: B, $13.70 

: fiat. lest 25 per cent. 

2 Motor Meters. — Standard makes, 
“™lots of less than 10, 30 per cent off 
list: lots of 10 to 19, 35 per cent off 
list: lots of 20 or more, 40 per cent 
off list. 

Windshield Sieaners. yen uni- 
versal automatic cleaners, $3.25 each. 


Jacks.—Millers Falls No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 


off ; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over, 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
—Good demand still is reported by job- 
bers here in tires and tubes distributed 
through hardware dealers. 








Dealers’ prices for those makes of 
tires and tubes handled by the hard- 
ware trade follow: 

HIGH PRESSURE TIRES 

er Heavy Duty Truck 
et - . sssseeednee $8.75 660 
30 x a4 ¢ seaeweeees eee 
30 x 3 Cl.  enetey size 10. 50 on 
a oe Mi. oceceens 2.85 oo 
32 x 3% SB. suveuaes 14.35 an 
ne Ci, vesnoee dee 15.95 ce 
- * eee ee 17.45 en 
Dt: -.tcguae seen ts 18.20 s* 
i Kee eceeuecdusud 19.45 re 
DLL” cvguces reason 23.45 $28.75 
DCC seeesevdopees 24.65 29.45 
a cc eecedeuneee 25.85 31.25 
Pn Wesdccunewvtiees 26.60 ' aan 
tt tn. pecenecheees 27.30 —_ 
Ch hives s ieee aaa 35.50 
eee eee 33.50 39.25 
2 7 A a ae ae 41.50 
oe OB ce cde eutwucceves 35.50 42.75 
ff) Saar wae 59.65 
Dict: ¢repndeteeneenee 65.25 
 ) 2) ae Tren eee 81.85 
, & Ber on ee 91.65 
Se IS. c«evcuwewaseaus 129.25 

Tubes 
Tan Gray 
Tubes Tubes 
Single Single 

Size Price Price 
££ Pe ee $1.95 $1.55 
i, Mn .-eileeesies os os 2.10 1.75 
in” Fis cewe odcees 2.55 2.15 
i need ceisler even ieee se 2.95 2.45 
SS ee 3.05 2.55 
an &  ¢gbeutanndesh< 3.15 2.60 
8 a a rr 3.35 2.70 
32 x a as seeieeawe 3.60 rey 
 f 2 Se. ee 3.70 
i an od, 0. oot ebeed 3.80 
ay Ub  -*6 av'ge 96 0 6-004 3.95 
pg & phe I Are 4.15 
oe 2t & - eeseensnsranee 4.25 
te nto 4.55 
POH SG ccccececmntrse 4.65 
a lip. eee 4.80 
-  «césescsanams 6.25 
Lg PCR ea 8.70 
4 ee 10.60 
ft 4} eer... 11.80 
Dt tv btcensennaeee 15.15 


Reading matter continued on page 94 








Balloon Tires 


To fit 19 in., 20 in., 21 in., 22 in., 
23 in. Rims. 

Gray 

Size Ply Casings Tubes 

27 x 4.40-19 in. 4 $11.25 $2.25 
29 x 4.40-21 in. 4 11.45 2.35 
29 x 4.75-20 in. 4 15.00 2°85 
30 x 4.75-21 in. 4 15.75 2.95 
29 x 4.95-20 in. 4 16.35 2.95 
30 x 4.95-21 in. 4 16.95 3.00 
31 X 4.95-22 in. 4 17.95 3.05 
30 x 5.25-20 in. 4 18.25 3.20 
31 x 5.25-21 in. 4 18.85 3.30 
30 x 5.77-20 in. 6 27.15 3.75 
32 x 5.77-22 in. 6 28.75 3.90 
33 x 5.77-23 in. 6 29.90 4.00 
32 x 6.00-20 in. 6 27.50 4.10 
33 x 6.20-21 in. 6 28.75 4.35 
33 x 6.20-21 in 6 34.10 4.85 
33 x 6.75-21 in. 6 36.75 5.35 
84 x 7.30-20 in. 6 41.65 6.10 


BATTERIES.—Radio fans are expected 
to soon be getting their sets in shape 
for the Dempsey-Tunney fight and the 
World’s Series games and this already 
is finding reflection in the demand for 
radio batteries. The checkup of radio 
battery sales for the summer shows it 
to be much in excess of other years. 


Jobbers’ quotations to _ retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
© oh, oe oniebeh ee $1.05 $0.97 
a Gr sésesseasans 1.22 1.14 
Fe eer 1.32 1.22 
Dn sn 2<6duee canes 1.40 1.30 
a Mn tkveseenesas 2.62 2.44 
.— eee 2.62 2.44 
a. Me tecetenssuse 3.33 3.00 
a i  tiebinese net 42 .39 
a Se- seseneeodne .40 35 


No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 
Flashlight.—No. 935, 94%4c. each; No. 
950, 10%c.; No. 790, 22c.; No. 705, 
21%c.; No. 750, 18c.; ‘No. 751, 24c. 


Hot Shot.—No. 1461, $1.70; No. 1662, 
$2.35. 


BEVERAGE AND PRESERVING 
SUPPLIES.—Very good business still 
is reported in these lines. Jobbers 
quote: 

Bottles and Caps.—Quarts, $9.50 per 
gross; caps, 20c. to 22c. per gross; 
stoppers, $2.25 per dozen; cappers, 
$10.50 per dozen. 

Strainer Sets.—Eveready, in dozen 
lots, strainer stand, $4 per dozen.; 
strainer bag, $2 per doz.; filter bag, 
$4 per doz. 

Scales. —Universal, No. 1021, wie ok 
No. 11021, $1.55; No. 19221, $2. 50: 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross; 
quarts, $10.10; 2 quarts, $13.15. 

Jar Rubbers.—Double lip, red, 80c. 
per gTross. 

Canning eg ee 1, single jar, 
70c. per doz.: No 8 jar, = ae per 
doz.; jar wrench, “a5. per 

Fruit Presses. ~rnterprise, ss 6, 


$6.25 each; Juicy, 3 $3.50 each; 
6 at., $4.30: 2 ~ $6 Shaikton 2 at., 
$3 each: , $4. 50: 10 qt., $7. 


single tub, 


Cider te eon «Hey 
Cant- 


$12,10 each; Eagle Junior, $24; 


clog, single tub, $14. 
Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
5 gallon...... $1.20 $1.35 $2.35 
10 gallon...... 1.65 1.75 2.75 
15 gallon...... 1.90 2.16 3.10 
20 gallon....... 2.15 2.30 3.35 


BOLTS, NUTS AND RIVETS.—Prices 
are unchanged and itis expected pres- 
ent prices will be continued for the 
fourth quarter when makers. open their 
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» For Those Seeking Unusual Clocks! 4 


Ask to see these New “*True Time Tellers’ AWa 








HE New Haven Clock Company offers to popular daily. The clocks shown here are the PAs 

the trade a unique line of Alarm Clocks latest members of the Nationally Advertised “ae 
and Time Pieces. Ask your jobber to show True Time Teller Family. Each clock is tagged er 
you these new designs which are proving more with consumer’s price. e 








Oval Alarm Square Tat-Too Jr. Alarm 


a. Height, 214% inches. Width, 3% inches. 2% inches Square, full size Silver Dial, me 
40-hour Movement, Back Bell Alarm. Full 40-hour Movement, Back Bell Alarm, iG es 
Size Gold Dial, Skeleton Hands. Russet Bowed Glass and French Open Hands. > ie 
Bronze Case, Bowed Glass. French Bronze Case. . & 


Resale Price, $3.75 Resale Price, Plain $3.25. Radium $4.25 ale Se 


| . Smallest 
Clock Made! 





J) Gothic Tat-Too Jr. is; 
Height, 3% inches, .2e* 
width, 2% inches. mee 
Fitted with a full size ; bs 
Gold Dial, 40-hour eee 4 
Movement, Back Bell ; 
Alarm. Russet Bronze an 
Case, Bowed Glass. ti as 

Resale Price, A, oa 
Plain $3.75 ain < 
Radium $4.75 
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Tip-Top 
Octagon Traveler 





Illustration 2/3 
actual size 


Lin 17% inches in Height, 
Sar Silver Radium Dial 
hse S with second hand. 
; Pull out stem = set, 
Nickel plated case. 

fa Bowed glass. 
Resale Price, $4.50 
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books for that period next week. Job- 
bers report small but constant demands. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut thre ads, 


45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list: nuts, hot 
a. square, tapped, in 5 Ib. 
boxes, in., $16 per 100; 5/16 in., $14; 
*% in., ‘$11: % in., $10: % in., $10; 
yy in., $8; "Ye in. $7. 50; rivets, small 
wagon and tinners, 60 per cent off 
list. 


BASEBALL GOODS.—Leading makers 
have issued new price tables for the 
coming year and in all cases they re- 
affirm present quotations. 

COATED NAILS.—Makers have 
adopted the new classification and ex- 
tras on coated nails which increased the 
differentials for size from 10c. per 100 
lb. for 20d to 60d, and from 15c. to 45c. 
per 100 lb. in the other sizes. The 
change is effective as of Sept. 1, and 
the explanation for it is that the for- 
mer card failed to yield a living profit. 
Countersunk nails hereafter will be 
sold by the mills at $2.65, base Pitts- 
burgh, plus the following differentials. 


7. 
<% ¥ 4 
~ ‘ © © 
Os S -—“~ Extra aver base 
Ss a er 100 Ib. 
S= 6 SS New Old 
2d 1 16 1,084 $2.40 $1.95 
3d i™® 15% 848 1.90 1.70 
4d 1% 14 488 1.55 1.20 
5d 1% 13% 364 1.35 0.95 
6d 1% 13 275 1.15 0.80 
7d 2% 12% 212 0.90 0.75 
Rd 2% 11% 142 0.75 0.50 
9d 2% 11% 130 0.75 0.50 
10d 2% 11 104 0.65 6.40 
12d 3% 10 7 0.55 0.35 
iéd 3% 9 61 0.45 0.30 
200d «038%~—COT7 37 «0.35 ~—Ss«é.25 
30d 4% «6 299 «0.85 25 
40a 4% 5 21 0.35 0.25 
50d 5% «(4 16 0.35 0.25 
60d 5% 3 13 0.35 0.25 


for 1927 are 
for the past 


GARDEN HOSE.—Prices 
exactly the same as those 
year. Jobbers quote: 
Hose.—In 250-ft. reels, % in., 10c. 
per ft.; % in., 10%c.; % in., 11%c.; in 
50-ft. length, %c. per ft. higher; Gem 
spray nozzles, $6 a doz. 
GUNS AND LOADED SHELLS.— 
Lively movement is reported against 


early orders by jobbers here. 


ELECTRIC LAMPS.—The Westing- 
house Electric & Mfg. Co. has an- 
nounced a general revision downward 
in prices of electric lamps, effective 
Sept. 1. The new list prices follow: 


Clear Glass.—S- 14, 10 watts, 25« 
S- li, 15 watts, 25c.; S- 17, 25 waste, 
25c. P-19, 25 watts, 30c. S-19, 40 
watts, 25c.: S-19, 50 watts, ‘ohe.: 1’-19, 
50 watts, 30c.; PS-20, 50 watts, 40c.; 
S-21, 60 watts, 30c.; PS-22, 75 watts, 
ite.: PS-25, 100 watts, 45c. 

Frosted. — S-17, 15 watts, 30c.; 
G-18%, 15 watts, 40c.; D-10, candela- 
bra base, 15 watts, 50c.; S-17, 25 
watts, 30c.; G-18%, 25 watts, 40c.; 
G-25, 25 watts, 50c.; P-19, 25 watts, 
35e.; S-19, 40 watts, 30c.; G-25, 40 
watts, 50c. 

Inside Frosted. a 17, 15 watts, 25c.; 
A-19, 25 watts, 25c.; A-21, 40 watts, 
25c.: A-21, 50 watts, 27c.: A-21, 60 
watts, 30c.; A-23, 100 watts, 43c. 


Flametint.—A-17, 15 watts, 30c.; 
A-19, 25 watts, 30c.: A-21, 40 watts 
30c.;: A-21, 50 watts, 32c.; A-21, 60 
watts, 35c.: D-10, — -— base, 15 
watts, 50c.; F-1 25 watts, 55c. 
G-18%, 25 watts, Be. . G-25, 25 watts, 
60c.: G-25, 40 watts, ‘Soe. P-19, 50 


watts, 34c. 











HARDWARE AGE 


Colored.—A-17, 15 watts, 35c.; A-19, 
25 watts, 35c.; A-21, 40 watts, 35c.; 
A-21, 50 watts, 37c.; S-14, 10 watts, 
35c.; S-17, 25 watts, 35c.; S-19, 40 
watts, 35c.; P-19, 50 watts, 39c. 

Daylight.—A-21, 60 watts, 50c.; 
A-23, 100 watts, 75c.; PS-20, 50 watts, 
60c.; PS-22, 75 watts, 65c.; PS-25, 100 
watts, 75c. 

White Coated —PS-20, 
40c.; PS-22, 75 watts, 
100 ‘watts, 50c. 


Miniature Mazda Lamps 
Mazda Sept. 1 
No. Base Volts CP. Price 
63 —£ ae 6-8 3 17 
64 D.C. 6-8 3 17 18 
110 21-21 40 45 


50 watts, 
50c.; PS-25, 


Old 
’rice 
.18 


S 
- 8 32 D0 bd 
D.C. -8 32 .50 55 
D.C, 8 21-2 38 40 


HOT AIR REGISTERS.—The discount 
on steel floor registers as of Sept. 1, 
was restored to 40 per cent off list. 
This is an advance as a larger discount 
has been in effect since April 1 last. 


HEATING ACCESSORIES. — Move- 
ment against early orders has begun to 
develop considerable momentum. Coal 
hods and stove pipe and elbows are go- 
ing especially well. Jobbers quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in., 16c. each; 
18 in. x 30 in., 24c; 20 in. x 30 in., 
28c.; 22 x 30 in., 30c.; 24 x 30 in., 
35c. Fiber in \%-lb. packages, $2.50 
per dozen; %-lb. packages, $5. 

Coal Hods.—Japanned, 16-in., $3.40 
per dozen; l7-in., $3.60; galvanized, 
16-in., $4.65; 17-in., $5; 18-in., $5.50. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled jappanned, 60c. to 
$1.10; galvanized, 1.10. Never 
Break, No. 10, $4.25; No. 16, $4.60; 
No. 20, $4.80. 

Gas Connections.—Lead, 12-in., 25c. 
each; 18-in., 30c.; 24-in., 35c.; 30-in., 
40c.; 36-in., 45c. Flexible steel tubing, 
3-ft. lengths, 10c.; 4-ft., 13c.; 5-ft., 
l6c.; 6-ft., 20c.; Cloth inserted tubing, 
5c. per ft. 

Boards. — Wabash, square, 
ymaper lined, crystallized, 18 x 18-in., 

6.25 per dozen; 24 x 24-in., 
26 x 26-in., a x 28-in., 
30-in., 


.» $16.3 

talized, 24 x 24- i. $12 . 

$15; 28 x 28-in., $18; 30 x 30-in., $20; 

33 x 33-in., $24; 36 x 36-in., $29 

Stove Pipe and Elbows.—Polished 

blue nested stove pipe from Pitts- 

burgh warehouses, No. 28 gage, 6- 

in., $15 per 100 joints; elbows, $1.48 

per dozen. Nickeled stove ipe, 4- 

in., 85c. per joint; elbows, 75c.; col- 

lars, 40c. 
PAINTING SUPPLIES.—Linseed oil 
has eased down in price slightly but 
other items under this heading are un- 
changed. General business is some- 
what helped by more favorable weather 
conditions than ruled during much of 
the summer, but it leaves much to be 
desired. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15%c. per lb. in 100-lb. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.08 per gal. in barrel lots; raw lin- 
seed oil, 12.9c. per Ib. in barrel lots. 

ROPE.—Prices for the 60-day period 
beginning Sept. 1, will be the same as 
for the past two months. Jobbers here 
are quoting No. 1 manila rope at 26c. 


per lb. and sisal at 18c. 


SCYTHES AND SNATHS.—Prices for 
1927 have been announced and show no 
change from those of the past year. 


SLEDS.—Shipments against advance 
orders are beginning to show some size. 


List prices subject to customary 
discount of 33 1/3 per cent. Flexible 
Flyer, steering sleds, 38-in., $3.75 


Reading matter continued on page 96 
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each; 42-in., $4.75; 47-in., $6, and 52- 
in., $6.50. 
WRENCHES.—Crescent Tool Co. has 
announced new prices and jobbers here 
now are quoting that line as follows: 
4-in., 47c. each; 6-in., 47c.; 8-in., 58c.; 
10-in., 72c.; 12-in., $1.08. 
WIRE PRODUCTS.—Steady demand 
for small lots of nails and wire is noted 
by jobbers here and a few orders for 
fence are coming in. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 


(Per 100 Ib.) Annealed Galvanized 


No. 6 to 9 gage.... cr $3.45 
Sy ee eae 3.05 3.50 
RE eerie teers .10 3.55 
SS 2a 3.15 3.65 
PL cchieeceendedla 3.25 3.80 
eee ae 3.35 4.00 
7 Se ere 3.55 4.25 
ree 45 4.45 
“Barbed wire (per 80-rod spool): 
ee ak re cee heeded $3.00 
ee 3.20 
SS RO a 3.20 
NE a re 3.50 
2-point cattle (special).......... 2.25 
Field Woven wire fence (per 100 
rods 
be oe a Cd os owen tad $30.00 
De Se wecshvesead Ghehocosctenss 54.75 
Poultry 
a A $35.60 
ESE ee « ee eee 43.00 
ERE ES “eee 48.50 
Steel Fence Posts: 
- ii heanbendbas 60604060 sie 2 
a shekidt d taws eeéencenteeee 55c. each 
REEL. 70 ee em me 65c. each 
— nails, base, per keg. $2.95 
to 


Goulds Offers Electric 
Autowater Outfit 


Gould Pumps, Inc., Seneca Falls, 
N. Y., has announced the Autowater 
Outfit W-4, an _ electrically driven 
pumping outfit for installation where 
water is desired direct from the well. 
The tank has been designed as a cush- 
ioning chamber for the automatic reg- 
ulator. The design of this chamber 
and piping minimizes the possibility of 
waterlogging, one of the principal diffi- 


eat bh 























culties of small-tank fresh water sys- 
tems. 

The unit is furnished completely as- 
sembled and ready for installation and 
immediate connection to house piping 
and electric wiring. It is suitable for 
pumping water from cisterns, shallow 
wells, springs, streams and lakes at the 
rate of 210 gallons per hour where 
running water is desired for household 
use, including limited quantities of 
water for sprinkling purposes. 

The operation of this outfit is auto- 
matic; a pressure regulator furnished 
with it makes the system entirely au- 
tomatic in operation. 
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Vollrath Silvery-Gray Cast Iron Ware includes round griddles and 
bakers in four sizes, skillets in ten and maslin kettles in five. 


“Bright. ..as a new dollar” 


That is the way Vollrath Silvery-Gray Cast Iron Ware 
is described to your customers in Vollrath advertis- 


ing. Why this new-old Vollrath line sells so fast. 





BOVE is a photograph from the Vollrath ad- 

vertisement that will appear in Good 

Housekeeping for October. This national adver- 
tising will help sell the ware for you. 


Dealers everywhere are finding a market for 
Vollrath Silvery-Gray Cast Iron Ware. 


Housewives like it because it is so easy to clean. 
A special process recently perfected and exclusive 
with Vollrath, makes the surfaces smooth, hard 
and non-absorbing. Ridges, corners, and projec- 
tions are eliminated, so food particles cannot 
lodge in these vessels and make cleaning difficult. 
Vollrath Cast Iron Ware is one of the products 
on which the Vollrath Company built its repu- 
tation. That is why we call it a ‘‘new-old”’ line. 
The last fifty-two years have seen great improve- 
ments in both design and quality, of all Vollrath 
Products. 


Vollrath Silvery-Gray utensils are conveniently 
packed in corrugated cartons, which can be 
stored so that you can open one or two at a time, 
depending upon your demand for the item. 


Each piece is coated with a lacquer, which does 
not rub off on the hands. It protects the finish 
and prevents rusting. This ware is easier and 
cleaner for both you and your customers to 
handle. 


Trivets are furnished with all bakers. 


Display cards, inserts, newspaper mats and other 
sales helps are also furnished dealers selling the 


line. 
Stock an initial order and see how fast it sells! 


The Vollrath salesman will help you make it 
up, or send in your requirements, NOW. 


OLE APL 


WARIS 


THE VOLLRATH COMPANY, 
Established 
See the Vollrath advertisement in 





SHEBOYGAN, WISCONSIN 


volh "ATH ae 


The Ladies’ Home Journal, September 
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‘ ! ‘Selling Hardware to a 
Woman’’ 
Zs 


REFRIGERATORS 






And how are you today? 

And how’s the children’s whooping cough? 
“Almost well,” you say? 

‘Tis glad I am to‘hear that, sure: 
Your husband’s “splitting rails’’? 

Well, isn’t that a bit hard work? 
Oh yes,—you want some nails! 

Well, let me see,—what kind was that? 
Your husband “didn’t say’’? 

Well, I’ll just show you what we have, 
For that’s the only way— 

| To find the kind he wants to use. 

| (You say “he’s working pine’’?) 

| Well, these are finish nails, and those 

| Are common, box and fine. 

| You “want to try the box,” you say? 
All right, and now what size? 

Oh yes, there’s different sizes, too. 

| (Confound those pesky flies!) 

You’re “not quite sure what size he wants”? 
You think “about ‘so long’ ”? 

Well, try the eights, and tell him to 
Return them, if they’re wrong. 

And now, how many do you want? 
(A pound’s not such a lot.) 

You’ll “take two,” Mistress Callahan? 
Oh yes, it’s awful hot! 

But wait, I’ve something here on sale, 
I want to show to you: 

A ninety-five cent broom today, 


( YOOD morning, Mistress Callahan! 





























Homes For only ninety-two! 
- | Now, surely that’s worth saving, but— 
Without | You’ve “all you need,” you say? 
" Then is there something else you want? 
Refrigerators _ Yes, it’s a lovely day. 
You say that “you’ll come in again, 
Some day when you’ve more time”? 
You'd be surprised to find how many You do that, Mistress Callahan :— 
people around you still haven't refrig- The nails will be a dime. 
erators—and how many are about ready What’s that, you say, “you fear you left 
to buy them. Your pocketbook behind’’? 
With the complete, well-graded Chal- a 4 sine me a" = aa 
lenge line you can meet the require- Ra, ee: . See eee. 
6 : Wihasih You say that when you’re “gone for long,” 
ments of every one of your customers. iaeen Mninihinnel sities a. diel? 


Goodbye, then! What? Oh yes, we will! 


Write us or your jobber about han- 
And you folks come see us! 


dling the Challenge line. It will help 


you increase your business. 





43 years old Stock loafers never pay any rent. 


* * * 
CHALLENGE REFRIGERATOR CO. : 
a The people who pass a store represent opportunity; 
Grand Haven, Michigan those who enter add to that opportunity; only those 


anaes | Who buy contribute to the profit. 
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*l1? 
Bill’s System 
ILL was so fat his sales manager hardly had 
ssl to ride with him in his Ford. Nobody 
dreamed Bill could beat his own quota, let alone the 
whole force in percentage of annual increase. 

“How I Did It” was the hit of the program at the 
annual sales convention. Boiled down, here are the 
secrets that enabled Bill to walk off with the year’s 
quota honors: 

“I carry a membership in the local merchants’ asso- 
ciation and cultivate the friendship of the secretary. 
When I want to land a certain dealer, he helps me get 
him. He knows I will play fair, so he has all to gain 
in helping me, because working with me means event- 
ually more profits, greater success for the dealer, and 
a better member of the association. I advise my deal- 
ers to boost the association. 

“When new buildings go up, I find out in advance 
who will occupy them and get orders for my goods 
before most people know whose stores will be located 
there. 

“I write up the orders for 95 per cent of my deal- 
ers. That shows the confidence they have in me. I 
know how much profit a dealer should have on my 
merchandise, and I also know what prices his trade 
should pay, and I place prices on each item for him. 

“I know where the stock is kept and when I arrive 
I go there, check up and write out an order for the 
items he will need until my next call. I hand the 
order to him, he signs it often without reading what 
I have put down, and I go on my way rejoicing. I 
am always very careful, however, not to overload him. 

“IT always have some new display ideas for him 
when I get around. But I don’t say ‘Better do it this 
way.’ I take the merchandise and arrange it as I 
think it should be arranged, and ask him to try it and 
tell me when I come back how it helped sales. 

“I’m all optimism, enthusiasm and energy when’! 
see my dealers. I refuse to talk competition, hard 
times, price cutting and that sort of stuff. I just 
smile, when they start that stuff, tell them how good 
business is with me and my dealers, and before they 
know it, they are smiling with me, planning for more 
business and working hard with me.”—Meredith’s Mer- 
chandising Advertising. 





How to Miss Orders 


OVERING the same territory for a period of years, 
(: one is quite apt to, at times, become afflicted with 
mental lethargy. I mean by this, he will say, “Oh, 
Mr. Smith, he won’t buy today, the market is wrong 
and he just got some flour,” and you offer yourself 
a variety of excuses for not selling him this trip. I 
plead guilty to having done this and in a majority of 
the cases it’ has cost me business. The next trip I 
call on Mr. Smith, he says to me, “Where were you? 
I bought a car of so and so” because—well, you know 
the way they say it. Then you feel like giving your- 
self a good kick. It proves the old but true proverb, 
“Never put off until tomorrow what you can do to- 
day.” Keep plugging and shaking the plum tree. If 
there is fruit on it, you are sure to shake it loose.— 
Eventually News. 











4 amazing 
tests 


—no Other basket 
can stand them 


HE tests one critical buyer made 

of a Cordleyware basket are 
given here to show you the remarkable 
selling features you can point out to 
your customers—and incidentally the 
possibilities for not only individual 
sales but for bids on local school, fac- 
tory, store and office jobs. 
Here are the tests—try them yourself on a 
Cordleyware basket in your own or your supply 
house’s stock—we will make good with a new 
basket, if necessary, but if we do, yours will be 
the first. 





Waterproof test—Fill the basket with hot water, 
hot as you can draw it. Let it soak for 24 
hours. Then empty it—see if it is soft, or 
soaked, or warped. 

Wear and tear test—Find the longest flight of 
stairs—concrete if possible. Kick the basket 
down them—kick as hard as you can. Pick it 
up and look at it. 


3 Pressure test—The hardest test for a basket is 
pressure on the sides. Lay the Cordleyware 
Basket on its side in a corner—have the heaviest 
man in your organization stand on it. See if 
it breaks. Then turn it over in its normal posi- 
tion and let him stand on the rims—see if it 
breaks. 

4 Taint and odor proof test—Throw in food scraps 
and let them stand until you can’t stand the 
smell any longer. Wash out the basket thor- 
oughly and see if,you can smell any odor, and 
notice that it cleans as easily as a china dish. 


No other basket but Cordleyware can pass this 
test; if you think so, ask 
their makers to make 
vou the same offer. Cord- 
ley & Hayes, world’s larg- 
est makers of sanitary 
drinking devices, 10 Leon- 
ard Street, New York: City. 





The Cordleyware 
Waste Basket. 
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The Twenty-Four Murrays Work and Live Together 


(Continued from page 64) 


worth one hundred and twenty-five dollars a month 
to me. But that’s a lot of money for a boy to have to 
spend. It might go to your head and spoil you. I'll 
keep on paying you in cash what you are getting now— 
fifty dollars a month. The other seventy-five dollars a 
month I’ll place to your credit at 6 per cent interest. 
Some day, when you need that money, it will be there for 
you. Which offer do you want to take?’ 

“Your offer,’ I said without hesitation. 

“After that Father couldn’t have driven me to New 
York. It was the first and last time any one of us 
ever considered leaving home, though we’ve had lots 
of chances.” 

To save; to have ready money in the bank to meet 
emergencies or grasp opportunities; to keep their debts 
paid up to the minute; to buy only within their means 
—that was the cardinal creed of business which Father 
Murray kept pounding into the minds of his sons. 

“You don’t own anything as long as you owe any- 
thing,” he told them a thousand times. “Goods bought 
on credit and with borrowed money aren’t yours until 
you’ve paid for them. Credit is all right, but cash is 
better; the one may go back on you when you most 
need it, but the other never will!” 

And the Murrays, one and all, stuck to their father’s 


creed. 
Can Swing Any Deal 


Bob Murray stated to me: “Give us ten minutes’ 
notice, and we can swing any kind of deal up to one 
hundred thousand dollars! Forty-eight Saturday nights 
out of the fifty-two in the year we don’t owe a penny! 
For five years, on our annual statement of January 
1 we have been able to write after ‘Liabilities’— 
‘None!’ 

“Now don’t get the idea,” Bob Murray said, “that 
we shot up into big things all at once. It has taken us 
years to get where we are. Business didn’t roll in. 
We had to get out and drive it in. At times it was 
pretty discouraging. Once we were right on the verge 
of being licked.” 

Let me lead up to that time: 

As the Murray boys became old enough, they were 
sent out to meet and become acquainted with the far- 
mers and their problems, very much as big manufac- 
turers send out salesmen. They traveled in all kinds 
of weather, over all kinds of roads. They met the far- 
mers in their fields, the women in their kitchens. They 
found that to cater to the wants of an agricultural 
region required special knowledge. 

Farmers were becoming interested in better homes, 
technical subjects, power-driven machinery. When 
they asked questions they wanted accurate answers. 

Bob Murray studied plumbing, for farmers were in- 
stalling in their homes running water and modern 
bathrooms. Then he went to work as a journeyman, 
and learned plumbing in all its practical phases. This 
all before the Murray boys attempted to sell plumbing 
supplies! 

Out on the Murray farm, Phil qualified as an expert 


in farm machinery. He studied it from raw materials 
to finished products at the factory. He familarized 
himself with it by working with it in his own fields. 
Later, when Jake Demer married Maude, he too, was 
taken into the organization, and became a specialist 
in farm machines, roofing problems, matters of drain- 
age and soil improvement. 

Quintin was sent out West to take a job in a big 
gas engine plant, to learn gas engines. He spent a 
year in the factory, and then went to an engineering 
school in New York City to learn the electrical end 
of the engine business. Each year thereafter, during 
three winter months, he returned to the school, that 
his technical training might be kept strictly up to 
date. 

Eben Keen, who married Vera, came into the firm 
as store manager and specialist in paints and shelf 
goods. He took a special night-school course in store 
methods, and studied progressive stores in the larger 
cities. 

Each member of the firm thus became a specialist 
in some one general line. 

“Now, I suppose, to make this a good story,” laughed 
Bob Murray, “that I should tell you how, in response 
to all this preparation, the customers flocked into the 
store and we had to hire extra help to handle the busi- 
ness. The sad part of it was that they didn’t. They 
came but slowly. And they didn’t spend a great deal 
when they came. 


Crawled Ahead 


“Still, we grew, little by little. We managed to crawl 
a little ahead in profits each year. And then, just when 
we figured that we had built well and were ready to 
swing ahead at a better pace, a big mail-order house 
swamped our customers with catalogs. Another mail- 
order house, and another, followed suit, each with 
more alluring catalogs and promises. The farmers 
read, got out their pencils and began to order by mail. 
The trade for which we had scoured three counties 
began to dwindle. It dropped 5 per cent at a clip, five 
times as fast as we had built it! 

“*What shall we do?’ we would ask when we met 
evenings to talk things over. 

“One thing and another was proposed. None seemed 
to fit. Our stock-rooms were full of hardware and 
farm supplies that weren’t moving. The freight houses 
were full of machinery shipped direct to our custom- 
ers, and there left unclaimed. 

“Nightly our troubled family conferences went on, 
getting us nowhere. Father would check over the 
books. 

““*We’ve lost 20 per cent of our business,’ he would 
announce. 

“Then the loss went up to 30 per cent. 
mounting until it hit 40 per cent. 

“ ‘Well, do something!’ said Mother. 

“And Quint spoke up. ‘The trouble is,’ he said, 


It kept on 





(Continued on page 100) 
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Sectional view shows 
the patented F. @ N. 
Self-Adjusting Device 
that keeps PF. &@ N. 
Mowers in constant, 
perfect adjustment 






throughout their 
life. Patented 
April 10, 1923. 










o rk 


Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and _ set 
ge Re amg 
eg el, brass a P 
copper-plated, Self-adjusting 


gaivenizeas ave | IE KEN 


stove bolts, sink 
bolts, hanger bolts, Tapered 


and speciaiticn  ~=Ss|- ROLLER BEARINGS 


Just such features as this are what en- 

























Millions of product able dealers selling F. & N. Lawn Mowers 
—one standard for to lead all others in sales year after year. 

| accuracy ana quality. The TRIUMPH Mower was the first of 
Te RE TET oad all mowers to have genuine Timken 
| REED & PRINCE MFG.CO. eee, eee, ee SS oe 
equi with the famous F. . self- 

, WORCESTER, MASS.,U.S.A. Po Device that keeps the reel bear- 





Vim’ WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. ; “ ; ; 
J een amma ings in constant adjustment—doing away 


entirely with undue wear and poor mow- 
ing that result from improper adjust- 
ments or neglect. Only the finest mate- 
rials are used in its construction. Every 
part is interchangeable—precision ma- 
chined and fitted. Get all the specifica- 
tions and you will understand why the 
TRIUMPH Mower will help you lead in 


sales, too. 









-—~“ 
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Ef), soe 
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Ball Bearing Mowers 


Among the mest popular, leading ball bearing models 
equipped with the F. & N. Self-Adjusting 
Device are the Crestiawn, Vulean (shown above), Ad- 
miral and Director. 


, L a 6 
4 426 4 ASO SATIS 











Ask Your Jobber for Full Information, 
Catalog and Attractive Cut-Out Show 
Cards, etc., or Write Us Direct 


The FaN Lawn Mower 


THE WORLD'S LARGEST LAWN MOWER MFGR.\ 4 


RICHMOND, INDIANA, — U.S.A. 
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HAT a story of achievement a cup of fragrant 
(ay coffee could tell! And a great part of its success 
Mews must go to the correct method of grinding the 
whole bean. The secret of real coffee flavor, is to pre- 
serve fragrance of the coffee bean until it is ready for 
use. This is done by thousands of housewives, who use 
Arcade Crystal Coffee Mills to grind the coffee beans 
just before making their coffee. A stock of these mills 
will assure you of a steady and profitable business the 
vear round. Reliable sellers for many years, with new 
features and improvements. 





-_ pe Proved 


1s 


Good Housekeeping 
%),, ° Institute ay 
HOUSEKEEPING MACK 













No. 4 CRYSTAL 
COFFEE MILL 


Truly a handsome and serviceable 
mill. Finished in either blue, 
white or black enamel. Adjust- 
able grinding burrs, air tight glass 
cannister and graduated glass re- 
ceiver, are real points of merit 


that your customers will not over 


look 





An Arcade display = stand 
with coffee mills attached, 
will invite*much interest and 
favorable comment from your 
customers. Set up in a 
prominent place in your 
store, it will reflect its many 
good selling points The 
stand is white enameled, 
presents a handsome appear 
ance, and is supplied by us 
gratis. Write us for catalog 
and ask your jobber for 
prices. 





ARCADE MANUFACTURING CO. 


Freeport, Illinois 


ARCADE 


+ ot oe ee 
ona TOY. 
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‘that the folks of this county don’t know how good we 
are. We ought to get ’em together and let ’em know. 

‘“**How?’ demanded Phil. 

“‘*Why, bring ’em in and show ’em!’ argued Quint. 

“It was an idea. We mulled it over. Finally, it was 
decided to write to all our customers, and to folks who 
might be our customers, to come in and talk the mat- 
ter over. Of course we knew that they wouldn’t come 
under ordinary circumstances, so we concluded to do 
something extraordinary. We purchased full pages 
in our county papers, and announced that we were 
going to give a Big Party, and we wanted everybody 
to come; that we’d have free eats, candy for the kids, 
prize packages for the ladies, plenty of music, and lots 
else. We added that the Big Party would last four 
days. 

“Mother and the girls agreed to prepare and serve 
the lunch, and thus save the cost of a caterer. We had 
a. thousand invitations printed, and mailed them out 
sixty days in advance so that folks would know of the 
party in plenty of time. We induced the manufac- 
turers to send us demonstrators who could show our 
goods in the best light; and we hired an orchestra, 
rented the opera house, and engaged two acts of vaude- 
ville. Every one of us knew that the way the party 
went so would the business go. It was an anxious sixty 
days’ wait. 

“We were all down at the store bright and early when 
the big day came. The decorations were in place, the 
goods arranged as attractively as we knew how, and 
a big counter was set up for the lunch. The orchestra 
was on hand, and the demonstrators, and over in the 
opera house the actors waited. 

“*Will they come?’ asked one of the girls. 

“*They’ll come,’ predicted Quint confidently. 

“And they did. At nine they began to arrive. By 
ten, a steady stream—men, women, and children—was 
coming in through the doors. By noon the town re- 
sembled circus day. Buggies, surreys, phaetons, horse- 
drawn vehicles of every kind were hitched to every 
available post. The demonstrators were swamped. 
Over in the opera house they played to packed seats. 
And between the demonstrations, and between the 
vaudeville acts, we got up and talked to them, in four- 
minute talks—told them what we were trying to do, 
how we had prepared ourselves to do it, and asked them 
to give us a trial. 

“The second, third, and fourth days were the first 
over again, only bigger; and we began to notice some- 
thing we hadn’t counted on: All the stores in Honesdale 
were doing a big business. The whole town was profit- 
ing by the party. 

“Altogether, the Big Party was our turning point. 
It was such a success that we decided to make it an 
annual affair; and now people come by the thousands 
from three or four counties around: the mayor attends, 
and other merchants here in town advertise special 
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sales in the newspapers for ‘the week of the Murray 
Big Party.’ 

“Our first party led us into a new line of business. 
After talking with the farmers and getting their view- 
point as to why they sent to the city for goods they 
could get at home, we rounded up the best of those mail- 
order catalogs and made a study of them. We found, 
to our surprise, that we had been condemning a splen- 
did idea. It was an advantage to a man living miles 
from a store, with the roads deep in mud or high snow, 
to be able to buy what he needed by mail. We became 
convinced that if a company a thousand miles away 
could fill a farmer’s needs, our company could pro- 
vide for him by the same method. 

“So we got up a catalog of our own. We had five 
thousand copies printed and sent out. It contained only 
twenty-four pages at the start; now it has almost two 
hundred. And we found that we could sell by mail as 
readily as did the big fellows. 

“To sum up, inside of two years we had regained 
all of our lost business. In the third year we went 
ahead. We have gone ahead every year since. The 
business today occupies three times the space it did 
at the time of our first Big Party, and our volume is 
ten times as big!” 


(Reprinted through the courtesy of the American Maga- 
zine. Copyrighted, 1926, by the Crowell Publishing Co.) 





Purchasing Agent—A 


Misnomer 


By J. F. Bennett 
’QNHE term applied to most buyers is that of Pur- 
chasing Agent. The writer contends that they are 
not correctly named and they should realize that this 
statement is a fact. 

They are salesmen of the keenest and highest order 
because they are selling what every rational human 
being needs in order to sustain life and to secure the 
comforts and luxuries that the world can supply; 
namely, MONEY. 

Those who wish to buy money, and they are im- 
properly called Salesmen, offer in exchange some com- 
modity or service they are specially trained to present. 

They use all their energy, enthusiasm, tact, polite- 
ness and personal magnetism, primarily to buy money 
and not to sell goods. 

The seller of money must be highly skilled and 
trained to determine which prospective money buyer 
offers him the most in exchange for it, and must be 
familiar not only with raw material, machinery, mill 
supplies, and other items running the entire gamut of 
the alphabet, from A to Z, but he must also be in 
touch with materials and their uses, traffic conditions 
and the labor situation in general. In fact, he must 
be thoroughly in touch with the times, and in close 
conact with daily changes in order to be able to quick- 
ly determine whether or not propositions made to him 
must be accepted or rejected, so that he can intelli- 
gently and economically place the money entrusted to 
him where it will bring the best returns. 

This thought was suggested to the writer when he 
recently perused an article on “The Responsibilities 


of the Buyer.” 
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“NORWOOD” 


QUALITY PRODUCTS 


Ornamental Wire 
Lawn Fence 


Gates Trellis 
Tree and Flower Guards 
Factory Fence 
Rubbish Consumers 


High Class Products backed up by 


service and many satisfied Customers. 


All our “Norwood”? Quality Prod- 
ucts are made of high grade copper 
bearing rust resisting steel, insuring 
long life. 

Compare the weight per 100 feet of 
“Norwood” Quality Products with 
that of other makes and you-will find 
our fence heavier because of heavy 


gauge wire. 


We cooperate with the jobber and 


dealer to build up sales. 


Write for Catalog. All we ask is 
the opportunity to quote and to work 
with you. 


H. L. Brown FENCE & MFG. Co. 
Cincinnati, Ohio 























102 


HARDWARE AGE 





September 9, 1926 


The Federal Trade Commission and the Southern Jobbers 


(Continued from page 56) 


salesman take orders from the Connecticut retailers and 
have them shipped from nearby manufacturers. 
- * 

While this situation on the face of it appears to be 
absurd because, from the standpoint of common sense, 
the San Francisco jobber would have no business trying 
to sell goods in Connecticut, it is not so absurd because, 
from a legal point of view, the San Francisco jobber 
should have this right if the manufacturers will fill 
his orders in this manner. In other words, it is a free 
country. No harm would be done if prices were estab- 
lished because, at established prices, the local retailers 
would naturally buy from their local jobbers. 

However, the pinch comes and the destruction of 
profits ensues, when the San Francisco jobber makes 
baits and leaders of these lines and gives his salesman 
cut prices on these direct shipments to Connecticut in 
the hope of selling other goods. This destroys the 
profits of the local jobbers on business from their own 
territory that naturally should come to them. Now, if 
the local jobbers should get together and protest to the 
manufacturers, that is “conspiracy” and from all such 
practices they are enjoined! 

* * * 

But, after all, one of the worst phases of the Anti- 
Trust Law, the “conspiracy idea” and The Federal 
Trade Commission, is that back of this law and using 
the law, trade pirates are carrying on their warfare 


against legitimate business. The manufacturer who, by 
reason of poor service and bad quality, can not get his 
share of business in a regular way, adopts cut prices 
and irregular methods. In his desperation, he ignores 
fair and just profits. Like a poor swimmer, feeling that 
he is going down, he will grasp all those who are near- 
est to him in the water and pull them down with him. 
The Anti-Trust Law says that under such circum- 
stances, such a swimmer is entitled to pull down every- 
body he can reach and that for the other swimmers to 
band together to escape his clutches is “conspiracy.” 
* * *% 

If our Anti-Trust Law were fundamentally right, it 
would not be an Anti-Trust Law at all. It would be a 
law against extortion and excess profits. Here, when 
I think of profits, I must smile. I know something of 
profits that are being made in trade. Even as a casual 
observer of the drift of business, I know where some of 
the extortionate profits are and where they are not. 
Everybody knows that in a general way, the profits of 
the wholesaler over a period of years are not very large. 
How many Southern jobbers, I might inquire, have be- 
come millionaires? Very few, if any. On the other 
hand, when I stop and think of the enormous profits 
being made out of this country by others, I am more 
than ever convinced that the principles upon which our 
Anti-Trust Law is being worked out are unsound. 

I know that by one little business twist, $40,000,000 
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BATHROOM FIXTURES 


The Surest Way 
To Get Women Into Your Store 


Women appreciate bathroom fixtures that are beauti- 
ful, durable and easy to clean. 
rincco «Fixture display has a pulling power that is not 
easy to resist. 


If you want to increase the number of women visitors 
to your store, try a &INGcO display. 


For this reason, a 


You'll be surprised 








at the interest shown in this modern and practical line. 


The RINGCS Catalog describes over 300 different items. 
Send for your copy. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 


Boston-—!70 Summer St. New York—2 Hudson St. 
San Francisco—!!6 New Montgomery St. 
Chicago—29 E. Madison St. 
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have been extracted from the American public by cer- 
tain corporations in the past year. Up to date, since the 
idea was developed, more than $200,000,000 have been 
taken out of the pockets of the people. These corpora- 
tions, however, are not conspirators. What they have 
done has all been strictly legal! 

I see other corporations’ public reports indicating 
enormous profits—profits far beyond anything ever 
dreamed of in the mind of a Southern hardware jobber. 
I am convinced that no such profits coula be maintained 
except by agreements. However, these institutions are 
not doing their work in associations with secretaries 
and with minutes! 

*% % % 

Last Saturday when I went home, after writing the 
above, I finished Professor Ripley’s article, “STOP, 
LOOK, LISTEN!” in the September, 1926, issue of 
“THE ATLANTIC MONTHLY.” This article has been 
widely commented upon in the daily press. It has 
started a loud buzzing in all of the executive and ac- 
counting departments of the great corporations. Every 
business executive should read this fearless, frank, 
straight-from-the-shoulder article written in plain lan- 
guage about a lot of the funny business that has been 
going on in the public statements of great corporations. 

* %* * 

However, I was interested to note, at the conclusion 
of this article, certain remarks by Professor Ripley 
about The Federal Trade Commission. As these re- 
marks have a direct bearing on the position I have 
taken in this article, I am herewith quoting them in 
full: 
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“But the foregoing developments led forward 
logically to the enactment of the Federal Trade 
Commission Law of 1914, which is still in full force 
and effect, as an amendment of the Sherman Anti- 
trust Law. This statute, which is usually thought of 
in connection with unfair trade practices and the 
regulation of monopoly, contains in Section 6 a posi- 
tive delegation of authority to this body which is en- 
tirely adequate to the performance of the service so 
greatly needed at the present time. The Federal 
Trade Commission, had it chosen to exercise these 
powers, might since 1914 have gathered and com- 
piled information—to paraphrase the statute—con- 
cerning the organization, business, and manage- 
ment of any large corporation engaged in com- 
merce, except banks and common carriers. Further- 
more, it might require by general or special orders 
such corporations to file with the Commission both 
annual and special reports in such form as the Com- 
mission might prescribe, such reports to be ren- 
dered under oath. The record of debate upon the 
subject makes it clear that Congress intended this 
work to constitute one of its chief activities. 

What is the explanation for the neglect of this 
section of the existing law? It is partly, perhaps, 
because the Commissioners have been legalistically 
rather than economically minded, preferring to in- 
stitute proceedings rather than to set constructive 
inquiries and practices on foot. Another reason is 
that since the war, with its concomitant overdevel- 
opment of Federal power, a natural reaction against 
so-called paternalism supervened. A third is that 
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Manufacturing Hand Split and Hand Shave Rungs from the Log. Absolute Straight Grain 
and Safe. No Cross-Grain or Doty Rungs Used in Babcock Spruce Ladders. 


Write for Circular and Price We Pay Freight 


W. W. BABCOCK CO., BATH, N. Y. 
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We are now making 
3 classes of shovels 
as outlined in rec- 
ommedation of U. 
S. Dept. of Com 
merce in conformity 
with the _ shovel 
standardization pro 
gram which became 
effective July Ist. 

Indiana Shovels out 
wear the ordinary kind 
because of the high 
carbon content of Indi 
ana Rolling Mill Stee}: 
a steel chosen and used 
hy the leading farm 
implement manufactu1 





ers, who use it to fab 
ricate their own prod 
ucts. Send for catalog 
and price sheet. 


The Indiana Rolling Mill Co. 


New Castle, Indiana 
Affiliated With 


Galesburg Coulter-Disc Co., Galesburg, IIl. 
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The Union All-Purpose Basket 
Is a Fine Fall Seller 


This strong and durable all-purpose basket will be used 
everywhere this fall to dispose of leaves and rubbish. 
They are endorsed by fire authorities for safety. They 
are made in three sizes in green enamel or galvanized 
finish, and retail from $1.50 to $3.00, with a good margin. 

Let us send you the details on this and other Union 
Products that are good sellers. 


Union Steel Products Company 


Albion Michigan U. &..A. 
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this body is still in its incubatory stage of develop- 
ment. Even with the best of intent, it must of 
necessity, as did the Interstate Commerce Commis- 
sion for years, fight from point to point before the 
courts for affrmation of its powers under the law. 
A prime controversy now at issue in the courts is 
an outcome of the rise of prices and the attendant 
price fixing during and since the war. The Commis- 
sion, by direction of the President, had instituted 
special inquiries into the cost of steel production, 
largely for the use of the War Industries Board. 
Such data turned out to be most valuable also for 
the Fuel Administration and for the other price- 
fixing or Federal purchasing agencies. Congress 
even made special appropriations for the collection 
of such material. In 1920 the peak year of infla- 
tion, the Federal Trade Commission called upon the 
steel companies to furnish balance sheets and in- 
come statements quarterly, along with other supply 
and demand data every month. The account of 
this endeavor will be found in its report on ‘War 
Time Profits and Costs of the Steel Industry’.” 


% % * 


Please note that in Section 6 of The Federal Trade 
Commission Law, they have a positive delegation of au- 
thority to inquire into the profits of corporations in the 
United States. In the name of common sense, I cannot 
understand why The Federal Trade Commission go out 
after people on a charge of conspiracy when, as is well 
known and they can learn by calling for the facts, in a 
number of cases the concerns are hardly making any 
net profit or, at best, only a moderate amount of profit 
and when there are other corporations who are smart 
enough not to lay themselves liable to any change of 
conspiracy and who are making extortionate profits out 
of the people year after. year. 

According to the statement of Professor Ripley, The 
Federal Trade Commission have full authority to make 
these investigations but, instead of doing that, they 
seem to prefer to play with this conspiracy idea al- 
though, so far in the history of their activities, the 
attempt to set up merchants in this country as a set of 
conspirators against their fellow citizens, has met with 
a series of ridiculous failures. 

* * * 


Businesses that have everything set so that they can 
coin enormous profits do not have to take any chances 
of becoming conspirators, while, on the other hand, in 
other lines of business where wide-open competition has 
forced an utter demoralization of profits, the poor mer- 
chant, in order to save his business, can hardly be 
blamed if he attempts, by working with his fellow mer- 
chants, to save his business and his source of livelihood 
for himself and for his family. 

* * * 


Allow me, with all due respect, to suggest to The Fed- 
eral Trade Commission that the problem they should 
attempt to work out is not to indict for conspiracy 
concerns doing an unprofitable business, but to use the 
powers granted to them by the law to discover those 
concerns that are profiteering on the country. 

* * * 


The Federal Trade Commission will find that the real 


/ 
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profiteers will very much prefer to have them ferreting 
into the affairs of associations and individuals trying Bailed 
to set up charges of conspiracy than to have investiga- Griddles 
tions made into the profits of corporations that will 
make the Younger boys and other bandits blush with 
shame at their lack of understanding of just how to 
“frisk” the public!!! 











Griddles That Sell 


Think It Over 
WAPAK Griddles come in five popular 


F we all knew how slight is the difference in effort - 
: , styles: Iron Handle, Wood Handle, 
required to produce high-grade and. low-grade ser- Bailed, Long Griddle, (New England 
vice there would be mighty little low-grade service. Style), and the regular style. Sizes for 
Indifferent service is usually the result of an indif- every requirement. m 
f b taht of ated They sell readily, give unfailing satisfac- 
erent habit of mind. tion and return a liberal profit. Send for 
A business house can be no better than the indi- Catalog of Complete Line. 
viduals in it. And a business organized by progres- The Wapak Hollow Ware Co. 


sive individuals succeeds, while an indifferent indi- Wapakoneta, Ohio 


vidual and an indifferent business flounder in the 
sea of despair. 











Our line is being shown in New York and Chicago by 
FRANK & SON 


I Handle 
“a ag The Ware 
of Quality 


Successful merchandising is built on a foundation of 
advance sales, in which merchandise has little or no 
part. The stock involved comprises courtesy, honesty, 
character and service. The price obtained is the greatest 
of mercantile assets—Reputation. 




















Character and reputation are as different as day and 
night. Character is based upon what you are; reputa- 
tion on what people think you are. 





Attractive Stores at Low Cost 


Any hardware _ dealer 
may now have an attrac- 
tive store on a moderate 





Patronage depends more upon service than upon stock. 
The personnel of the sales force is of more importance 
than the merchandise carried. The helpful knowledge 








displayed by the man behind the counter is the cus- outlay. 
tomer’s criterion of store value. GREEN’S 
Improved 
Stock Boxes 

Young Blood in Old Ideas ae 

have all the advantages oj 

(Continued from page 65) ae po yf rosy ea iene 

pveernae ? Easily and quickly installed in your own shelving. 





Made in an 
assortment of 
sizes to fit 
every hard- 
ware need. 


and is responsible for the building of a good French 
business.” 

Will Smith believes when a man does the same things 
for a number of years in the same manner, and feeis 
there is no need for a change, he retards the progres- 
sive growth of his own business. When a man realizes 
he is not what he used to be, and can not do what others 
are doing to retain and get business, then it is time 
to inject new life into the business or retire before 


the sheriff says “get out.” 
“Young trained men have the vision and vitality THE GREEN COMPANY 


Write for 
new illus- 
trated price 
list. 














which often older men have not, and they should be ; 

encouraged to exercise their initiative without too much Sales Office, Fisk Bldg., 250 W. 57th St., New York 
; ; a Factory—Bellows Falls, Vt. 

restraint being put upon them. 
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The Efficient Merchant 


—studies 

—smiles : 

—pays the compliments he owes 

—is a civic leader 

—belongs to local and national associations 
—trains future merchants 

—reads trade journals 

—keeps stock turning 

—is a keen buyer 

—treats salesmen white 

—keeps his show windows attractive 
—maintains adequate accounts 
—discounts bills 

—organizes personne! effectively 
—watches credits 

—plans his advertising 

—watches for leaks 

—arranges stock well 

—prevents shortage of stock 

—notes slow-moving items 

—adjusts complaints promptly 

—jnsists on accurate weights and measures 
—develops employee loyalty 

—takes advantage of various dealer helps 
—avoids tricky displays 

—has a well-lighted store 

—plans special sales very carefully 








Your Customer 


may require 


(Applied without Hanging Strip) 
Many doors are 
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expense. 
It is advisable 
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Send for Catalogue No. H-42. 


~~(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 








CHICAGO NEW YORK 
U. S. A. 





‘‘Simplex”’ Spring Hinges 


signed to be applied 
without a hanging 
strip. These condi- 
tions require the “Sim- 
plex” Type Spring 
Hinge and its applica- 
tion saves time and 


dealers have a_stocl. 
of “Simplex” Spring 
Hinges with which to 


TYPE 9001 quirements promptly. 


Chicago Spring Hinge Company. 





—tells truth with regard to merchandise 
—keeps prices in plain sight 

—insists on quick and courteous service 
—holds the good will and respect of his men 
—checks up on all work accomplished 
—counsels employees on conduct 

—studies the progress of those under him 
—does not play favorites 

—fathers his own mistakes 

—never bluffs or blusters 

—does not “pass the buck” 

—controls his temper and his voice 

—justly adjusts all complaints 

—has the executive ability to make quick decisions 
—fills telephone orders accurately 
—develops forceful sales ability 

—knows his stock 

—will not tolerate indifference on part of sales force 
—never substitutes 

—keeps quality merchandise 
—departmentalizes his store 

—knows values in merchandise 

—doesn’t talk too much 

—like his work 

—likes people 











A REEL SALESMAN 


IRFS _ Genuine 

Home Comfort 
Weatherstrip comes in 
continuous lengths of 
500 or 1000 feet, con- 
veniently wound = on 
display reels. You cut 
off the exact footage 
your customer requires 
—No left-over ends to 
lessen profits. The 
combination reel and 
display stard is _ fur- 
nished free with your 
first order for 500 feet 
or more. Stand is 10 x 
14 x 20 inches high, 
with compartments 
containing packaged, rust-proof, enameled tacks and in- 
struction folders. Put one on your counter and see it sell! 
Wirfs Genuine Home Comfort Weatherstrip is a flexible, 
resilient strip, covered with a rubberized material that will 
last for years. When applied to doors and windows it 
forms a contact that is weathertight, windproof, water- 
proof, noiseless and adjustable to uneven surfaces. Order 
through your jobber or direct, giving jobber’s name. 


Hy WIRFS cr PATENTED 


WEATHERSTRIP 


Trade mark Reg. U. S. Pat. Office 
E. J. WIRFS ORGANIZATION 


128 SoutH 17TH St. Sole Manufacturer and Patentee St. Louis, Mo. 
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Your Influence 


OW much influence have you? How many votes 

do you control? How many people do your bidding? 
How much weight is attached to your words? Can 
you persuade a man to action? Can you move an 
audience with eloquence, or many readers with a push 
of your pen? How much influence have you? 

In any organized community the test of a man is 
likely to be his influence with other men. If he 
worked entirely alone, like a Robinson Crusoe, it 
might be merely his industry, special aptitudes and 
skills. But in any civilized community everything 
he does is measured by relations with other men. 
Politics has sometimes given influence an evil name. 
Yet anything motivated for evil is evil to that ex- 
tent. 

Your success depends upon your influence—your in- 
fluence depends upon many things, not the least of 
which is playing your games according to the rules— 
fairly and squarely and earnestly and humanly and 
honestly. To do this you have to know the rules. 

In one of his virile verses Rudyard Kipling has 
said that the strength of the wolf is the pack and the 
strength of the pack is the wolf. True, and the wolf 
must play its part in accordance with the rules of the 
pack—or be a lone wolf. 

As men grow older, as they accumulate experiences, 
as they contemplate the reasons back of the stories of 
their failures, as they study the lives and achieve- 
ments of other men, the more do they usually become 


convinced of the truth that influence with men is a 
great factor in success. 

Most men, whether they realize it or not, have po- 
tential power and influence with men, which they do 
not husband to advantage, do not focus, do not mo- 
bilize, do not use. They too often are inclined to over- 
look or ignore the rules of the game. They too often 
under-estimate both the importance of influence and 
the power for influence which they have. They too 
often, if in business, overlook the necessity of know- 
ing business law and other rules of business. 

Influence counts. If you are determined to succeed, 
do not dissipate, do not destroy, do not misuse, and 
do not fail to build your influence with the right kind 
of men.—Personal Efficiency. 





You cannot dodge your sentence of hard work if 
you expect to accomplish anything worth while. 





Display has much to do with desire. The members 
of the National Restaurant Association recently decided 
to remove the catsup bottle from the tables and produce 
it only when asked for. Result—a reduction of 40 per 
cent in the annual restaurant consumption of catsup. 
Perhaps you have unintentionally been testing out the 
same theory with some of the merchandise on your 
shelves. 








Here is the 
lay-out for 
fall advertis- 
ing in Good 
H ou sakeep- 
ing Magazine 
on the Blue- 

Indoor 


and Reel. 


PATENT NOVELTY COMPANY 
FULTON ILLINOIS inc 


HYULTON 15 8 





This is going to bring you business, 
so look over your stock and order from 
your jobber. We are referring the 
reader to the dealer. If your jobber 
does not have Bluebird Reels, write us, 


Manufactured by 


Patent Novelty Co., Inc. 


Fulton, Illinois 





Bright or. Galvanized 


Season now approaching for re- 
pair links. This is a strictly Drop- 
Forged link of 


KILBORN STEEL 


Toughness and durability not 
equalled by any other link. They 
will outpull and outwear any chain 
of equal size. 


We use a BRASS PIN so they will not 
rust at the Joint. 


THE KILBORN & BISHOP CO. 
New Haven, Conn. 


Manufacturers of the “GREEN LINE” TOOLS 
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Heller Now Marketing Flexible Display Table 


There is no longer any argument as to the usefulness and desirability of 
display tables. They increase sales by reminding customers to buy, by sug- 
gesting to people that they shop around. No hardware merchant ever took out 
a good display table. 

W. C. Heller & Co., manufacturer of store eguipment, Montpelier, Ohio, has 





recently brought out the Masterpiece Flexible Display Sales Table, designed 
expressly for the retail hardware store. : 

This new display table is of the same design and has the indorsement of 
H. H. Daughters, the nationally known merchandising engineer who specializes 
in planning hardware stores. It is 7 feet long, 32 inches wide and 33 inches 
high. The shelves are adjustable to three positions. Standard finish is antique 
flat varnish and the table is shipped set up ready for use. 

Glass (bulb top) partitions, clips for price tickets, drawers, etc., may be 
readily obtained for this new table, which is absolutely flexible, for varying 
display necessities. 

The store display equipment of that successful hardware merchant, Charles 
W. Walmer, Wilkinsburg, Pa., includes a comprehensive use of these standard 


display tables. 


Bernz Co. Offers Two! the dished steel plate that keeps heat 


New Furnaces 


The Otto Bernz Co., Inc., manufac- | 
turer of the Always Reliable line of 
furnaces, torches and plumbers’ tools, 
17-37 Ashland Street, Newark, N. J., 
has recently placed on the market its 


Otto 


the coil cup in place. By lowering this 
plate the coil cup can be removed with- 
out unscrewing any nuts or removing 
the top plate. The coil is removed by 
unscrewing the union and lowering the 
coil cup (Fig. 8). Figure 9 shows the 
malleable iron plate brazed to the res- 
ervoir, which holds extra heavy up- 
rights and eliminates three openings. 





the reservoir (Fig. 10). 
All brass fittings and malleable iron 
castings are extra heavy. 


pipe. These numbers are so designed 
that they can be changed promptly to 
bulb or pump styles. 


——_- - 


Winlock Positive Window 


Locking Device 


| _A_ special feature of the 
The handle is made of coppered steel | ‘ gg! joe d — ot the me 

a t a et by the Curran Manufactu 10., 
wire (Fig. 1) and fitted with nickel. | 98 Broadway, Astoria, N. Y. is that it 
plated wire grip. The handle holds the | : ’ ’ 
soldering iron (Fig. 2). To lower the 
handle, simply turn it to the other side 
of the furnace. The _ reservoir is 
equipped with a funnel and the filler 
plug has a patented dust-proof cap 
(Fig. 3). Figure 4 shows the patented 
“never leak” pump, stressed by the 
maker as a positive guard against 
leaks. 

Seamless drawn steel comprise the | 
construction of the reservoir and bot- | 
tom (Fig. 5). There are three extra | 
heavy bushings at the top, welded and | * 
brazed. The bottom also is welded. It | 
has a capacity of one gallon. The shield 
is now made in one piece from heavy 
shect steel (Fig. 6). Figure 7 shows 


new style Numbers 19 (Bulb) and 20) 
(Pump) furnaces. These two furnaces | 
are identical except that Number 19 is | 
fitted with air valve and bulb instead 
of a pump. - The air valve has stuffing 
box nut to prevent leaks. | 
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keeps a window open to any desired 
position. The device itself is an auto- 
matic positive window-locking device, 
designed also to prevent windows frum 
rattling. 

To install the Winlock Fastener, the 
lip of the fastener is inserted between 
the windows and screwed on the top 
frame of the bottom window (in either 
corner). It is ready for work the mo- 
ment it is in place. Two screws and a 
screw driver are the only necessary 


_ requisites to install the device. 





from the reservoir, catches the over- | 
flow from the coil cup and also holds | 





A ring welded to the bottom reinforces — 


The coil is | 
made of one-eighth inch extra heavy 


| 
| 
| 


Winlock | 











Apex Offers Complete Line of 
Radio Sets 


The Apex Electric Mfg. Co., 1410 
West Fifty-ninth Street, Chicago, IIl., 
has announced a new line of Apex Six 
radio receiving sets in several models. 
Special features incorporated in the 
new line include antenna compensator, 
single dial control and coupled im- 
pedance. 

One of the new numbers, illustrated 
kelow, is the Model 16, in which the 





receiving apparatus is contained in a 
handsomely designed walnut cabinet 
with double panel doors and built-in 
loud speaker. Its construction is dura- 
ble and the set is designed for long 
service. 

The firm’s new Model 5, also illus- 
trated herewith, is an economical five 
tube, single dial controlled set. A light 





behind the dial shows when the set is 
operating. A permanent battery cable, 
marked in color code, is furnished to 
permit easy installation. The cabinet 
of this model is made of five-ply wal- 
nut veneer, and the panel is bronze 


' with an oxidized wood grain finish. 





De Jur Products Co. Issues 


New Catalog 


The De Jur Products Co., 199 La- 
fayette Street, New York City, has 
just issued a twelve page catalog, illus- 
trating, describing and pricing its en- 
tire line of radio products. 

The catalog features the new De Jur 
resistance coupled amplifier which this 
company is marketing under the trade 
name “Planofier.” 


Reading matter continued on page 110 
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FORSTNER BITS 


The Forstner Labor-Saving 
arc of a circle and can be 





THE PROGRESSIVE MFG. CO. 





Auger Bit, unlike other 7 
Se. on eee mie SS 


aa esped 
scroll twist columns, newels, ribbon 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 
its Circular Rim instead of its center, congaquenty it will bore any 
7 B nag H true polished surface. It is —— — — 

—_ and SS See sivenear screen work, call work, “scalloping, ine 


TORRINGTON, CONN., U.S.A. 

















The Protective Feature Sells It 


Our ILCO No. 202 
Night Latch has a Pat- 
ented Feature which 
dead-locks the 

Bolt and Inside 
Knob when key 
is turned once 
backwards. 
Bolt cannot be forced back or lock 
opened from inside by the knob. 
Can also be used as ordinary night 
latch. A ready seller. 

Send for Catalog No. 7. 


> INDEPENDENT lIOCKCO.GD 


Fitchburg, Mass., U. 8S. 
Monwfastarens of Cylinder Locks, Padlocks, Inside Door Sete, Glass 
Knob Sets, Blanks, Auto Switch Keys and Hardware Specialties 


“GEM "apsustaste 
REGISTER 
SHIELDS 








es es S 


Bu o 
4 
ar ' 


€. Laos 
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Every owner of 
a warm air furnace 
1s a live prospect for ‘‘Gem’’ Register 
Shields. Fit all size registers. 
Floor Shields tretails at 
$1.50; Wall Shield at 75c. 











“Torrid” Tinners’ 
Furnaces have stood 
the test of time. 
Imitations come, go, 


are changed, but 


‘Torrid’ standard 
is unalterable and 
price always right. 


GEO. W. DIENER 
MFG. CO. 
CHICAGO 


Makers of fine Blow 
Torches and Fire 
Pots 








| Betaiol [PRE 


~A BETTER WIRE CLOTH” 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form _selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 





Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 





518 Terrace ry, Semr'cs S™)  Buffalo, N. Y. 











BRASS TASSEL HOOKS 





SINCE 1848 


M. S. BROOKS & SONS 
CHESTER, CONN. 




















A FULLY RODDED VARNISHED 
STEP-STOOL 
AT $7 eee PER DOZEN 


A FULLY aecamameii 


STEP-LADDER 


WITH A TOP, bw ee 9} tro At 
18c. PER FT. IN 3, 4, 5 and 6 ft. 





ABOVE PRICES ALL F.O.B. FACTORY 


STERLING STOOL & STEP-LADDER CO. 
STERLING, ILLINOIS 




















Plain or enameled in 


STRATTO r— 
HANDLES 


Fer Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Robertson “Horsesh oe Magnet’ Hammers 
Permanent magnet which holds to! ay => 


the tack in position for driv- 
Exposition 








ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific 
Good profit. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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When Noah sailed the well-known blue, 
He had his troubles as well as you, 
For days and days he drove the ark 
Before he found a place to park. 








Real Estate Agent (trying to interest 
a fair flapper in a home)—“Buy a 
home,” 

Fair Flapper—“Buy a home? _ I 
should say not. Haven’t a bit of use 
for one. 

“You see, I was born in a hospital— 

“Was educated in a college— 

“Was courted in an automobile— 

“Was married in church— 

“We live out of a paper bag—lovely 
delicatessen right near— 

“Spend the morning playing golf— 

“The afternoons playing bridge— 

“At night we jazz or go to the 
movies— 

“And when I die I am going to be 
buried from the undertaker’s— 

“All I need is a garage, with a bed- 
room above.—Motor. : 





Does my practicing make you nerv- 
ous?” asked the man who was learning 
to play a saxophone. 

“It did when I first heard the neigh- 
bors discussing it,” replied the man 
next door, “but I’m getting so now that 
I don’t care what happens to you.” 





“Oh, dear, I’m all upset!” 

““What’s the matter, Edith?” 

“You know those flowers I took to the 
prison to give to the poor fellow who 
murdered his wife? Well, I got mixed 
up and gave them to a big blear-eyed 
brute who was there for holding up a 
restaurant.”—Boston Transcript. 





The new musical comedy came to 
town. The billboards read: “50 Beau- 
tiful Girls; 45 Gorgeous Costumes.” 

Three students were killed and sev- 
eral dozen horribly mangled in the rush 
at the opening performance. 

—Virginia Reel. 





A magazine writer tells us that a dog 
fills an empty space in a man’s life. 
This is especially true of the hot dog. 





“Can you tell why a bull-dog is like 
a pair of corsets?” 

“No, why is he?” 

“Well, they’re both tied tight in the 
daytime, and they’re both let loose at 
night.” 





“And this,” said the artist, “is my 
latest frieze.” 

“How perfectly wonderful,” said the 
appreciative flapper. “It actually 


makes me shiver to look at it!” 
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“Yer don’t mean to tell me the bloke 
choked a woman to death in a crowded 
cafe an’ no one interferred?” 

“Yes. They all thought it was some 
new dance.”—Sydney Bulletin. 





I always though Jenkins was rather 
bright. 

He made a radio set out of some hay 
wire and a few spark-plugs. 

He could catch trout with some bind- 
er’s twine, some remnant cheese and a 
hairpin. 

By sniffing at an exhaust pipe he 
knew which cylinder was missing. 

I always thought he was rather 
clever. 

But this morning he called in a re- 
pairman to change the ribbon on his 
typewriter.* 





China I saw a 
woman hanging from a tree.” 
“Shanghai?” 
“Oh, about six feet.” 


“When I was in 





Conductor (somewhat irritated after 
stumbling over obstacle in the aisle) : 
“Madam, you must remove’ your valise 
from the aisle.” 

Colored Lady: “Fo’ de lawd sake, 
Mistah Conductor, dat ain’t no valise. 
Dat’s mah foot.” 





A canvasser for a magazine house 
walked to the door of a prospect and 
knocked. A colored maid answered. 

Canvasser—‘“Is the lady of the house 
in?” 

Maid—“She’s takin’ a bath, suh.”’ 

Canvasser—“I’d like to see her.” 

Maid (grinning)—‘“I’se speck you 


would, white man.” 





“Just one more glass, boys, and then 
we'll all go home,” said the dishwasher 
as he laid down the soap. 





Son—“What’s a genius, pop?” 

Pop—“A genius is a man who can 
rewrite a traveling salesman’s joke and 
get it accepted by The Ladies’ Home 
Journal.” 





Question—“How did you screw up 
your courage to propose to the rich 
Mrs. MacTavish, Sandy?” 

Answer —“Gosh, mon, ’twas_ jist 
awfu’! I’d sworn I’d do it come Mon- 
day nicht, so I took her for a bit of a 
ride in a taxicab, and wi’ one eye on 
the wee meter tickin’ awa’, I had her 
won at the end o saxty cents.” 

—Selected. 





“Billy, do you know what happens to 
little boys who tell lies?” 
“Sure, they ride for half-fare.” 





Grocer—“Don’t you find that a baby 
brightens up a household wonderfully?” 

Woman Customer—“Yes, we have 
the electric lights going most of the 
time now.” 
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Signs That Turn Lookers Into Buyers 


“Seeing is buying” 
when you have the 
right goods, price them 
right, and get quick at- 
tention to them with 
attractive signs of all 
kinds. The best outfit 


“KEYCO” Sure Grip Pipe Wrench for lettering such signs 


Wonderful grip. Super strength. Made from eee ee | is a NATIONAL 
Alloy Steel heat treated by our own process. I at a & SHOW CARD 
Light and handy—can be used with one hand WRITER, “+ —_ 
on pipe, nuts or studs. Instant release. Sizes: can a ‘ies : ~ 
7 and 9 in. Widely adaptable. “Keystone a aaa 
quality.” Write for Discounts. 


pays for itself. 
The Keystone Manufacturing Co. 


Send for folder. 
Sales Representatives—Surpless, Dunn & Co. ; ; = 2 
Buffalo, N. Y. National Sign Stencil Co. = Sota peal’ Mine. 


New York Chicago Pacific Coast Office—206 Chotiner Bidg., Los Angeles, Cal. 


deep, perfectly. formed socket-holes—no chips in 


All meshes, all widths, 

painted or galvanized. 

Painstaking care makes 

ye ! Ar our Screen Cloth wear. 
e entire length of the ALLEN is 


' the bottom. 
utilized exther for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 


° Extensions and Socket Wrench Sets. Dealers: Write for 
“Established 52 Years” catalogue and sales proposition. 


a ae The ALLEN MEG. CO. i3fastigt2 Most: 


WINSLOW'S | | ji 


Skates 2 6 out 


Gaol | Soe — 


| @talog 
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PATENT APPLIED FOR 




















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stnad — the strain the best made 
wrench can ap The Allen process makes 

















WANTED REPRESENTATIVES 














































1H#€ STEWART IRON WORKS CO. 


/NCORPORATEO 


225 STEWART BLOCK CINCINNATI. OHIO 


The Semudd Winslow Skate Mfg. Company 
Wercester, Vases. 














Waste — Mops — Wicking 
Cleaning Cloths 


Cousning Cotton—Chemical Cotton 
Jotton Clotheslines 


Send for samples and prices 


DROP FORGED 
WRENCHES & 


and proportioned to give stiff 





vesigned 
- and tensile strength. Made accurately 
and uniform in machining and finish. Send for 





Catalog B-23. MASSASOIT MANUFACTURING tae Fi 
vanes Fall River, Mass. U. 
ARMSTRONG BROS. TOOL CO. a Lee Maver, Mass. ase peentnet 
814 N. Francisco Ave., Chicago, Ill., U. 8, A Chicago Office -----=-- 189 West Madison St. 
































Ty 7 
BAND “TLE NOX” saws 
QUALITY SERVICE F& 
1 -: * ~ <a 2 
paste “6 Wooly in the Pleil Bow” eee Wright’s Patent Machine Expansive Bit 
AN oe . . ° 
AMERICAN SAW & MFG. CO. SPRINGFIELD.MASS. Ff Expansive Bits of All Kinds 
HACK SAWS - BAND SAWS — SCREW DRIVERS - GLASS CUTTERS -- The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
Makers of Every Kind 
of Screw, Nut and Bolt 
hm age By af Rm eg Bn 
ers o wao se ™. : ° — 
Srecneeitiaimat titendane The Corbin Screw Corporation 
Da stan  ~ ioe —_ Hie be Hardware ie 8 oot 
treet ew Dri 9 nn. 
Penn en ten Western Factory: Dayton, Ohio 
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TUBULAR RIVET & 





What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








COMPANY 


BOSTON 


ii 
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The Eagle Line of Wood Screws 


Is As Extensive As Their Famous Line of 
Padlocks 


NIL, 


penn SCREWS FOR ALL 
- ae 
A full line of 
IRON, BRASS and 


axentrnnteg 
eID 


Fem BRONZE WOOD <wmang 
enema 
esl os c 


SCREWS. 





(emer 
a 


A; 


The Eagle Quality Line 


Accurately Cut Threads 
Uniform Heads 
Clean Slots 





Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 


Wood Screws 


Eagle Lock Co. 
General Sales Office 
26 Warren St., New York 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, I. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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“That’s What I Want!” | 
ats What i Want: & 
CLOVER Brand Flint Sandpaper actually 
merchandises itself. The handsomely dec- es 
orated boxes make a fine display and act as a 
; a constant reminder to customers. , ;} 
vee, CLOVER Sandpaper makes extra sales for Ap 
sg, the dealer and saves labor for the mechanic. Fy 
*; ‘he exceptionally hard crystal flint sticks 
wy to the paper, cuts rapidly and enables the 
fy user to accomplish a great deal more work }% 
fe) in a given time than with common sand- gy 
oe 86paper. sep 
Avg i " ; a. ane 
eee Standard 9” x 11” sheets or 834” x 10% Pe 
a sheets. Any grit from No. 2/0 to No. 3. ee 
wae Unit boxes of the various grades. ee 
se CLOVER Sandpaper gives the same satisfaction i 
wen as CLOVER Grinding Compound. If your Jobber [fe 
Be does not handle CLOVER Sandpaper, we will are 
os ship direct and prepay charges. Send for Samples. Ka 
@ it 2” Aegal, 
ewisaCRIFFIN | @ _CLOVERMEG.cO. # 
fj «110 Main St., Norwalk, Conn., U.S.A. 
H made {or al- Bes The Largest and Oldest Manufacturers "ar 
In) * ae VP of Abrasive Compound in the World eK 
: ° h he Clover Dealers Get Clover Business Service Free ay 
ticular we with every y 
~ ° Ne 
oor that swings im a 
oes 
e a fee 
buildings large a small : 
oe 
be 
a 
Handsomely Deseosped Ream Package be 
eo Wicker Pusnunen : Bulk Consumers Sie 
3 CLOVER MFG. CO. es 
: —M, as 110 Main St., Norwalk, Conn., VU. Ss. A. eae 
( = ‘ pee 3 PI d us Samples of CLOVER Sak 
anufacturing Co His} Gentlemen: Plonse pond us Ramps sue i 
E Al 4 P E N N S ¥ LVA N IA Ma Denler’s Name o.....ccccccccccccccsccccccccsees ee 
“ Branch Offices__ 
45 WARREN ST. NEW YORK 


74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 








-, laos 
. + A 
ey AGAGPCBS nccccreeserereverreeerserssesesseressees Pos 
;.% 
1 a ncinitiatatataaasaiaags ~~ 5 ew 
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AL DOUBLE PR it 


The “Tong Distance’ Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him— it’s the “programme” he’s after and 
he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks “Perfect.” 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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Better 
Machine Screws 


for the 
Hardware Trade 


HARVEY HUBBELL 


MACHINE g® SCREWS 
BRIDGEPORT CONN. U.S.A. 


Ew YORK. ®.Y. 
Se GAST cour eh 
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Make a Drive 


for 


the 


SPORTING 
GOODS TRADE 
this 


Season 


There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 


The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it to 
work. 
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A line of high-power, hand- 
operated, cutting tools, known 
in every civilized country for 
quality, durability and effi- 
ciency. 













Sold by all good hardware 
and tool stores and carried in (R 


/ Ky on stock by leading hardware 
ao 
















| I ( ») \ 
7 sal | So ‘ i jobbers everywhere. 
‘ | H. K. PORTER, INC. 


Everett, Mass. 
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, ELEC. WIRE CUTTER 
CHAIN CUTTER WITH SEARCH HOOK 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 









<3 


©. 
BRIDGEPORT. CONN. 










Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., >an Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 
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Growing demand for 








W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "pn 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 
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How Many 
Wrenches? 


Motorists often ask questions 
like these. “Does a new %” 
socket fit a new 3” nut or an 
old one, or does an old %” 
socket fit a 7/16” nut or what?” 
“If either of the above are 
true, how many wrenches are 
needed for the job?” 


Just tell the Motorist that a 
10” COES _ Steel Handle 
Wrench will fit every nut on a 
Ford car. He'll take the 
COES. Your Jobber will 
supply you. 





COES WRENCH CO. 
“In Business Since 1841” 


Worcester Mass. 


SELLING AGENTS 
J.C. McCARTY & CO......... 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 








DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Cpe came 


72, Diam. with Eye 7%” Inside 


s6 ip ” s6 


Ye" 
3//” se 66 66 


_ 66 e6é 66 





134" ee 


— 
Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 

















Copper and Bronze 


FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 


ROME N. Y. 
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‘Anchor Brand Clothes Wringers 


You Need ’Em ™}“ We Have ’Em 





Send us your orders 


LOVELL MANUFACTURING CO. Erie, Pa. 


W orld’s Largest Manufacturers of Clothes Wringers 














PERFECTION 
“LOCKFAST” GATES 





Be esd nally 


for FORD CARS 





Style A, wood thread 
Style E, iron pipe thread 
Careful study has been made of the wrenches 


recommended for servicing Ford Cars, thus 


For oil, gasoline, kerosene, molasses 
insuring wrenches that will fit the nuts and the 


and other liquids. Special gasoline 1 
test civen every gate. Prevents leakace space in which they are to be used. 

‘yt f ih Sac. S Sell “Definite Purpose” Socket Wrenches 
aoe saat aight PA that fit the Job. 


44 inch. Ask your jobber or write 
Ask your Jobber’s 


Among the new 
salesman for informa- 


wrenches, there is one 








E, . STEARNS & COMPANY complete wrench for | ry L D EN tion about wrenches 
Established 1864 Ford Main Bearings §& Weer designed especially for 
| also special wrenches ‘eee Ford Cars or write us 
SYRACUSE N. Y., U. S. A. for 1926 Models. for Catalog No. 500. 
Sales Representatives: 
W. R. VOORHEES & CO., 417 Market St., San Francisco Stevens Walden-Worcester, Inc. 
THOMAS A. TROY, 150-152 Chambers St., New York Successor to 
Canadian Representative Stevens & Co., 
. Walden-Worcester, Inc. 

GEORGE J. B. RAMSDEN, St. Thomas, Ont. 475 Shrewsbury St., ° Worcester, Mass. 






















b6 Y ANKEE” FYANKEE'TUOIS|) Ty.ey see j 
=a i) eee 


Ratchet Brace No. 2100 They buy it 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable,— Dust-proof, — Moisture-proof.. 
New Chuck holds any bit (Round, Square or Taper’ 
Shank) accurately, and can’t loosen. Made and 
finished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR ee 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 















NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 





New “YANKEE” Double Packing 























LADD 


BALL-BEARING BEATERS 
FIRST OFFERING 


After 15 years of making 
superior Egg-beaters, we 
have finally developed and 
are now shipping two new 
numbers, viz., 5 and 4, same 
sizes as Nos. l and 2 
LADDS you have long 
handled. 


Unusual and 
Phenomenal 
Construction 


WORTH MORE than sell- 
ing prices, $1.00 and $1.25. 


Realize Their Selling 
Possibilities. We 
Guarantee Your 
Full Approval 


Send your first order at once direct to 
us for these and other goods we make. 
We help on transportation. Jobbers 
will later have stock. FINE CHRIST- 
MAS ITEMS. 


UNITED ROYALTIES CORPORATION 
1133 Broadway, New York 
Originators of every worth-while feature in Egg-beaters. 










LARGE EASY 
HAN DOLE 


DIRECT CENTRE DRIVE 


8&8 BEATING BLADES 





























The New 


GLOBE 
GLOW-BOY 


A PARLOR FURNACE 
THAT IS A FURNACE 


WRITE FOR COMPLETE INFORMATION 


THE GLOBE STOVE & RANGE CO. 
KOKOMO, INDIANA 





HARDWARE AGE 





September 9, 1926 





—————————— 


HOMUEUAUNAUAOUUUEOOOOOUUNONNOUOUGGONOUOUUbNNOGAUOUOuNGNOOUUbNENOOOUUuuuanunNu4uUuonsd4onocagssauoduaceenssstaenggsnonanevevessnusnnagsvvuuonouenengvnsnnonasengugunanenasvaaanennnnyy 








Profit a the Dogue 
of the Open Fire 


An ample display of the beautiful fireplace fit- 
tings made by Howes of Boston will help you 
increase the profits of your department. 


From our new catalogue you can selec? a line 
of fireplace equipment so complete that it will 
meet the demands of nearly every taste and 
every pocketbook, , 


THE S. M. HOWES CO. 


44 Union Sireet Bosion, Mass. 


ST 






















CAPITOL stosmcnacrine 


The handiest of all lawn 
tools. Makes a lawn look 
neat, well cared for. 

It’s easy to trim and edge 
with the Capitol. 

That’s why the demand has 
increased from year to year. 












Granite State 


Mowing Machine Company 















Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign untries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5a, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Meaufastuenes” Agents in United States, Canada and 
Foreign “>ovntries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified LAst of great value in 
“‘checking’’ thetr retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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(Reg. U. 8S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


PP siesta on on 





CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 
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Chair 
Tips 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the trade. 
A positive protection against the sharp 
ends of rocking chairs. Durable and eas- 
ily fitted to the rocker. Catalog, prices 
and terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 








rs) 
in | @ta alog 


on page (63. No. 13, % inch 














INFRINGEMENT 


Notice! 


HE United States District Court has issued a 

permanent injunction against the Hunt-Lasher 
Company prohibiting the further sale of the 
SELF-BLO TORCH. 


This action sustains the validity of our Auto- 
matic Blotorch patent No. 1551059. 


The seller as well as the manufacturer is indi- 
vidually liable for the sale of an infringing article. 


We are indeed grateful to those who have re- 
mained loyal during this litigation. We are with- 
out malice toward those who followed their con- 
victions and purchased the SELF-BLO TORCH. 


Jobbers and dealers will kindly be guided by 
this notice. 


THE LENK MFG. CO. 
Boston, Mass. 


Manufacturers of Blotorches Exclusively. 

















300% Gain in Trade 


rt = = Enews 


gn : bee 2! 


ee 
tf 
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View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 20 veccy 5. Nev York City 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 


DT Di 54 666 ME aed baht okha badeeeete sebabeksenesaser 


ed ow ee il oe re hi ie et oe ad ee eee eis 
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Osborne High Grade Punches 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 
A varied and attractive line for the Hardware Trade. Alse: 
se Workers’, Trimmers’ Upholsterers’ and Piumbers’ 


The above tools will 
famous Reund and Oval 
Remember we have had ninety-nine years of successful manv- 
factering experience, employ only skilled workmen and use the 
finest quality of materials. 
We etand back of every tool we make. Try us. 


Write for Catalog 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


—~ your customers, as well as cur 




















Manufacturers of the finest line of Garage Door Hardware. 
Recemmend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Ill. Hi} 





for Furniture Floors 4 Woodwork 


Bouquet-Brownson Co.ine, St “Paul, “Winn. 
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PaineT oggleBolts 


The only epring type toggle 
market. 


on the 
The wings open in- 
stantly in any position 
in hollow material. 

Any style head 

Any length bolt 
Standard bolts threaded 

to head 

Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, HL 
33 Warren St., New York, N. Y. 














American Steel & Wire 


Company 
Chieage, New York, Bestes 
Denver, Birmingham, Dalles 
Eliwood Glidden, Am. afm. Seton, Am. Special, 
Ww , oo . Baker P ‘ 
Ss, Waukegan STAPLES TACKS. TACKS, iet t Gelv'd Natta. 








ZINC INC 'INSULA FENCES: American. Royal ,  —_— 
Nati U. osTs. Banner. Steel Gates. 





Quick Delivery. Write us for selling plans. 








BARROWS 






for 
C Satis 
STERLING 
WHEELBARROW CO. ‘wisconsin. 








DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 














Fire Guards 
and Fenders 
Protect Life — Avoid Fires 
Catalog on Request. 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 








STANDARD SINCE .1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 











EVEREADY eieriectores nc 


SI MBIA snort cao co, 


-they last longer Atlanta Chicago Kansas City 


Canapian Nationa CARBON Co., Limited, Toronto, Ontario 














THERE IS ONLY ONE 
‘GoLtp MEDAL 220%". 


FOR 33 YEARS THE RECOGNIZED STANDARD 


ORDER EARLY.  coLO MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS 








Get an “‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 
producer. 







DAZEY a & 
MFG. 


4301 + gg Ave. 
St. Louis, Mo. 
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PVF VPI IPI PO er ee 
IVER J OHNSON Cash from Cool Waters 
tees: VELOGIPEOES TT aktlh telage one, nee ot ite, Soite 
JUNIORCYCLES "or the Abbey & Imbrie line. The veterans 


who get ee ag vg te — B arano A sport 
. . comes now with blac ass, pickere pike, 

Champion Single Barrel Shot Guns ‘lunge, and many fine salt-water species. 

Matted Top Rib Single Barrel Shot Guns And they know and want the old reliable 

Ventilated Rib Single Barrel Trap Guns 

Double Barrel Hammerless Shot Guns 





Abbey & Imbrie tackle. Get your share 
of this fall trade with the real fishermen. 
Fill up your stock and tell the world about it. Cinch a 
good year’s profits before you go after the Christmas 





‘Hammer the Hammer” Revolvers buyers. Mail a real refill order today. 
Send for Dealer Proposition m 
IVER JOHNSON’S ARMS & CYCLE WORKS Abbey & Imbrie 
332 Ri St., Fitchb » M 
ew eras 161 Chombers Or Chnage 108 W Habe Be FISHING TACKLE 
San Francieco, 717 Market St.; New Orleans, La., 625 Pine ‘et. 97 Chambers St., Dept. A9, New York City 


Ogden, Utah, 2827 Grant Ave. 


ee 


Here is a profit- = 
WESTRAY able item for hard- Bells and Bell Toys 
SS oe For 
some appearance " HARDWARE, SADDLERY 
and TOY TRADE 


of the Westray 

Chip Rack create 

sales on sight. Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 











Write for full in- 





formation. 
Western Tray gana _ etc. Special 
& Case Co. sizes made to order. 
427 Plum St. The N. N. HILL BRASS CO. 
Cincinnati, Ohio East Hampton, Conn. 














spe gg rashes ALL BIG MONEY MAKERS 


or less. 
e METALCRAFT PLAYONS W ood-Lined, Metal-Covered Cases 


TRACE MARK REG. U.S. PAT. OF 
“ae : MECHANIC’S and PATTERN MAKER’S CASE 
teel—Indestructible MECHANIC’S GENERAL UTILITY CASE 


A Big, Strong Scooter, with the high CARPENTER’S SUIT CASE CHESTS 
CARPENTER’S SHOULDER CHESTS 








Metalcraft Quality at a low price for your CENERAL HOUSEHOLD CASE 
LEADER. ' TACKLE CASES and FLY BOOKS 
10-inch Roller Bearing Wheels, with Order from your jobber today 


Brake. 





Delivery now. Write GREEN-CASE, Inc. - Racine, Wis. 


for samples and cata- 
log. New York Office and Warchouse—89-91 Warren Ave. 


METALGRAFT CORP. too. casss Zhe GIREEN Line TACKLE 


4215-23 Clayton Ave. 
ST. LOUIS, U. 8S. A. FLY BOOKS 


YERS' 


[ti Insure perfect shelf service for any line of merchandise. 
| Deep tread steps, properly spaced, with convenient full 
lenghh handholds on qe ‘aioe of ladder permit mounting 
or descending with ease. Both hands free to remove or 
replace te without danger a falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely available 
for stock purposes. One style--neat of 

desi -cly ned. 










































A Satisfied 






Customers | 
Profitable 


A Russell . Jennin ings I Mfg. Co, 


Chester, 
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Classified Advertising Rates 
Opportunity Exchange Section 


| inch 
Each 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


eeeneeee *enereeeeeeee 


additional inch. 





: 
Positions Wanted Advertisements . 


50% off the above rates 
Address your advertisements and replies 


. -$5.00 








Set Solid, Minimum of 5 lines... . $3.00 


Each additional limne........... .60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional one line....... .80 


Average !0 words te a line 
Allow One Line for Keyed Address 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 


ff 
Remittance Must Accompany Order 


Hardware Age, Classified Opper- 
tunities, 239 West 39th St.. New 
York City 


ee ee © eee oe ae 
Forms close ae eee 
publica 











J 











BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








FOR SALE—I DESIRE TO SELL my fine hardware store and stock 
located in the suburbs of Youngstown, Ohio. Brick building, two stories 
and basement, 20 x 70 feet. Frame warehouse, 30 x 40 feet, two stories. 
Stock, new and well balanced; fine fixtures; on electric freight line; 
near jobbers. Anyone interested in a good hardware opportunity can have 
full particulars by writing or calling. MASON JACOBS, Haselton 
Station, Youngstown, Ohio. 


POSITION. WANTED—YOUNG MAN, 25 years old, unmarried, 
desires a position with a good established firm where there is advancement. 
I have six years’ experience as a retail hardware sporting goods and house 
furnishings salesman, two years as assistant to the manager and buyer. 
I am also a good display man and window trimmer. Can furnish gilt 
edge references. Will consider road or store work. Address A. 





TWENTY-SEVEN YEARS, doing good business 
now, most beautiful store in town. One hundred per cent location. 1925 
business $36,000—95%9% cash, net profit $9,000. Stock and fixtures 
$14,000. Cash required, $3500, balance monthly notes, well secured over 
a period of four years. Hardware, electrical supplies, household goods 
and toys. Address 186 Main St., Annapolis, Md. 


ESTABLISHED 





FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, N. Y., Orange Co., fifty miles from New York City on main 
line of Erie R.R. Stock will inventory about $12,000. Population about 
oo —_ large farming section to draw from. C. S. HUNTER, Chester, 

ew York. 





FOR SALE—GOING HARDWARE BUSINESS in new sugar factory 
town in Northern Colorado. New factory costing two million under con- 
struction; population 1500. Town owing rapidly. Irrigated country. 
Excellent. crops. Very bright future. Will take $12,000 to handle. For 
particulars address Box H-233, care of HaArpware Ace, New York. 





AN OPPORTUNITY for a live wire business man to buy a paying 
hardware business in the center of the business section of a growing 
town thirty miles from New York y! Small rental. Stock inventory 
$5,000. Address Box H-209, care of Harpware Ace, New York. 


DAVIS, 122 West Jones St., Savannah, Ga. 
WANTED POSITION by an all around hardware man. 19 years’ 
experience, 17 years with same firm. do buying, pricing as well as 


selling from behind the counter. Address Box H-210, care of Harmpwars 


Acer, New York. 





HARDWARE SALESMAN, intimately acquainted with hardware trade 
of Michigan, 15 years sales experience, open for good connection manu- 
facturer or jobber. Address Box H-219, care of Harpware Acz, New York. 





SALES ACCOUNTS WANTED 


MANUFACTURERS’ AGENT COVERING NORTH AND SOUTH 
CAROLINA, Georgia and Florida can handle another good line to job- 
bers and large hardware and mill supply trade. Hard worker; excellent 
references. Address Box H-235, care of HArpware Ace, New York. 








SALESMAN WITH EXECUTIVE ability, calling on hardware and 
department stores in Southern California, desires a line with exceptional 
adage an experience. Address Box H-217, care of HarpwaArg AGE, 
New York. 








FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 


on the lower west coast of Florida. Address CARL HOLMER, Box 256, 





Miami, Fila. 

WILL SELL OR TRADE my fine hardware and housefurnishing 
store on South Side in Chicago. Stock and fixtures will inventory about 
$18,000. ve goed business. $10,000 cash will handle this proposition. 
Address Box H-237, care of Harpware Ace, New York. 





FOR SALE—Hardware business in growing town, 28 miles from New 
os. Price $8,000. Address Box H-197, care of Hanpware Acz, New 
ork. 


WE MANUFACTURE FOR YOU. Company making steel office furni- 
ture is open to contract fabrication in quantity of anything suitable for 
their plant. Address Box H-222, care of Harpware Ace, New York. 








HELP WANTED 


WANTED—YOUNG GENTILE MAN OR WOMAN for office work. 
Office located near Grand Central, New York City. Salary small to start 
but offers opportunities for person with initiative. Prefer man interested 
in becoming a salesman. -_xperience in retail hardware store will be 
helpful. Address Box H-229, care of Harpware Act, New York. 








CUTLERY MAN ABLE TO TAKE charge of 
recently established in Boston hardware store. 
Must have best of references. 
New York. 


EXPERIENCED 
retail cutlery department, 
State nationality, age, experience and salary. 
Address Box H-238, care of Harpware AGE, 








MAYTAG Washing Machines, electric 
in Ohio county of 30,000 oom, 
washers. 


-MAN TO SELL 
and gasoline, on good commission, 
farming and manufaeturing. We furnish truck and plenty o 
Address Box H-240, care of Harpware Ace, New York. 


WANTED 





ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. commission, also full commission on 
repeat orders. Give experience and territory ed in first letter. Address 
Box G-852, care of Harpware Acr, New York. 





WANTED—SALESMAN FOR EACH of Central States, who is now 
handling other lines, to sell two hardware items we have manufactured 
for years. Commission basis. Address Box H-236, care of Harpwart 
Act, New York. 





WANTED—REPRESENTATIVE LINES on commission basis for New 
York, New Jersey and Long Island, have car. 15 years in retail business, 
giving it up. Well acquainted with the trade in a personal way. Address 
Box H-218, care of Harpware Ace, New York. 





MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to: ‘wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of Harpware Ace, New York. 





MANUFACTURERS’ AGENTS COVERING Wisconsin, Minnesota, 
Iowa and Indiana, calling on the wholesale and large hardware trade 
will be glad to consider any good line or hardware items. NATIONAL 
SALES CO., 361 South Sheridan Road, Kenosha, Wis. 

















from 


cover 
Ccover— 


Every advertisement, story, edi- 
torial and market report in Hard- 
ware Age is valuable to the man 
who is looking for the shortest road 
to success. 


Read Hardware Age as a duty to 
yourself, 
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SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 





IF YOU ARE NOT GETTING your share of business, or need repre 
sentation in territory from Denver, west, and want a real live sales organ- 
ization with good standing among the hardware and accessory jobbers, 
address Box 7172-A, care Harpware Acg, Otis Bldg., Chicago. 


EXPERIENCED HARDWARE MAN desires one or more reputable 
manufacturers’ lines for the Pacific Coast. Honest and live representa- 
tion. Headquarters at San Francisco. Address Box H-234, care of 
Harpwars Ace, New York. 


SALES REPRESENTATIVES WANTED 


LARGE MANUFACTURER OF METAL MOULDINGS and shapes 
desires competent representatives in open territory. Contract department, 
stampings, plating, enameling, forging, etc. Address Box H-226, care of 
Harpware Ace, New York. 











EXPERIENCED RESIDENT SALESMAN WANTED for each state, 
to call on retail trade on commission basis as side-line, by a large whole- 
sale hardware and auto accessories house. Commission to be paid on 
re-order direct from new accounts opened by said representatives. Big 
opportunity for live wires. CHAS, WEILAND, INC., 149 Chambers 
St., New York City, N. Y. 





DISTRIBUTORS WANTED FOR A REMARKABLY quick selling 
line of household and automobile cleaners and polishers—already meeting 
with unusual success. Must have efficient sales organization, capable of 
reaching retail trade. Territory protected—satisfactory profit margin. 
L. C. SMITH & CO., INC., 510 Gina of Commerce Bldg., Boston. 








SALESMEN CALLING ON HARDWARE, furniture and department 
stores to handle a short, snappy extremely popular priced line of refrig- 
erators on commission. Now is the time to book orders for next year. 
Act at once. Address Box H-239, care of Harpware Ace, New York. 











Store windows can be dressed very attractively 
if the right material is properly used. 

To combine seasonable merchandise with season- 
able display is to insure sales. 


Such “Combinations” that have proved most 
successful are continually being reproduced in 


Make Your Windows Sell Goods 


Hardware Age, 239 West 39th St., New York City 


HARDWARE AGE as being worthy of any live deal- 
er’s consideration. 

Every issue of HARDWARE AGE contains several 
pages of effective window advertising which have 
demonstrated by actual test their pulling power. 


You can apply these suggestions to your business 
with profit. 











Send for our new Catalog of 


Granite Cutting Tools 
Trow & Holden Co., Barre, Vt. 





American Can Company 


NEW YORK CHICAGO SAN FRANCISCO 









Lithographed 
metal displays 
and signs. 


Cans for all 
purposes. 











CRAYONS 


For Every Purpose 
STANDARD CRAYON MFG. CO. 


DanVers, Mass. 








SCYTHES and AXES 


Scythes since 1912. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 











KLEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 


BROWN @® SHARPE 
S sxele) 
Made Best 
They Give Complete Satisfaction 
Catalog on request 


TRADE MARK 


BROWN & SHARPI mt 4). Sa 


NIFC, CO. Providence, 





J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 











Reichard Magic Weeders 


with the combination Spring-Tooth are a 
strong, well-constructed, light weight 
‘‘double-purpose’’ tool. 

Women who love to dig and weed around 
flower beds particularly appreciate ‘‘a 
Reichard.’’ 

Write for more data. 


F. H. REICHARD MFG. CO. 


Bangor, Penna. 






Retails 
at #1.10 
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THE ADVERTISERS INDEX is published =e convenience and 


HARDWARE AGE 


INDEX TO ADVERTISERS 


allowance will 





not as & part of the advertising contract. Every care will be taken to indez correctly. 
be made for errors or failure te insert. 


September 9, 1926 
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HARDWARE AGE 


Photograph 
shows Black-Bird 
display panel as 
used at Gilchrist 
Co., Boston, 


You can sell more laundry equipment 


this tall—with this handsome Black-Bird Display 


OLKS are returning from the 
country bringing their laun- 
dry. The next few weeks will be 
busy weeks, cleaning house, wash- 
ing clothes, curtains, bedding ... 


They will need equipment that 
you can sell them— 
New clothes line, for instance. 


Black-Bird Clothes Line is a 
solid braided line, made of good 
cotton yarn, stretched and glazed. 


It contains no loading or other 
adulterating material. It will not 
break clothes pins or stain the 
clothes. Very flexible and pleasant 
to handle. 

Sizes: No. 6 (3/16 in. diam.), 
No. 7 (7/32 in. diam.) and No. 8 
(14 in. diam.) only—put up in 50 
ft., 75 ft. and 100 ft. hanks or on 
tubes or reels. ‘SAMSON CORD- 
AGE WORKS, 88 Broad St., Bos- 
ton, Mass. 





Firm, round hanks that sell themselves 


This handsome display will 
enable you to feature house 
cleaning and laundry equipment 










near the entrance. Sent free 
with your order for % gross of 
Black-Bird Clothes Line. 






and snipped 
off her nose 4 
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The New Duo-Service Tray 


CONTAINER AND SERVING TRAY... ALL IN ONE 
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SIMPLY by removing the velvet rack, this very 
practical new container for the popular 29 piece set of 
Community Plate becomes a beautiful and handy serv- 


! 


ing tray for the home. 


Tue tray reproduces a lovely bit of old Italian 
lace,on a rich deep background. Done in a durable finish, 


it will not mar, nor will heat or water injure it. 


For either window or counter display use, the 
dealer will find this new Duo-Service Tray unusually 
effective in promoting sales. 


FURNISHED IN ANY OF THE 
ATTRACTIVE COMMUNITY PATTERNS 








Order Now...Your Wholesaler Can Supply You 





